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Yow ll Be Seeing Him 


Pictured at the left IS the lat 
est’ addition to our growing 


Se, SR 
staff of associate editors, Harry 





1893 2 F Yeates, now covering the Mid 
a west from Chicago headquar 

ters. A native of Kankakee 

Illinois, Harry is a Notre 


PUBLISHED MONTHLY SINCE 


Dame graduate, with a degree 


oa E A ») 2 i a % 4 u ! D E 4 in Business Administration 


After two vears in the Army 
Features during World War Il, where 
he saw service in such hot spots of the Pacific 
Young Men Go West New Caledonia, Guadalcanal, Manila and Tokye 
Aelanenen| Slates Harry was attached to a civilian recovery team eva 
So You Want To Start a Package Unit By Bob Glass uating American prisoners from Japanese islands. He 
About Open House and Other Things By Richard Bennett 
Progressing With Cash-and-Carry By Allen W. Corfee versity 
Building Route Sales With Direct Selling Methods By Jack Bariteau ind retail advertising. Somewhere along the lin 


How a Credit Union Will Help Stabilize an Employee Group uso studied at the Army Language School in For 
By Fergus Briggs, Jr. Kiley, Kansas 


By Lou Bellew 


then furthered his education at Northwestern | 


with studies in journalism public relations 
lye 


A Flexible Shirt Finishing Unit 

How Match-Book Ads Build Sales By Gerald Whitman Harry put his studies into practice with five v 

How To Be in Business Five Years From Now By John A. Monahan experience in retail merchandising, advertising an 

Are You a Good Manager? promotion, starting in a medium-size apparel store 

The Tax Return Is Only the Beginning . By John Carruthers and David D. Conners in his home town. He later covered apparel market 

Engineering iround the country, mainly New York, and wa 
Check Points to Fuel Economy By Joseph C. McCabe later associated with Saks Fifth Avenue in Chicas 


How To Keep Your Trucks in Shape By Roger Ganem 
Harry came to STARCHROOM by way of the Ch 


cago headquarters of our publisher, the Reuben H 


Convention Donnelley Corporation where lhe spent three vear 
in sales promotion activities and as a copywriter 

: He's taken the transition to the editorial side in hi 
Indiana Features Sales School stride ind in the few months he has been with this 
publication has demonstrated his ability to get the 

feel of the industry, to learn the needs and interests 


Departments of our readers and to put them on paper and it 


pictures effectivels 


Editorial 


Rhapsody in Bellew In his spare time Harry is an enthusiastic colle 


Laundry Business Trends of rare jazz records, a water skier and an amateur 
sailor. In fact, enthusiasm is the word for Harr 


} 


Laundry News Notes 
He’s not only learning fast about the laundry indus 


New Products and Literature 
In the Wash try and laundrymen—he’s liking it! 

News From the Allied Trades 

Convention Calendar Many of vou in the Middle West will be seein; 
Obituaries Harry one of these days in your plants and meeting 
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UNIFORMS, DUCK COATS and PANTS 


depend on Panter 


Two specific features make it possible for 
you to depend on Pantex Utility Apparel 
Presses for the good, high-speed finishing. 
The first is the “king-sized” buck design 
that makes long lays quick and easy. Pantex 
design also permits most short-coat gar- 
ments, such as pajamas and butcher coats, to 
be done double lay. 














The second big feature is the fact that Pantex 
Presses don’t have the gadgets that cause 85% 
of laundry air press down-time troubles. 
There’s no cams, packings, diaphragms, push 
buttons and multiple air cylinders and hoses! 













Among many desirable features, Pantex 
offers dynamic leverage, two-hand safety con- 
trols, single air cylinder, master valve, air 
hose, and hydraulic oil cushion—in addition to 
tension springs atid automatic pressure adjust- 
ment between head and buck. For descriptive 
literature and suggested unit layouts, see your 
Pantex Representative today. 


PAWTUCKET, RHODE ISLAND 














How to 


amaze your 
heavy-soll 


customers 


There’s no better way to sell your laundry service than to turn out 
undies ol aprons, towels or work clothes—cleaner than your customers 
ever expec ted to see them again! 

\ convincing number of laundries and linen supply plants use DiaMonpD 
ORTHOSILICATE on heavy-soil work. Made by an exclusive DIAMOND 
process. ORTHOSILICATE dissolves in seconds after it hits the water. Slower 
dissolving orthosilicates waste part of each scoopful down the drain 

You'll like the moneysaving fact that smaller amounts of OrTHo- 
SILICATE and soap produce the effective pH and abundant suds needed 
for pic k-and-shovel jobs. Your employees will like OrTHOSILICATE’S 


dustless, easy-to-handle quality. Call your D1iamonp distributor today. 


Diamond Laundry Detergents - Sours - Blues 


eanome TOIAMONAd 


“a Chemicals 


Diamond Alkali Company Cleveland 14, Ohio 
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First, run down this check list. See how the 
Fleximatic Air Jet surpasses in labor-saving 


features and performance. 


Just one example is Fleximatic’s “brain.” 


Automatically it measures linens and de- 
termines the proper location for each of two 
folds. It functions on both narrow and wide 
linens, And even though as many as four 
small pieces are in between the measuring 
point and the folding location, the brain “re- 
members” exactly how each piece should be 


folde d eee 


and then does it. 


Point for point, no other folder offers you 


Send for free 


Toy 


Division of 
American Machine and Metals, Inc. 
EAST MOLINE, ILLINOIS 


"World's oldest builders of power laundry equipment’ 


as much as a Fleximatic. 


catalog. 
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Before buying a flatwork folder 
stop and compare values 
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FLEXIMATIC| FOLDER “A” 
Yes No 
Yes No 
Yes No 


No 


p----------MAIL COUPON TODAY-----------4 


1 1 
| TROY LAUNDRY MACHINERY, Dept. SLJ-256 : 
1 Division of American Machine and Metals, Inc, ; 
! East Moline, Illinois ' 
I ‘ i 
1 Yes, please send Catalog YF-31-55 with full information on the § 
! Fleximatic Air Jet Folder. ; 
4 ' 
i ' 
n ’ 
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' : 
| ADDF E . 
; : 
' CITY F ATE 

! ; 
i 

rif ' 


v 




















The MacIntosh report 


Since the publication of the MacIntosh report in these 
pages two months ago, we have received an unusually 
large number of requests for reprints of this article. 

The report pointed out that family laundry sales were 
not keeping pace with the upward trend of national 
retail sales. And that this could be attributed primarily 
to the fact that the industry was trying to sell a service 
that the consumer found unacceptable. A test-bundle 
analysis of some of the leading plants in the country 
verified dramatically that the work was far from perfect. 

“We stay in business,” said Bruce MacIntosh, “only 
because a certain number of people must use our serv- 
ices. How long can we survive on that basis? We are 
certainly on the road to extinction.” 

One of the remedies proposed in the report was the 
establishment of a rigid inspection policy to insure 
work of consistently high quality. To prove the sound- 
ness of this conclusion the report cited a 154% percent 
increase in shirt laundering sales realized by this com- 
pany when an inspector was placed between the shirt 
finishers and the folders. 


The report was enthusiastically received by the audi- 
ence at the National Convention and—as mentioned 
above—we’'ve had a lot of requests for reprints. The per- 
plexing point is that almost all of the requests came 
from allied tradesmen. Where are the laundryowners 
and managers? 

We know that the report was poohpoohed in some 
circles. And, on the other hand, we know of at least 
one laundry in which its findings were jarring enough 
to encourage the management to establish a whole 
new quality-control department. 


Our own thinking on the matter is that every plant 
can stand some improvement in quality. This is not the 
whole answer to the problem of shrinking sales. But it 
is certainly a major one. 

Our one regret is that the MacIntosh report was not 
generally brought home to be shared with the other half 
of the labor-management team—the employees. (An 
outstanding exception was one labor union which re 
quested several hundred reprints of the article for its 
members. See “In the Wash.”) The employees’ welfare 
in the industry is just as much at stake as the plant- 
owners. Passed on, the report, we feel, could weld the 
spirit of cooperation between them for the mutual bene 


fit of all. 


The fabulous future 


We have more or less grown accustomed to the 12 
month look into the future the experts take around this 
season of the year. But we weren't quite prepared for 
the 10-vear forecast one gentleman ventured to make 
at a recent sales executive luncheon here in New York 
Citv. 

The gentleman in this case was Leo Cherne, director 
of the Research Institute of America, who (and we 
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quote the chairman ) “is noted for the almost frightening 
accuracy of his predictions.” A reputation apparently 
well-deserved, for this was his fifteenth appearance be- 
fore this astute group in as many years. 

This was Mr. Cherne’s attempt, however, at the “long 
look.” And he justified his effort on the ground that our 
nation is progressing so rapidly that a mere 12-month 
prediction was no longer adequate. “Our rate of growth 
in 1955 alone,” he said, “was two to three times as great 
as any good year.” 


How long will the present boom last? No one knows 
with any degree of certainty. But businessmen in gen- 
eral are highly optimistic and see continued business 
growth for at least the next five years, This prediction 
was based on the Research Institute’s survey of attitudes 
among executives in some 1,500 businesses across the 
nation. Mr. Cherne reported, “Eighty percent of these 
leaders thought the growth would continue at the pres- 
ent rate. Another 15 percent saw only a mild recession 
in the offing. And less than | percent anticipated any- 
thing like a ‘crash.’ ” 

So long as we have confidence there would seem to 
be an unlimited horizon for growth. 


What else did Mr. Cherne see? He saw an increasing 
trend toward standardization of products, thanks to 
automation and an economic cliniate in which the edge 
would be given to big business. 

One of the major problems to be faced is finding good 
use for the leisure time the public is coming more and 
more to enjoy. There is the danger of intellectual stag 
nation the starvation of And Mr. Cherne 
lamented the fact that there were not enough “charac 
ters” around to offset this trend. 

“How can you have characters,” he said, “when every 
one is sitting around the television watching — the 
$64,000 Question?” 


ideas. 


Specifically, Mr. Cherne saw our population increased 
by an additional 24 million people. And within the next 
10 years, he envisioned a five-hour drop in the work 
week, with production up 50 percent and personal in- 
comes up 30 percent. 


These figures are not wild guesses. They are based on 
historic fact. Plainly, every avenue of advanced tech 
nology and cost-reduction methods should be explored 
if the industry is to keep pace with the times 





REPRINT SERVICE FOR OUR READERS Please 
write promptly if you want reprints of any articles appear 
ing in this issue. Cost is $13 per 100, one side of a single 
sheet: $21 per 100, two sides of a single sheet. Additional 
100°s at $1.70, one side: $1.90. two sides. Minimum order 
is 100 reprints. For reprints in color or reprinted spreads 
or folders, please write for prices and additional infor- 
mation, {// prices F.O.B. Lancaste r, Pa, 
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SORTER-TRANSPORTER 
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FOLDING AND SORTING 
IN ONE OPERATION ... 


As shirt or apparel is folded, 
operator puts it in proper 
numbered bin alongside. 
When lot is folded, sorting is 
already done. 





A FLEXIBLE SPACE- 
SAVING SORTING DEPT. 
Set bins in “V,” “U,” etc. to 
fit a given space. Roll bins 
away (or fold) to use area 
for other work. 
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A FAST-MOVING SAFE 
TRANSPORTER ... 


Sturdy, all-steel unit rolls eas- 
ily on 3” swivel wheels. No 
crushing of finished articles. 





AVAILABLE IN BINS ONLY 
(NO BASE OR WHEELS) 


Collapsible steel-rod units to 
set on tables or fixed bases 
are also obtainable. Ask for 
prices. 
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Ys 


ort Anywhere 
in the Plant 


Save Walking... 
Save Space... 
Save Labor 





a” in Light 
and Air 


Yiakes Sorting 
Simple and 
Effortless 





BISHOP SHIRTRANSPORT 
When sorting by the 
folder is not feasible, 
the Bishop ShirTransport 
shown above at right 
is ideal means of stor- 
ing and moving finished 
shirts from folder to 
sorter. Cuts handling, 
time, space. 


ssiorp SORTER-TRANSPORTERS 


10-BIN 


COME IN 3 TYPES issn... 2 SIZES SINS 13° WIDE 


FOR SHIRTS: 
Each bin 10” wide, 18” deep, 15” high 


10 BINS, Model B29-1010: Three 3-bin 
tiers plus top bin 20’x10”x18", and over- 


flow section 10’x10”’x18”"; floor space 
31x20"; height 76”; ship. wt. 80 Ibs. 
$69.00 ea 


15 BINS, Model B29-3: Three 5-bin tiers; 
floor space 54’’x20”; height 59”; shipping 
weight 140 Ibs. $99.00 ea. 

20 BINS, Model B29-20: Four 5-bin tiers; 
floor space 54x20”; height 74”; shipping 
weight 170 Ibs. $109.00 ea. 


FOR WEARING APPAREL 
Each bin 13” wide, 18” deep, 15” high 


10 BINS, Model B29-1013: Three 3-bin 
tiers, plus top bin 26”x10"x18", and 
overflow section 13’x10"x18”; floor space 
41”x20”"; height 76”; ship. wt. 100 Ibs. 

$79.00 ea. 
15 BINS, Model B29-8: Three 5-bin tiers; 
floor space 69’’x20”; height 59”; shipping 
weight 150 Ibs. $110.00 ea. 


20 BINS, Model B29-21: Four 5-bin tiers; 
floor space 69x20”; height 74”; shipping 
weight 180 Ibs. $127.00 ea. 


Order Now FROM YOUR SUPPLIER .. . HE IS OUR DISTRIBUTOR — 1956 por co. 


BISHOP DAVID FREEMAN CO. & svanston, u. 
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Youngs Men Go West 


Seventh Annual Conference marked by enthusiasm at San Francisco 


By LOU BELLEW 


ENTHUSIASM FOR THE FUTURE 
of the laundry industry was the key 
note of the Seventh Annual Young 
Men’s Conference held January 13 
and 14 in San Francisco, California. 
Sixty-six voung (under 40 represen- 
tatives of laundries and allied trades 
firms, mostly in the Far West, were 
present. 

Sixteen talks were prese nted during 
the full two days, ranging from per 


ARTHUR A. 


sonnel and public relations to selling 


methods and production problems. and manager of 


Probably no conference held to date 


has shown more enthusiasm for the fu- away to a good start with a talk on 
“Small-Plant Management” in which fornia then undergoing its worst 


ture of the laundry industry than this 
West Coast-dominated aggregation. he related his 


CONFERENCE 


experiences in taking flood disaster in history 


NOTES 


over a plant at a time when he had 
no knowledge of the laundry industry 
How he made a going concern out of 
a 40-year-old plant that was at a low 
ebb as far as public relations and pro 
duction were concerned was a high 
spot of the day. Principally it was ac 
complished by building up a reputa 
tion of service to the local community 
through participation in civic affairs. 


LEWIS, part-owner 
Albany Laundry in 
Albany, Oregon, got the first session lic relations manager tor 


DEAN BRANSCUM, siles and pub 


Bossen 


Brothers Laundry in Marysville, Cali 


] spoke on 


THOMAS T. GEORGES—*How We Promote for Profit™ 


Mr. Georges feels routes need to 
be $800 to $1,000 to be good 
routes and for the routemen to 
make a proper wage. To handle 
routes of such size the men have 
no time to solicit or sell laundry 
service to more customers. 

In order to get more business 
from those customers his laundry 
already has, Mr. Georges feels it 
is necessary to set up a selling 
program to push sales of services 

they most need. One example of this is current promotion 
of “soft” collars, fast becoming the customer’s preterence 


in Portland, even though most launderers feel a “hard” 


collar is the best type for them. So long as soft collars are 
desired. that’s what the customers will get from the Oregon 
Laundry. In fact, the current sales program has been built 
around soft collars even to the extent of dreaming up a 
packaging tie-in known as the “Soft-Pack,” plus a series of 
ads to promote through the newspapers and in colorful 
posters 

These current promotions are for the purpose of giving 
the sales personnel a fresh approach for selling various 
services, and to keep the entire staff excited and talking 
about it outside the plant. 

Occasional talks with the home economics editors of the 
local newspapers on the laundry’s latest promotions have 


8S 


been very rewarding. For instance, in a promotion on blan 
kets the advertising stressed the fact they were returned in 
plastic bags and emphasized the angles of “no odor ; 
moth-protected . . . ideal for 
_ like new... soft as a cloud 


so soft vou feel sleepy 
storing... clean... fresh.. 

specially fluffed through a special process.” A few 
blankets were processed free for the home economics 
editors and the reward was mentioned in articles in both 
papers about the fine service offered by a local laundry, 
although no name was given. Two hundred calls were 
received at the newspaper offices . . . and then the papel 
identified the laundry to the callers. Fittingly enough, the 
well promoted blanket service was advertised as_ the 
blanket-pack. 

This and the soft-collar promotion are typical of the 
manner in which Oregon Laundry goes about publicizing 
any of its laundry or drycleaning services. Specific claims 
are made that appeal to one or more of the housewive’s 
senses, be it smell, feel, sight, taste or hearing. 

The promotions are all slanted to arouse the customer’s 
desire to buy the service for the first time. After the first 
sale it is felt the routeman from that point on should be 
able to hold the customer and sell additional services pin 
pointed by other such promotions made by the plant in the 
future. 

According to Mr. Georges, 4 to 414% percent of the com 
pany s gross is spent on advertising and it is getting most 


satisfying results to date. 
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“Observations 1956,” in which the fu- 
ture of the industry was discussed. 
(See “Conterence Notes.” ) 


ROBERT F. GLASS, © & G Laun 
dry and Drycleaners, San Mateo. Cali 
fornia, had plenty of advice for any 
one thinking of opening a package 
laundry and drycleaning plant on the 
proverbial shoestring, as he and_ his 
partner, Bovd Garrison, did. Sum- 
mary: Be sure vou have adequate fi 
nancial backing to carry you through 
the first eight or nine months of op 


eration ... which G & G did not have. 


See story in this issue. ) 





MRS. LOUISE W. BENNETT of 
Sunshine Laundry, Rocky Mount, 
North Carolina, spoke about “What 


You Cannot Insure.” Her problem was 


BOB PLACE—"The 





that of being left a widow with thre« 
small children. Although adequately) 
provided with insurance money, Mrs 
Bennett found herself without the fun 
damental knowledge necessary to op 
erate the laundry business. Her hus 
band’s foresight brought home to her 
five things she wishes all launderers 
would consider in order to protect 
their families in case of similar misfor 
tune 


l Be sure to coach your wile in 
business fundamentals (her one Jack 

2. See that the business has oper 
ating capital for such an emergency 
through insurance to cover business in 
debtedness. 

3. Be sure present supervisory pet 
sonnel is capable of carrying on the 
business for the wife. 

4. Make proper business contacts 
with people In a position best able to 
advise wite. 

5. Be sure wife is prepared to han 
dle anv sudden emergency without 
panicking. 


FERGUS BRIGGS, JR., managing 
the National Laundry and Linen Sup 
ply Co. in Pocatello, Idaho, had for 
his subject “How a Credit Union Sta 
bilizes an Employee Group.” (Sec 


story in this issue 


Van 


BOB PLACE gave a most interest 
ing talk after the luncheon on “The 
Man Across the Ocean.” This was 
about a tour of plants in Great Britain 


he and his wife made during a recent 


“Conterence 


vacation trip See 


Notes f 





LEWIS PARCE of Troy-Manhattan 
Excelsior Company, Berkeley, Cali 
fornia, in “Meet Thv Neighbor” gave 
a brief history of the wheel, and 
explained how it « ompares to a laundry 
operation it must be well rounded 
for smooth operation In ordet1 to be 
well-rounded in each department, with 


no flat spots he felt it was necessary 


for neighboring plantowners to get to 
gether and swap ideas on how best to 
operate, 

To this end seven launderers in the 
San Francisco area have formed the 


- - 
feross the; Ocean 








During a recent trip to England 
Bob Place, executive secretary of 
the California Launderers Asso 
ciation. and his wife visited a 
number of British laundries. The 
operators were amazed that Mrs. 
Place could ask intelligent ques 
tions about the operation and 
readily understand the answers 

Wages of 


plants run about $20 per week 


washmen in the 





while women employees recelve 
$16. These wages are not as low by American standards 
as might be suggested at first glance, because of the lower 
standard of living. 

According to Bob, the British attitude toward equipment 


is quite different from that of our own launderers, who feel 


that equipment is expendable and can be written off it 
depreciation. The British make each operator responsibl 
for his own equipment and demand perfect maintenance 
in order to insure a long life from each piece. They have 
available all the same equipment that is used here. 

An outstanding British trend is toward open-end washers 
of from 50 to 250 pounds capacity, and automatic equip 
ment in every department. Automatic devices for the rinses 
and washing have been found to be 87 percent more effi- 
cient than manual operation. 

Continuous rinse is very popular, with water entering 
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through the top ot the machine, and with ribs on the out 
side of the cevlinder to lift the water up to the top again 

“Flush dumping” is used with the open-end machines 
Messy, but fast. The trick is not to dump the last rinse but 
to simply open the door and let the water dump th 
out into the trucks 


Bob also spoke of a most interesting single-roll Hatwork 


e load 


ironer, 26 to 54 inches, which is perforated and covered 


with padding fitted with a large fan at both ends to pull 
the air through. He claims it’s as good as a conventional 
six-roll ironer 

The British traditional shirt has been a_ tunic type 
buttoned only part way down and pulled over the head 
Now they are switching over to the American coat type 
shirt that buttons all the way down. Shirt volume now is 
50-50 in the two types 

Fork-lift trucks are used extensively for moving pallets 
of soiled work from the unloading area into the washroom. 

The British have their own version of our “$64,000 
Question,” but instead of offering cash they simply ask con 
testants, “What would vou do with 64,000 pounds?” A 
recent winner won with her answer that she would build 
a laundry in order to serve her town. Laundries in England 
are regarded as a public utility in fact, a number of 
towns have laundries owned by the community. 

British laundries don't believe in “agencies” and keep 
amazingly accurate records in the close control of their 
outlets. This keeps their delivery costs at 14 percent as 





Cost Bureau” and meet each month 
to compare operating cost figures un 
der the guidance of J. Hunter Clark. 
It was brought out that a_ similar 
group of nine launderers in the Long 
Beach area, under the guidance of Bob 
Place, meet once each month for the 


identical purpose, 


ALLEN W. 


Laundry = and 


mento, California, 


was the voungest 


CORFEE, 


Drvcleaners, Sacra 


participation in civic organizations of 
all kinds and putting more emphasis 
on good quality, the laundry has 
nearly tripled its 1947 business. since 


reopening, all without a rise in prices 


( orfee’s 


25 vears of age 


man on. the pro 


gram. His subject, “Progressing With 


Cash and Carry 


Drive-Ins 


Se emed 


to be of top interest to the delegates. 


Allen, making his first talk before a 
group, had nothing but praise for the 
idea of drive-ins 
and had records to show how well his 


DR. HAROLD FURST, a regional 
economist of the Bank of America in 
San Francisco, spoke at the Friday 
evening banquet on “The California 
Business Situation,” which is one of 
great optimism for the next vear. 
According to Dr. Furst, since 194] 
California has had the most rapid 
growth of any state in the Union. 
From a population of 2,000,000 in 


1900, it has grown to over 12,000,000 its previous business, with outside 


in 1955 with nearly 18.000.000 
predicted by 1965 


and branch. offices 


area 1S responding to the idea See 


story in this issue. 


LUCIEN LIBARLE, Lace House 
Laundry, Petaluma, California, spoke 
on how “To Better 
munity.” Burned out in 1947, the Lace 
House Laundry rebuilt and began op 
erating again in 1948 with only half of book have brought in the most new 


Serve Your Com 


firms having a good hold on most of 


the local customers. 


RICHARD BENNETT, Del Mont 
Laundry, Pebble Beach, California 
had for his topic “About Open House 
and Other Things.” Dick’s first at 
tempt at an open house was an ev 
opener as to the customers’ interest 
in laundry operation. As a result he 
decided to maintain that interest with 
a planned newspaper Campaign and a 
wide use of gimmicks in soliciting busi 
ness, as well as uniforms for the route 
men. The Yellow Pages of the phone 


business to date. See last month's 
issue for suggestions on how to make 


Through active best use of this medium 


CONFERENCE NOTES CONTINUED 


derer. Increased effort must now be made to rec ipture the 


compared to 28 percent costs in America. There are ho 
“wildcat” drivers in England. 

Compared to the American profit of 3.4 percent for the 
average of the most profitable plants, the British show an 
average of 6 percent profit for all their laundry operations 
In fact, according to Bob, it is not unusual at all for many 
laundries in Great Britain to show profits ranging from 20 
to 29 percent . but taxes bring it down to about the 
same net profit t njoved by American laundere rs 


DEAN BRANSCUM— 
Observations 1956 


Dean Branscum suggests that a 
check of records will reveal that 
the housewife of 15 vears ago sent 
more high-profit items to the aun 
dries than she does now, Today 
the launderer has to be content 
with asking for the few items she 
doesn’t care to do herself. At pres 
ent there are many small Jaun 
dries and many large linen supply 
firms competing for the few items 
left for the conventional laun 


entire family bundle that launderers had years ago 

One way to do this is to think in terms of people, not 
what vou are servicing or selling. By becoming closer 
people you get close to their buying habits 

It will now be necessary, Mr. Branscum feels, to think 
in terms of what the customer wants rather than in terms 
of what the launderer wishes to sell, With drugstores and 
supermarkets as examples of diversified selling, it behooves 
the launderer to offer a greater number of services to at 
tract people into the plant so that other services may be 
sold. 

Mr. Branscum brought out the fact that a dealer in home 
washers had maintained the greatest selling feature of the 
home washer is the “convenience” angle, the most stressed 
argument for closing as ile. Just as home WW ishers are sold 
on the convenience of the item, the auto industries also are 
selling a basic commodity known as “transportation To 
sell transportation the auto people offer great variety in 
models, engines and colors of the same make automobile 
each appealing to the individual preference of the buyer. 
Launderers might well use the same approac h to rec apture 
the family bundle. 

Above all. said Dean, the desire to SeTVE people must 
remain the paramount thought. The launderer must offer 
those services that a careful study of the housewife’s buying 
habits and preferences will clearly indicate. After all, laun 
derers are dealing with servicing peopl ‘S most necessary 


possessions—their clothing 
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STANLEY SHEPARD, AIL field 


representative, reported on “Laundry 








At head table, Friday luncheon, left to right: Foster Lee, All; Mike Dodge, AIL director, Dis 
trict 4; Ward Gill, AIL; Robert Place, executive secretary, California association; Jack Flanagan 
past president, California; George Johnson and A. L. Christensen, All 


Impressions Across the Nation which GEORGE JOHNSON, vice-presi ence with “Building Route Sale \\ 
showed, in his estimation, that pricing dent of the AIL, gave an outstanding Direct Selling Methods.” Jack swe 
is the big problem since many feel talk on “Battle of the Fibers” in which to the problem of the inability of mos 
prices are too low, Launderers who he related the history ot prese¢ nt day route ite n to obtain new custome 

have raised prices, however, have fibers that the launderer and dry their routes has been a most direct 
found price is not the big factor in the cleaner have to contend with approach to the problem. He finds 
eyes of the customers, since they ex door-to-door solicitation by a full-time 


pected the rise sooner. He also found 
launderers are awakening to industry 
problems and making an effort. at 
last to meet them 


WARD GILL of the American Insti 
tute of Laundering spoke on “Progress 
at the Institute,” a slide presentation 
giving an up-to-date accounting of the 
present facilities for AIL members 


THOMAS T. GEORGES, Oregon 
Laundry and Drycleaners, Portland, 
Oregon, spoke on “How We Promote 
for Profit.” (See “Conference Notes.” 


Mr. Libarle, operating the Lace 
House Laundry in a city of 12, 
000, had his plant completely de 
stroyed by fire in 1947, Reopening 
in July of 1948 he found he had 


firms who had got a good hold on 
the local area. By 1955 his vol 
ume has shown a two-and-a-half- 
times increase, with no rise in 
prices, 

How it was accomplished, with 
no large budget for advertising, was by participation to the 
hilt in civic endeavors. Proud of his town and properly 
thankful for the good life it had provided for him and his 
family, Lucien feels duty-bound to contribute as much as 
possible to his community in return. 

As recent president of his town’s Chamber of Commerce, 
Mr. Libarle pointed up one of the latest projects sponsored 
by that organization and urged all launderers to participate 
in the same project by promoting it in their own localities. 
This affair, known as “Business Education Day” and spon 
sored by the Chamber of Commerce in many cities, is a 
joint effort of local industries and school authorities to get 
the teachers acquainted with local industries. 

In Mr. Libarle’s town, school was closed for one dav and 


an official of each industry took charge of five teachers 


for a day-long tour and explanation of his own plant. From 
9:30 in the morning until 3:30 in the afternoon of that day 


February 15, 1956 





JACK BARITEAU, Consolidated 


Laundry and Cleaners, San Jose, Cali 


lost half his business to outside 


salesman in fast-growing San Jose is 
the most satisfactory solutior Set 
story in this issue 

One point stood out at this Seventh 
Annual Young Men's Conference, pet 


haps he St explained in veryv Tew 


the direct approach! 

Certainly the young law 
present wasted no time with vaque 
theorv in solving thei proble ms, Krom 


thre questions they tossed eacl 


speaker atter eac h session if Was qpuite 
vident they want answers to. the 


( 
laundry problems ind thevre in 


fornia, wound up the two-day confe mood to wait for provide nee 


LUCIEN LIBARLE—*"70 Serve Your Community Better” 


the plant or factory owner has. the opportunity to fully 
explain his operation and the opportunities for graduating 
students in matters of employment 

As Lucien pointed out, these teachers have a high level 
of intelligence and demand sensible answers to their ques 
tions. As part of the tour the group Was his guest at lunch 
and each was given a merchandise order to apply on any 
future orde1 ot drvcleaning oO! laundry Plant employees 
enjoyed being a part of this worth-while effort, and next 
veal this is a vearly event in Petaluma) the employees 
will all wear ThAlne badges 

The idea of such educational tours has even been ex 
tended at Lace House Laundry to include 45-minute tours 
for groups of third- and fourth-grade youngsters, These 
tours are not without purpose, since the kids are known 
to tell their parents in great detail just what thev saw on 
the tour. Under close supervision the tots were treated to 
the fun of feeding a few linen supply towels through the 
Hatwork ironer and even trying to fold a few. As Lucien 
said, the towels had to be done over, of course, but it was 
only a dozen or so, and the kids had a real experienc 

Occasionally a batch of football or other types of athletic 
garments are cleaned for the schools where there is no 
budget available for the needed service ind ilthough 
no charge is ever made, the parents are aware of it 

On the plant tours for the teachers, during Business 
Education Day, it was found best to let them ask questions 
about what they wanted to know rather than tell them 
what the plantowners thought they wanted to know 














Located on one of busiest traffic arteries in California, G & G luckily has large parking area at side of plant. Also luckily, it was able to 
obtain house behind plant, within 5 feet of present back wall. Front part of house interior is being ripped out to continue plant floor at same 


level. Office space will now be available, also lunchroom and supply storage space 


So You Want to Start a Package U 


By BOB GLASS 


G & G Laundry & Drycleaners, San Mateo, California 


THERE ARE TWO REQUIRE- busiest traffic arteries in California, We combination shirt and drycleaning 
MENTS that we found essential for were still both in service and paying 
Starting a package plant operation rent building for many with laundry only and my partner 
weeks. knew nothing about either business. It 


plant but my experience had been 
on an empty 


based on our own experience. The 
first is willingness to work, and the 
second adequate financing to covet the 


was suggested by acquaintances that 


Friends persuaded us to make it a 


first nine months of operating con 
tingencies 
While my present partner s0vd 
Garrison, and I were still in the Navy 
we decided to go into some sort of 
business together when we got out 
We first decided on a glorified laun 
derette somewhere in the area just J 
yith of San Francisco, and on our . | [eid 
davs off looked around for a location ae uit ’ : F 
San Mateo ’ 4 i ; mA 


Selecting a location 


wanted was to be on the 
have our own parking 


wea and be near a shopping center. 





Che ult was we up and leased the 
first vacant building we saw that ap 
pealed to us on the basis of parking 
location near a rumored shopping cen 
ter and on the ee drag—almost too Starting with $68 week, firm now grosses weekly $1,400 in shirts, drycleaning, hats, pillows, 
much of a main drag, one of the reweaving, finished laundry. All but drycleaning and shirts are farmed out 
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‘the cant do at home| 


PILLOWS! 


SELL OLD CUSTOMERS: 
GET NEW CUSTOMERS: 


Renovating pillows has become big, 





profitable business everywhere... and it 
will pay you to investigate its wonderful 
possibilities. One of the few laundry 
services a housewife can’t perform at 
home, pillow renovating brings in 
additional business from 
regular customers... and gives 
you a splendid opportunity 
to acquire mew customers ! 


FIND OUT WHY 
THE HUEBSCH WAY 
IS THE 

ACCEPTED WAY 


The proper way to renovate 
pillows (the method used by America’s 
leading laundries) is to remove 
feathers and clean and revitalize them 

separately. This is best done ina 
Huebsch Feather Renovator, a machine 
scientifically designed for the purpose. 
It is a simple, easy-to-learn operation. 
Huebsch Feather Renovators come 
in two models. Both are low in 
original cost, and economical! to 
operate. Ask your nearest Huebsch 
jobber for full details on Huebsch 
Feather Renovators, or write directly to 
HUEBSCH MANUFACTURING COMPANY 
3775 N. Holton Street 
Milwaukee 1, Wisconsin 








Both Models can 
also be used as 
o regular drying 


tumbler. 


HUEBSCHitnovarons 


MADE BY THE WORLD'S LARGEST MANUFACTURER OF COMMERCIAL OPEN-END DRYING TUMBLERS 
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we merely avail ourselves of a good 
spotting manual for the tough spots 
and swing away at the cleaning busi 
ness. The final straw was the fact that 
having a drycleaning department was 


the only wav we could get financial 


bac king! 


Financing 

Our finances were limited. We bor 
rowed 93 percent of the original in 
vestment. Equipment was all on con 
tract. 
proceeding on plant income 


From this point on it meant 


How we got the business in 


We put up two small signs, sent 


out a neighborhood direct mailing, 
made every effort to present a neat 
and attractive 
opened the front door. It was rough. 
The first week business amounted to 
S68 and it was the hardest kind of 


work trving to get it out. 


appearance . . . and 


How we got the business out 


My partner and I were busy wash 
ing and ironing shirts, after I had 
taught him all I knew about a shirt 


Cleaning and laundry we 


operation 
got out within two hours in an effort 
to build up volume. As counter ac 
tivity increased we worked on. the 
shirt unit until midnight every night 
to keep up. 

After five months we were able to 
hire the first girl to ease the night 
work. At the end of eight months we 
hired the second girl, and at last had 
a shirt crew. Meantime, we had soon 
brought nm ia good drycleanet to 
handle the drycleaning end of the 
business and turn out good work, for 


a change 


About Open 


A third girl was hired at the end of 
11 months and the working force now 
totaled six people... with four of 
the six able in time of need to turn out 
shirts. At the end of nine months we 
borrowed an extra $600 and blew it all 
signs 


on advertising—neon window 


boosting our drycleaning and_ shirt 
service, and the fact all work was done 
on the premises. Part of it went for 
advertising, 


SIX weeks ot newspaper 


and some indoor office signs. Two 
weeks later business was up 25 per 
cent! 

Now we have a work force of eight, 
including ourselves. This means six out 
of the entire plant. staff can finish 
shirts. 

It would have been easier had this 
setup been the offspring of an existing 
laundry or cleaning plant with a repu- 
tation already established. It could 
have been promoted quickly by fitting 
into the parent plant’s advertising pro 
gram. Also, the parent plant could 
have helped out on production in case 
of equipment breakdown or other 
emergency. In addition, such a setup 
would permit the package plant. to 
offer a greater range of services, such 
as blankets, hats, household, and a de- 
pendable finished family bundle. 


What we have accomplished 


1. We now geta day a week off, be 
sides Sunday. 

2. We fortunately have room to ex 
pand on the premises 

3. Over half ow 
paid. 

1. We are located in a spot where 
a new de luxe hotel costing $2,000,000 
is being erected within 100 feet of the 


indebtedness is 


plant on the same side of the street. 


After graduating from De 
Pauw University in 1943, Bob 
Glass went into the Navy for 
three years. In 1946 he entered 
the Harvard Graduate School of 
Business Administration and in 
1947 went to work for a well 
known laundry in Indianapolis 
There he had the opportunity to 
operate what he believes to be 
the first package laundry unit 
utilizing 25-pound open-end 
washers and processing full 
finished family bundles. In 1951 
Bob was recalled to Navy duty 
for the Korean emergency. In 
1952 he and his partner, Boyd 
Garrison, opened G & G Laun 
dry and Dry Cleaning Company 
in San Mateo, which has become 
a successful operation. 


Two new supermarkets are being 
erected nearby, as well as a Cadillac 
agency, and a big shopping center to 
attract potential customers. 

5. Last, but important, the 


income has 


most 
spendable greatly in 


creased. 


House and Other Things 


By RICHARD BENNETT 


Del Monte Laundry, Pebble Beach, California 


OUR FIRST OPEN HOUSE was held 
to celebrate the opening of our dry- 
cleaning service at the Del Monte 
Laundry in June of 1955. With gross 


laundry sales running $300,000 per 
year, our drycleaning volume by De- 


cember 1955 had hit 17 percent of our 
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total volume. It was accomplished 
through the open house and by adver- 
tising. 

In preparing for the open-house 
affair, it was first necessary to clean up 
the entire plant and then arouse the 
enthusiasm of the plant personnel to 


a point where they could contribute 
a great deal in the matter of word-of- 

mouth advertising among friends. 
Next we arranged a cocktail party 
at the local country club for the mayor 
of the town and all the other local 
(Continued on page 18) 
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25e to 50e more protit 
for vou! 


It is no problem at all for you to charge your customers 
25c to 50c more on each cleaned garment that is de- 
livered to them in a genuine Moth Seal Storage Bag! 
This helps you hold your customers ... brings you the 
repeat business and additional cleaning business that 


is vital to your growth and success. Only a mon-reusable 


Moth Seal Storage Bag... made of heavy paper and 
thrown away after it is opened ... positively guarantees 


that your customers will bring their garments back to 


you for cleaning after they have been put into use. 


Lincoln Bag Company, Inc. 


titel ee Alb ae wutlilite 
4200 WEST SCHUBERT AVENUE 








ts Company 
- CHICAGO 39, ILLINOIS 








SPERIT 


ss, more than ever... 


PROSPERITY QUALITY EQUIPMENT, KNOW-HOW AND 
GUIDANCE TAKES POSITION IN THE FOREGROUND 


THE MaciINTOSH SURVEY* GAVE YOU THE DIAGNOSIS 


The MaciINTOSH SURVEY and findings of the BUREAU of LAUNDRY and DRY- 
CLEANING STANDARDS make it apparent... yes imperative that the industry 
must offer: 

Higher quality washing 

Finer finishing of sport and dress shirts 

Improved and square-finished flatwork 

Special attention to wearing apparel finishing 

Neat folding and packaging 

Fast service and no shorts or mix-ups 


Qa : 
SE PROSPERITY GIVES YOU THE REMEDY 


PROSPERITY 25-POUND INDIVIDUAL PRODUCTION WASHERS 








~ QUALITY WASHING THAT SATISFIES HOUSEWIVES’ PERSONAL PRIDE 


Reasons Why You Can Wash Getter and More Economically: 


@ You can get top efficiency, greater economy and continuous production in washing 
family and bachelor work. There's no waiting for large washer pay loads. You get 
immediate service in the proper washing of all-type loads that favors a steady, moving 
production flow. 

@ And two-speed washing . .. a fast, short cycle for light soil, special formulas for heavy 
soil, fugitives, etc. No-shrink, no-damage washing for woolens and delicate fabrics. 

@ You can set up fast-handling 25-pound battery washing to meet your needs: fully- 
automatic, semi-automatic, and manual machines for either high-speed, low-speed or 
combination washers. 





*“1IF YOU DO NOT HAVE THE FACTS ON THE MaciINTOSH SURVEY 




















RB PROSPERITY CABINET SHIRT FINISHING UNIT 













* A MAN CAN BOAST THAT YOUR bo 
SHIRT FINISHING IS THE FINEST | 


Why Not Share Prosperity's Prestige 
ta Shirt Pincshing? 

Moulded-to-shape, fully-dried collar. Form-pressed yoke that blends with 
the body. Flat, wrinkle-free buttonhole strip and plackets. Bosom finish 
on sleeves and smooth cuffs. Overlapping, lustrous body and back... 
and precision machine folding. 
Quality shirts from the beginning and up to 100 shirts per hour. 
Wire or write for literature on the Prosperity Cabinet Shirt Unit and the 
Prosperity Complete Shirt Department. 








— Wena eee A ANY HOUSEWIFE CAN TELL ANOTHER THAT 
. ' YOUR FLATWORK FINISHING IS “PERFECT”’ 
in — Sguare- 43-4-Die Finishing. Mle Shiny Hema, 
= Ho Crow's-Feet, le Dog Eare, 


aud To Troner Ribbon Marke 
SS Produce a beautiful, lustrous finish on fancy table cloths, napkins, 


a 
a we os 
r= 2 guest towels and all special linens. No draw, stretch or pull on 
fabrics. 
‘ 











Most economical to operate in intermittent or continuous service. No adjustments to 
make and no ribbons to maintain. Light finger-tip operation. Two operators can press- 
finish all types of flatwork with maximum efficiency ...a beautiful flatwork service 
that will make any housewife happy. 


4 PROSPERITY All-Purpose WEARING APPAREL UNIT 
P< 





WEARING APPAREL FINISHING THAT 
CAN BRING A HAPPY SIGH OF RELIEF 
TO ANY HOUSEWIFE 


One operator at one station finishes every piece of wearing ap- 
parel, regardless of the type of material or the styling of the piece. 
Finishing costs in ironing wearing apparel have been cut 50%, 
and more, in many laundries using this unit. 

Adapted to silks, wools, synthetics and mixtures. The most efficient, 
quality-finishing wearing apparel unit ever devised. Most adapt- 
able styling in bucks... dry heat, steam and vacuum, puffer irons, 
sleeve board, spray gun and electric iron. 








FAST SERVICE WITH ON-TIME, FULL-COUNT BUNDLES 
THAT BUILDS PROFITABLE, INCREASING BUSINESS 


Prosperity has the equipment, experience and follow-through 
personnel to set you up in actual operation. 

Wire or write for data on Prosperity Quick- 
Service Laundries and your free copy of 
“The Basic Fundamentals of Prosperity 
Feeder and Package Plant Operations.” 
It's the most modern application of ma- 
chines and methods for fast service and 
profit. 





AUTOMATIC PRECISION PEDOUCTION TOOLS for LAUNDRIES. 
SYNTHETIC CLEANING PL TS end GARMENT SS g .E 
” es “ec. 
Part: 


Main Office and Factory. Syracuse 1, N.Y. Sales, Service and 


WRITE THE PROSPERITY COMPANY, INC., FOR “MURDER WILL OUT’ 


wn Principal Citm 





acINTOSH SURVEY 


aes 
ao 2 Ps 4 
oy Cam x 


> 





Glass encloses entire front except small office. Full-time gardener maintains 7-acre grounds, part of Del Monte Properties which include Pebble 


Beach Golf Course and other recreation areas 
runs full length of plant 


( ‘ontinue d 


page 14 
$300. 


from 


dignitaries at a cost of which 
was well spent in the publicity we re 
ceived, Following this a full-page ad 
in the local paper was taken, showing 
a picture of our plant in full color 
Che copy merely announced the open 
house and offered ho inducements Ih 


the form of gifts or prizes 


Open-house day 


12 OO noon to 


and 


During the hours of 
1:00 
the cooperating allied tradesmen wer« 
club for 
p.m. the 


p.m. the plant employees 


our guests at the country 
steaks 5:00 to 9:00 
plant was opened to the public with 


From 


everything in operation, Every plant 


employee wore an identifying name 


tag. The lady employees were so ep 


thusiastic over the event they all had 


fresh hair-dos and wore their best 
clothes. Each department was identi- 
fied by signs, but no effort was made 


to conduct tours since it was apparent 


the visitors preferred watching each 





The 200-foot-long building is set back over 


] 
and 


( oftec 


all evening. 


operation at their leisure 
cookies were available 


The allied 


were invaluable in explaining the dif 


trades representatives 
ferent functions of the operation. On 
the big lawn outside were large cut 
outs of our cartoon-type “Seal” which 
was to be featured in our advertising 
the 
500 people in 


program through 
Ove I 


tended the open house, a 


newspapet 
the area at 
satistactory 
number since our plant is pl ictically 


out in the country. 


Results 


At least 30 accounts averaging $15 


per week a direct result of the 


$330 


were 
open house. Including the cost 
ot the full page color newspapel an 
ind the 


plovees and town dignitaries the ex 


nounce nent dinners for em 
pense amounted to $1,300, The open 
intend to 
to the 


fashion 


house Was SO successful we 


make it a yearly event, even 


extent of featuring a real live 


she yw. 


100 feet from street 


driveway enters from side street 





The interest of the visitors was sur 
the 
pressed by the manner in which the 
Hlatwork folded 


most launderers take most for granted 


prising ladies were even Im 


girls sheets Things 


were of utmost interest to the crowd 
Anvone can get the same results with 


such an affair 


“...And other things...” 


has artistic ability 


My wite 


aided greatly 


who 
in our drycleaning ad 


vertising campaign by drawing a seal 


in various poses and in various dress 
little 
featuring different names for the seal 


complete with homey captions 


In one newspaper cut the seal features 


a top hat and is named “Cass.” The 


caption reads, “Cass has class since 
he has his clothes cleaned at Del 
Monte Laundry.” And so on with all 
sorts of little tie-ins as to why Del 


Monte 


ference 


drve leaning makes such a dif 


During the first four months of dry 


cleaning operation 1.1 percent of sales 





Rear view of unlaundrylike plant; truck loading area at left. Laundry serves resort area with volume equally divided between upper. and mid- 
dle-income groups; base price is $1.85 


1S 
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Clother 


LOOK CLEAN 





FEEL CLEAN 





SMELL CLEAN 





ARE CLEAN! 





Yes, when you pull a load of Ozonite-washed clothes from your 
washers, they’re clean! For this scientifically built soap 
assures exceptionally thorough dirt removal, excellent whiteness 


maintenance, and safety to fabric strength. 


Ozonite gives you real quality control—quality control that 
means pleased customers week after week, month after month. And washing 


economy that will please you. Try Ozonite for a month and see. 


COPZAUIN Heli 


Quality Control at its Best ! 


PROCTER & GAMBLE, BULK SOAP SALES DEPARTMENT, CINCINNATI, OHIO 
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Was spent in newspaper advertising 
and a little television. For the last 
eight months of the program 2.5 per- 
cent of sales was spent in newspaper, 
12 radio spots and a little television. 


Accomplishments 


In four months drycleaning 
amounted to 4.3 percent of laundry 
and cleaning total sales. During the 
second four months it amounted to 
9.7 percent of total sales. In the third 
four-months period it amounted to 
13.1 percent of total plant sales. (De 
cember sales of drvcleaning amounted 
to 17 percent of total plant. sales.) 
The call office showed 20 percent in 


laundry 


Conclusions 


Although television is good, it is 
inferior to continuous advertising 
through the radio and newspapers. 

We found that the “Yellow Pages” 
of the telephone book get the best 
results in this resort town, with ads 
changed each vear. 

Trucks, our second-best source of 
new business, will be more attractively 
maintained and the routemen_ will 


have uniforms. 


Among other promotion ideas we 
tried were give-away books 
with the plant picture on the front 
cover. A bonus idea for first-time dry- 
cleaning customers worked well. We 


match 


gave out coupons good for 50 cents oft 
on the first $1.50 drycleaning order. 
Out of 2,000 coupons issued, 273 were 
returned. 

We _ package all 
plastic bags. We can afford the cost 
since our suit price is $1.85. We plan 
to follow up the plastic-bag idea with 
a card showing 101 wavs to use them. 
For example, they're fine for hunters 
to transport deer and other game with 
out getting blood on the car: with 


armholes cut out, the bags make 


drvcleaning in 


dandy emergency raincoats the, 


make good covers fot 


waterproot 
perishabli items around the home 
windows for home hothouses, et« 
We found the local 
agency guilty of somewhat stuffy copy 
but the “Seal of Quality” has possibili 


advertising 


ties that the agency can handle during 
the coming year with a professional 
touch and a master plan for better co 
ordinating the use of bundle inserts 
campaigns, contests, etc. 

What we did in the way of adver 
tising brought home the bacon for us 


ind you can do it, too 





- 4 
ML? 
A native Californian, Dick 
Bennett is a graduate of the 
University of California and the 
Harvard) Graduate School of 
Business Administration His 
initial laundry training was with 
the Army Quartermaster Corps 
at Fort Lee, Virginia. during the 
war, He late) SUPECTULSE d laun 
dry and drycleaning units in 
During the Korean 
emergency he was recalled to 





Europe 


active military duty. Before join 
ing Del Monte Properties Dick 
had worked in’ three 


laundri¢ y 


cit ilian 


Progressing With Cash-and-Carry 


By ALLEN W. CORFEE 


Corfees Laundry & Dry Cleaners, Sacramento, California 


TODAY \\ E READ all kinds ot slo 
gans concerning credit: “Buy now, 
pay later’ . . . “No down payment” 

. “Pav no cash for 6 months with 
10 years to pay.” In some cases there 
are businessmen extending credit who 
then turn right around to borrow to 
meet their own ¢ xpenses, 

You have probably heard the Say 
ing, “He doesn’t own the shirt on his 
back.” Well, we don’t care—for these 
reasons 

1. We know the shirt will get dirty. 

2. It will have to be washed. 

3. If we wash it, we are going to 
get paid for it. 

To give you an example, Sacra 
mento is expanding at the rate of 50 
per day. We decided to grow with it. 
One vea 


ago we had only our main 


20 


plant. Today we have the main plant, 
a branch and a branch plant. 

After getting some valuable experi 
ence from our first branch, we opened 


our second branch, the larger of the 


two, about four months ago. It is in 
one of the newest suburban areas. in 
a shopping center. We got 2.400 ad- 
dresses from the telephone address 
book and sent out a formal announce- 
ment. We put small ads in two of om 
newspapers. The second month we 
sent a reminder card to the same ad 


dresses. We had 300 customers the 


first week, 500 the first month and 
after four months we have 1,100 a 
tive customers. 

I would like to give vou a little bit 
of our psychology in regard to ow 


business. There are three of us in ow 


business and fortunately we are all 
Corfees. We have found that personal 
contact with our customers is a must. 
Whenever one of us has ally chance 
whatever to make SOTreE sort of pel 
sonal contact, he does so with much 
joy. If the customer is aware she is 
speaking with one of the owners, shi 
feels a sense of confidence. If she has 
any technical question or something 
that one of the counter girls cannot 
handle, usually there is one of us close 
by that the counter girl can call. 

We have tried to establish the point 
with all our counter girls that the cus 
tomer is alwavs right. Never argue 
with a customer, 

Above everything else, if the cus 
tomer wants a certain item done a 


spec ial way we trv to get it done that 
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| Here's How You Can Meet 


Those Increased Labor Costs- 





Pocock’s Corner 


The costliest of 
all your laundry 
machines is your 
ironer. Costly to 
buy, costly to op- 
erate. Without 
including gener- 
al overhead 
items, we must 
figure on an op- 
erating ironer 
cost of $10.00 to $16.00 per hour. 
This includes direct wages of an 
average of 8 girls to a machine, 
together with indirect wage 
costs of insurance, old age pen- 
sions, unemployment insurance 
and other fringe benefits. To 
wage costs add the cost of steam, 
power, supervision, maintenance 
and depreciation. Because of the 
high necessary cost of ironer op- 
eration, it's especially important 
to make a fine-tooth comb sur- 
vey to find the profit leakage 
due to unnecessary costs. Take 
steam pressure, for instance. Are 
you getting the correct amount, 
to the correct pressure, at the 
ironer? Too often there’s a vast 
spread between pressure at the 
boiler and at the ironer. If an 
accurate steam gauge af your 
ironer shows the pressure is 
down, then check your pipe 
lines. A common loss of pressure 
at the ironer is due to having 
tapped the pipe line for steam 
to other pieces of equipment. 
Your ironer deserves an exclu- 
sive pipeline—kept free of cor- 
rosion and sediment. Check your 
return system for similar sources 
of trouble. Of course, I’m inter- 
ested in selling you. sheet 
spreaders. Eliminating waste in 
ironer operation might save you 
enough in a short time to pay 


for a SAGER SPREADER. 
M. A. Pocock 














February 15, 1956 


If yours is a laundry handling 1,200 or more sheets and spreads per 
day, youll be interested in this plan by which you can cut labor costs 
cut labor turnover, simplify a hard hand labor job and provide a smooth 
continuous flow of work to the ironers so that production is greatly 
speeded up. 

Its the world-known SAGER SPREADER that accomplishes this 
miracle of increased production and profits. SAGER SPREADERS are 
doing it in laundries all over the world. In every laundry that uses the 
famous SAGER “B” SPREADER, one operator easily performs the work 
formerly done by two or more hand shakers, in many laundries, of three 

or more, 
z “7 The SAGER helps solve your 

@ labor turnover because SAGER 
operators like their work they 





stay on the job. The reason is that 
SAGER SPREADERS make what 
was a tough hand labor iob an easy 
job. 

No, SAGER SPREADERS. are 
not beyond your means. If yours 
is a production laundry, you will 
quickly see that you cannot afford 
to be without a SAGER. There is 
nothing that will take its place in 


View of Sager ''B’’ Spreader. Handles 


1200 to 3000 sheets and spreads per day 


speeding up ironer production. It will quickly pay for itself in saving of 
labor and faster ironer production. 

With the SAGER “B” your ironer can handle up to 3,000 sheets and 
spreads per day. Above that capacity you probably need a SAGER “A” 
which handles up to 6,000 sheets per day. The SAGER “B” comes com- 
plete with 3 racks, each rack hold- 
ing up to 70 to SO sheets. It is mo- 
bile and presents no_ installation 
problem. Just move it to location 
plug in the % H.P. motor and start 
making substantial payroll savings 
and getting higher production 

Write today for full information 


about the spreader which suits your 





needs, and get the names of laundries over the world which have reduced 


their ironing costs from 40°; to 60°) by the use of these machines 


| 

| M. A. Pocock 

| 1236 Central Ave., N. E. 
Minneapolis, Minnesota 
| 

| Please send us full facts about your labor-saving Sager Spreaders 
| 

| Firm 

| Street 

| City 

| 

| State 





Second action branch was doing $700 a week after four months in new shopping center. Staff consists of one counter girl, two finishers for 
drycleaning, which is processed at parent plant. Prices are $1.35 at branch, $1.40 at plant; 30 cents for shirts. First branch, an experimental 


call office, reached $400 weekly first year, 


particular way. If it costs more to 
process it that way, we transfer that 


charge to her 


What do our customers want? 


We have made three classifications 
1. Service—35 percent 
Quality—35 percent 
3. Office girl personality—30_ per- 
cent 
These figures are our own and_ are 
what we base our whole customer re 
lations on. 

Service and quality cover 70 per 
cent of our whole operation, We give 
one-, two- and_ three-day service, 
charging 15 percent extra for one -day 
service. Our customers do not mind 
this extra charge. Most of them are 
completely satisfied with the three- 
day service 

Our lot system is so set up that 
there are very few times that we don’t 
get the work out on the promised day. 
At our 
same service that we give 


branches we give the exact 
it the main 
plant. 

I can safely say that we have a serv 
ice that fits every need. Our biggest, 
of course, is the finished bundle; but 
we have a dry wash at 15 cents pet 
pound; fluff-and-fold at 10 cents pet 
pound; special hand-iron service; cur- 


tains painters’ overalls, etc 


Quality the first thought 


I read an article the other day titled, 
The Power Laundry Is a Sick Busi- 
ness This I don't believe and I never 
will, and I don’t think that any of you 
believe it. If our business is sick— 
whv? In talking to one of the oldest 
and most respected men in our field 
I placed this question before him. His 
reply Was speed 

We stress quality first 
ond We have 


speed SCC 


quite a few quality 


employs one girl full-time, one part-time mornings 


control points around our plant. We 
have set them up SO that each em 
ployee is responsible for the quality 
in her operation. I want you to re 
that quality 


percent of our background. 


member constitutes 35 


Counter girls 


The counter girl is the ambassador 
from the company to the customer. 
And believe me, in our cash-and-carry 
business they well deserve the 30 per 
cent that we have set up for them. 
Hiring the counter girl should be the 
owner's job—and his alone She nie ets 
cries, plays, sings and talks with the 
customer. Neglecting her 
like biting the hand that feeds you. 


would be 


Customer control 


In a 12-by-16-foot office, we do 
$900 over the 
on a Saturday morning at our main 
plant We have an 80-by-S0-foot park 


ing lot: this will give 15 cars room to 


counter in five hours 


get in and out easily. We can operate 


in this small office because of our cus 
ittribute 


] 
cash-and 


tomer-control file svstem, | 
the whol 


carry business to this svstem. Here 


success of oul 


what it accomplishes 
We are able to « ompl te 


a transaction of receiving bundle and 


l Service 


selling bundle in 63 seconds. This is 
without any unnecessary conversation 

2. Advertisement. Each month an 
Inspection 1s made of the cards to as 
certain whether the customer is active 
or inactive. If she is inactive, a regular 
form card with an attached business 
reply card is sent to find out why she 
We have 


had a 20 percent response with these 


has discontinued our service 


At one of our branches we experi 


mented with handwritten cards of 
this tvpe. One hundred were sent out 
and 35 replied; 32 brought work in 

3. Settling claims. A claim girl takes 
one glance at the customer's card and 
can tell whether this customer is good 
bad or average. She can tell exacth 
when the customer brought a bundle 
in and whether this customer has 


Continued on page 26 


Swinging file holders for customer-control cards are shown by Allen W. Corfee. With this 
system, Saturday business of $900 can be handled in five hours 


STARCHROOM LAUNDRY JOURNAL 





° Starche 


Yes, customer approval comes 
quickly when uniforms are starched 
with Clinton’s special laundry 
starches. Those who wear them 
will appreciate their crisp 

freshness . . . their flexible finish . . . their pleasing 


appearance, time after time. 





And, you will approve of Clinton’s quick boiling... 
fast penetrating action... and easier ironing, job 


after job. 


No wonder so many laundries make it a uniform 
practice to use Clinton starches for every type of 
uniform and apron. Doctors, dentists, nurses, 
beauticians and industrial workers (like meat packers 
and bakers) — all approve when their uniforms are 


starched the Clinton way. 


. technical service in connec- 
+ tion with your specific prob- 
> lems is available upon request. 


CLINTON FOODS INC, 
Corn Processing Division 
CLINTON,IOWA 
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xactly the degree of Automation 
your laundry is ready for 


American Washer Contro/s...each one 


priced to pay for itself in only a few months 





Cascade Full-Automatic controls entire 
wash cycle automatically, including measured supply 


injection and maintenance of bath temperatures. 
Eliminates 59 of the 62 separate washman operations 
usually required. All washman does is insert formula 
disc, fill supply bins, push starter button! The ultimate 
in washer automation! Write for Catalog AB-134-322. 


From full-automatic to a simple timer, American’s com- 
plete line of washer controls gives you just as much 
automation as will easily and profitably fit into your 
Jaun dry operation. Study the different types shown here. 
One of them can be a tremendous help in solving your 


cost and production problems. 


American washer controls regulate timing, sequence, 
water levels, temperatures, introduction of supplies and 
outlet valve operation — all or only part of your washing 
formula according to your needs, Their accurate timing 
and measuring save labor, supplies, water and steam, 
while improving quality and increasing the number of 
washer loads per day. Like having an expert washman 


stationed at each machine! 


These controls can be installed on washers of virtually 
any type or make. Each one is priced to pay for itself in 
only a few months. Your American representative will 
help you select the automatic washer control that is best 


for you. Meanwhile, write for the Catalog number listed 


under each control. 


THE AMERICAN LAUNDRY MACHINERY COMPANY «+ CINCINNATI 12, OHIO 
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* AMERICAN 


Selectro controls all operations 
except adding supplies and regulating 
bath temperature. Saves water and 
steam, increases Output, assures unl- 
form high quality. Eliminates 41 of 
the 62 manual operations usually re- 
quired. Write for Catalog AB-135-202. 








You can expect more from 


Rinsomatic. !deal for individual 
family bundles in professional laun- 
dries and for washing small loads. 
Controls complete washing cycle of 
3 suds, 3 rinses. First two rinses are 
automatic, without atten- 
tion. Signals for supplies. Write for 
Catalog AB-331-312. 


operator 





° 


imerican 


Lod "Zeit- Vast tilemm Ofelalige) 
performs with precision, leaves 
nothing to the alertness or 
dependability of washman. Con- 
trols, in proper sequence, the 


entire washing and rinsing 
cycles, regulates bath tempera- 
tures, signals washman to intro- 
duce supplies—eliminates 47 
fo} Mim dln oA aay -Talel-1 Mme) ol-1e-hdlelal) 
normally required. Write for 
Catalog AB-135-402. 


Type W. A basic timing control 
especially designed for washers han- 
dling ‘‘fugitives’’ and other classifica- 
tions using short or constantly chang- 
ing washing formulas. Automatically 
opens and closes outlet valve, times 
baths, signals operator at end of bath. 
Write for Catalog AB-136-422. 










¥ 


<< —E——E————————————————— 











(Continued from page 22) 


picked it up. In short, she can classify 
her claim. 

4. Protection against giving Mr. 
Smith the wrong Mr. Smith’s bundle. 
5. Last, but not least, customer con 
trol. We know that we have 4,800 
active customers. Our ambassadors 
can ask for drycleaning when the 
customer is bringing laundry only o1 
vice versa. 

I would like to take a laundry tag 
through our operation to illustrate the 


ease with which this system can be 


kept. We estimate that each girl 
spends one hour a day posting this 
file. The tag is sent to the marking 
room with the bundle; the marker then 
lists it and sends the tag to the office 
with the complete lot of tags. The 
girls price, journal and post it. By 
posting, I mean they enter on the 
cards: the date brought in, the price 
and the lot number. When the finished 
bundle comes up, one girl stands at 
the file to enter the bin number and 
another places the bundle in the bins, 
giving the location. Please note that 


when the final date is posted on the 
card, the transaction is complete. 

If we are to progress with cash-and 
carry, we must establish the following 
factors in order to constantly attract 
cash-paying customers: 

l. Excellent ambassadors—the_ of- 
fice girls. 


2. Customer-control 


system — oul 
customer-control file system. 

3. Quality-control points in your 
plant. 

f. Prompt and courteous service— 


bundles ready on promised date. 


Building Route Sales With 
Direct Selling Methods 


By JACK BARITEAU 


Consolidated Launderers and Cleaners, San Jose 


DOOR-TO-DOOR SELLING by a 
full-time salesman, in a fast-growing 
community such as San Jose, has 
shown wonderful results. San Jose has 


three medium-sized laundries and a 


dozen small ones serving the trade 
irea of some 300,000 residents. Two 
large drycleaning firms and 25 or 30 


small cleaning plants are dependent 
On call-office trade and, with no organ 
ized routes, all depend on independent 
drivers to bring work to them, During 
and right after the war both cleaners 
and launderers had completely forgot 
ten the art of selling their products. 
When my brother Eli and I talked 
of buying our father’s plant in May 
of 1952, it was a small business with 
out a drycleaning department, doing 
$2,850 weekly in laundry alone, in 
week dry 
cleaning being farmed out. Of the 
laundry volume $1,000 was flatwork 
and the call office 
S600 per week 


In 1953 when I returned from Army 


cluding about $250 per 


Was doing about 


service, mv brother and I took over 
the plant and decided it would have 
to be considerably expanded in order 
to support both of us. Our first step 
was to put in a small drycleaning de- 
lacked ade 
quate capital for the changes we 
would have liked to make 


partment, although we 
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For a sales program we borrowed 
ideas trom friends in another city. 
First we set our cleaning prices mid 
way between the highest and lowest 


prices in our community (suits 79 
cents to $1.65 and established a 
regular three-day delivery — service 


based on the maintenance of a con 
sistently high average quality. Finally 
taking an idea from the linen supply 
industry, we hired a full-time outside 
salesman to solicit door-to-door in the 
growth areas of our city which were 
three to six miles from the center 


Door-to-door technique 


Our solicitor asked for “The Privi 
lege of Allowing Our Routeman To 
Stop By Each Week.” In order to 
drvcleaning 


stress) our service, he 


mentioned we were also launderers. 
When the privilege to stop had been 
granted, the name and address were 
entered on what we call a temporary 
control card, which would allow ow 
driver to keep a record of work re 
ceived from that customer during the 
next eight weeks. After eight weeks of 
the once-each-week calls the tempo- 
rary card is turned in to the sales man- 
ager for determining whether or not 
to place the name on one of the regu 


lar control cards as a customer. 








» California 


The response to the efforts of the 
door-to-door salesman was such that 
in certain areas it Was possible to ob 
tain 30 to 40 new customers in a 
single day. Many people were just 
waiting for someone to call. We did 
find in many instances that the drivet 
had to sell himself as well as_ the 
services, after the original call by the 
solicitor. Average retention of these 
customers has been close to 50 per 
cent. 

It is apparent that the usual trend 
toward cash-and-carry may be_ re 
versed in our area where the popula 
tion is growing at the rate of ove 
50,000 per year. This may be becauss 
there are so many one-car families 
and the wives are left stranded when 
the husband takes the car to get to 
work. It is several miles to town from 


the fastest-growing areas. 


Results of solicitation 


Even though the “full-time” solicitor 
worked only about half the time on 
getting new business (the rest of the 
time he filled in for routemen on vaca 
tion), the laundry volume by Decem 
ber of 1953 had increased $200 per 
week over that of 1952, in spite of the 
fact that $600 in unprofitable com- 

(Continued on page 31) 
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what you want... 


bleaches 


Ask laundry operators and institution management 
what their favorite bleach is...chances are they'll 


tell you it’s an HTH product. 


For stock bleach solutions, there is nothing 
that matches HTH Granular. 

Here is a stable, uniform bleach containing 
70% available chlorine that has been 

used successfully by laundries and 
institutions for over 25 years. 

If it’s a pre-proportioned bleach that’s 
desired, HTH Soda Bleach Mix is 

first choice. The bleach and soda ash are 
already together in the right mix. 

All you do is add it to water to get a 
stable 1% sodium hypochlorite solution! 
As a result, you need little or no 
washroom supervision. 


Or, for a product that can be added dry 
directly to the washer, there’s Ad-Dri". . 
the bleach that can be used right from 

the drum easily and conveniently ... thus 
doing away with time-consuming, 
troublesome bleach solution preparation. 
And for simple, accurate measuring, 

each drum contains Mathieson’s exclusive 
Dri-ader measuring cup. 


There they are... three HTH products 
and any of them can be relied upon to do 
the bleach job that best suits your 
operation. All three do a job effectively 
all three give maximum whiteness 
retention with minimum tensile strength 
loss. For details about these HTH 
bleaches, just mail the coupon. 


February 15, 1956 


| MATHIESON 


r — oe oe oe eee eee eee ce 


7 “a OLIN MATHIESON CHEMICAL CORPORATION 





Industrial Chemicals Division 
Baltimore 3, Maryland 


Please send information on all three HTH bleaches j 
and the name of my nearest supplier i 
§ 
NAME j 
COMPANY - i 
ADDRESS i 
i 
| 
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ai 











when there is news in nets 
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WHITEHOUSE wit! make it! 


| 
| 


which of these |nets can save you money ? 


' 
; 


Yes, since 1947, the big news in as has come from Whitehouse 
OU... lowering your costs, 


} 


.news that can benefit 
increasing your profits. 





first 


there was BLUE STREAK. This woven 
nylon product soon became “‘the 
standard of the industry.” Today in 
thousands of laundries BLUE STREAK 
nets make possible increasing wash- A \ 
wheel payloads, lower costs for TL: ; 
: : came ROK-RIB. This extra 
power, labor, and supplies. 
tough, strong-weave net set 
new records for long life 


/ 
a 4 under heavy duty conditions. 


i 





plus ~ 
Y 
— Whitehouse DIAMOND KNIT 
NETs, “the jewel of the knit 
nets,’ for those who preter 
this type of net construction. 
And ask your jobber tor 
more information about all 
Whitehouse products. And 
remember, ‘‘when there's 
news in nets, Whitehouse will 
make it!” 


@ Continued Leadership through Constant Research 


WHITEHOUSE NYLON PRODUCTS 
360 Furman Street Brooklyn 1, N. Y. 
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Hae Far, 


BRAUN UNIT WASH 





WASHER EXTRACTOR 


HERE’S SPACE SAVING AUTOMATION SAVE ON INSTALLATION... 
at its best! save on supplies! 
Braun Unit Wash brings modern automation, three 
specific profit opportunities to the washroom: 
1. A complete washing-extracting and shakeout cycle 


in only 45 minutes . . . with one worker replacing age 
50%, SUPPLIES — 33% 


Costing less to purchase and less to install, four 
Buffalo, N. Y. laundries report the following aver- 
savings in water and supplies: WATER 


three under old methods. 

2. The most compact unit ever developed, Unit Wash 
occupies less productive floor space, size for size, 
than any other make. FOUR PRACTICAL SIZES... 

3. Capable of carrying up to 10% overloads, plant and the degree of automation you want 
owners report Unit Wash turns out better quality 
work, in bigger volume more consistently than 
ever experienced before. 


Rugged Unit Wash, with its exclusive reversing 
“washboard squeeze” action is available in 35-40 Ib., 
50-55 Ib., 100 lb. and 200 Ib. capacities with indi- 


BETTER WASHROOM CONDITIONS 
vidual, semi-automatic or fully automatic controls 
across the board! Equally important, this fine precision machine is 
Braun Unit Wash takes the tedious backbreaking built and distributed by G. A. Braun, Inc., your 
effort out of loading, unloading. Owners report better assurance of integrity of service and quality of product. 


washroom morale, sharply reduced employee turn- 
over. A dry, clean Braun washroom practically elim- 
inates “down time” from sickness. 


————— a ee nnn For full details today on the Braun Unit Wash, ask for a representative to call. 


| 
|. A. Brow, loc. uw No obligation of course. Simply write: 
| Empire Bldg., Syracuse, N. Y. 


| Gentlemen: Please send me a free copy of your booklet on 
| how I can reduce overhead and increase my profit margin. 


| 
| NAME... | 


COMPANY ..........--.- edison canine diana sang-aeealcaanseinatet nets Sumi 

\/ 
| ADDRESS sree HG Ss) EMPIRE BLDG. 
eae wie ae | SYRACUSE 2, NEW YORK 


30 STARCHROOM LAUNDRY JOURNAL 





(Continued from page 26) 
mercial flatwork had been dropped. 
Drycleaning increased $900 per week. 

Our former full-time salesman guar- 
anteed us 50 first-order customers 
each week at a fixed-fee basis which 
amounted to a lot less than 2 percent 
of total volume. The door-to-door so 
liciting so far has actually produced 
2,500 new customers. The success of 
the door-to-door soliciting is shown by 
the fact that as of December 1955, 
our laundry family-bundle business 
amounted to $2,800 per week, in spite 
of the discarded $600 per week in un- 
profitable flatwork. In 
December 1955 our drycleaning vol 
ume hit $2,000 per week, and it’s all 
done in our own plant. 

Our program from December 1953 
to December 1955 was altered some 


commercial 


what by the necessity of enlarging our 
drycleaning production facilities. 
Hence lack of ready capital caused 
us to retrench just a little. 

Apparently the “meat” of the sales 
effort is in knocking on doors and 
letting the public know vou value their 


patronage. Let them know it is a 
privilege to serve them and that the 
size of the order is of no consequence 
We have often been told by the cus 
tomer that she had such a little to send 
most of the time she didn't think a 
laundry or cleaner would care to be 
bothered with it.) Since radio and 
newspaper rates are almost prohibitive 
in our area, where the metropolitan 
area stations and papers of San Fran 
cisco dominate, the present method 


of getting business costs far less 


Efforts can be pinpointed 


One of the nice things about the 
method is the fact that routemen for 
the most part, even though they may 
have the inclination to sell, just plain 
don't have time to solicit as they 
should. Another good thing is, unlike 
blanket advertising as in radio and 
newspapers, the door-to-door solicitor 
can pinpoint his efforts to a poor route 
and show amazing results. The same 
applies to complete coverage of any 
newly developed area 


After Jack Bariteau was grad 
uated from San Jose State Col 
lege in 1943 he went directly 
into the U. §S 
served as a small-boat officer 


Navy, where | 


When he was rele ased from ac 

tive duty in 1946 he entered 
Consolidated Launderers and 
Cleaners as a partner and man 
ager of the plant, a position li 
holds today. He is first’ vice 

president of the California Laun 
dry and Linen Supply Associa 
tion and is active in civl 


organizations 


How a Credit Union Will Help 


Stabilize an Employee Group 


National Laundry & Linen Supply Co.. 


CREDIT UNIONS may sound rather 
remote from the field of plant opera- 
tions, but they are very closely con- 
nected with such everyday plant oper- 
ation problems as employee morale, 
wages, production and quality. 

Credit unions are associations of 
people who, already united by some 
common bond, have organized under 
provincial, state or Federal law so that 
collectively and by cooperative en- 
deavor they may attain the following 
purposes: 


1. Teach and encourage thrift by 
providing a safe and convenient me- 
dium. 

2. Help members become better 
guided as to the proper handling of 
their own finances and constantly en- 
courage them to live within their 
means. 

3. Establish credit and lend money 
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By FERGUS BRIGGS, JR. 


to members for provident and produc 
tive purposes at a reasonable rate of 
interest. 


Credit unions, as we know them to 
day, were first conceived around the 
year 1848 in Germany. The first credit 
unions in America were organized 
among the French Canadians neat 
Quebec in 1900. The movement 
spread to the New England States 
New Hampshire and Massachusetts 
were the first states to have credit 
union laws. In 1934 the presently 
existing Federal Credit Union Law 
was passed. That same year CUNA, 
Credit Union National 


was organized and headquarters were 


Association, 


established at Madison, Wisconsin. 
Here are some figures on credit 
unions as of the 1954 year end. There 
are over 20,000 credit unions in the 
western hemisphere with over 9,000.- 


Pocatello, Idaho 


Members had 2lo bil 
lion dollars In SAVINGS. The 


QOO members 
averade 
account was $275, the average loan 
about $400. By conservative estimate 
credit union members saved ovel 
$120,000,000 that year in interest 

There is a vital need for consume! 
credit in our economy. Industry and 
commerce depend on it. Our govern 
ment uses credit in many ways. The 
average person needs credit for the 
same basic reasons: (1) to make long 
term investments, to meet emer! 
gencies. (3) to take advantage of 
opportunities. 

Today, we make much more use of 
credit than our grandparents did. Ou 
standard of living is higher. Work has 
become more specialized. More money 
changes hands at a greater speed— 
and credit makes all of this possible. 


We own many labor-saving devices 
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Fergus Briggs, IJr., hails from 
a long line of laundry people. He 
attended Idaho State College 
and the University of Washing 
ton, majoring in aeronautical en 
gineering, and served in the Air 
Force as a Norden bombsight 
repairman, After discharge from 
the service in 1945, Mr. Briggs 
became Su pe rintendent of the 
National Laundry and Linen 
Supply Company at Pocatello. 
In 1947 he attended the Ameri 
can Institute of Laundering’s 
School of Laundry Management 
and returned to Pocatello as 
vice-president and manager of 
the National plant. He is a past 
president of the Idaho Laun 
derers and Cleaners Association 


and it takes credit to buy most of 
them. Our health is better than ever 
before but we spe nd more money to 
keep it that way. 

Credit unions are good for the econ- 
omy. By increasing purchasing power, 
credit unions inject new life into the 
business stream. They enlarge the mar- 
ket for goods by providing low-cost 
loans. They encourage members to 
work and save for higher living stand- 
ards. They stabilize the economy by 
he Iping members meet emergencies 
without sacrificing daily family needs. 
Credit unions discourage inflationary 
spending and borrowing by making 
loans only for good purposes and by 
urging regular Savings. They encour- 
ige prompt payment of bills and buy- 
ing for cash. 

Credit unions and banks have a 
close working relationship — which 
benefits both of them and the public 
as well. Credit unions urge members 
to “put something aside each payday,” 
and welcome all deposits, however 
small. Most banks are glad to have 
credit unions handle small deposits 
since most small accounts represent 
a loss to the banks. By law, credit 
unions must deposit members’ savings 
(totaling over $2'% billion) in banks. 
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Credit-union accounts give banks large 
sums of working cash without the cost 
or trouble of handling numerous small 
accounts. In the small-loan field, credit 
unions fill a special need that most 
banks feel they cannot afford to meet. 

Credit unions are an asset to the 
community. They build better, more 
responsible citizens. Members, free 
from financial worries, take pride in 
themselves and their community. 
Credit unions make for happier, more 
stable home life. Social workers and 
welfare agencies will attest to this 
fact. 

That is the background. Can you 
see how this subject is of importance 
to you in your business? A company 
encouraged credit union can be one of 


a companys greatest assets. 


Credit unions make for better, more 
productive workers. 


Surveys by industrial psychologists 
have shown time and again that em- 
plovees who are worried about money 
are less efficient, more prone to sick- 
ness and accidents. Credit unions help 
employees solve money problems, in 
dependently and with self-respect, and 
relieve financial strain. A good credit 
union can re lieve management of re 
quests for pay advances, loans, credit 
references. The problem ot wage gal 


nishments also vanishes, and with it a 


major source of resentment among 

workers. 

Credit unions build morale. 
Emplovees are able to live better 


on their wages, thanks to the credit 
union. They become happier, more co 
operative workers. And they take 
pride in the fact that the credit union 
them, 
loans 


is their organization, run by 
through which they can get 
without having to depend on charity 
or favors from “the boss” or friends. 


Credit unions provide valuable train- 
ing for employees. 


As directors and committeemen, 
employees gain insight into business 
problems and experience that makes 
them more valuable to the company. 
Many a top-rated executive began his 
career with volunteer service in his 
company’s credit union 

My experience with the National 
Laundry Employees Credit Union is 
an illustration of a moderate success 
of a credit union in an average laun- 
dry plant. Our credit union was organ- 
ized less than three years ago, after a 
careful investigation by the manage- 
ment of our company. After making 
the first inquiry, we had no doubt as 
to the fact that help in many forms 
was readily available. After two or 
three meetings of all employees on the 


subject, 10 of the group took steps to 
apply for a Federal charter. 
The Federal charter was 
broad enough to include all family 
members of employees of our plant 


made 


and of two associated plants. An or- 
ganization meeting was held and offi 
cers were elected. Several officers and 
committeemen accepted their assign- 
ments reluctantly. 

\ lot of orientation and education 
was effected within a short time. Much 
to our surprise we found quite a few 
employees were already members of 
other credit unions. The husbands of 
several of our women were members 
credit 
unions. talking 
credit unions to relatives and friends. 
Much good was done toward accom 


of various old-established 


Employees — started 


plishing our goal in these indirect 
ways. Several new members immedi 
ately deposited substantial sums of 
cash savings. Within a short time the 
credit union was making excellent 
progress. 

Admittedly there were trials, mis 
GivINnGs, tough decisions and obstacles, 
but each case Was handled almost ex 
pertly by the officers with the help of 
printed material and directions and 
with counseling from officers of other 
credit unions or from the local chapter 
of the state league. 

In less than three vears our credit 
union has loaned over $75,000_ to 
members and $20,000 has been de 
posited by members in savings in theit 
individual accounts. Many employees 
who before could hardly hold out until 
payday now have substantial savings. 
Many credit-union officers have served 
and learned to like their office. The 
experience is invaluable. A lot of in 
sight was gained into many of man 
agement’s problems. The company has 
no proble ms as to pay advances, loans 
or wage garnishments. 

Many employees have been helped 
and are now happier and have a 
deeper sense of security because of 
their membership in our credit union. 
They are better citizens, better home 
makers and better employees 

The average laundry employee 
group has a definite need for help that 
a credit union can provide. To get the 
ball rolling is not easy. There are many 
important decisions for the untrained 
officers and committeemen to make. 
There is, however, a great deal of help 
available for the asking. Help from 
other credit unions, from local, state 
and national associations and even ap 
propriate state or Federal government 
agencies is yours for the asking. They 
are anxious and able to give assistance. 

It worked for us in our business and 
it will work for you—‘“a credit union 
will help stabilize your employee 


group.” 
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You can expect more from... 











Look for more major 
advancements from American 


Ilelping you get work out faster and finer is the everyday job of Engineering. New methods, improved 
designs, practical solutions to your problems all take shape here—and will be a part of the machin- 
ery American offers you in years to come. 
With this continuing program of product development, American has sparked the industry with 

significant advancements over the years: 

The metal cylinder laundry washer 

The turret-type shirt bosom press 

The automatic unloading washer 

The synthetic solvent dry cleaning unit 

Full-automatic and semi-automatic washer controls 

Automatic rug cleansing machine 

Flatwork folders for large and small pieces 

The two-bath, two-filter charged soap dry cleaning unit 

The continuous mechanized flatwork ironing unit 
In recent months, the space-saving Cascadex washer-extractor for laundries. And, dozens of other 
important developments throughout the history of the laundry, dry cleaning and rug cleaning indus- 
tries. You can expect more from American, not only in major advancements, but in service, in 
planning, in expert help with your production problems. Through your nearby American Man from 
the Factory, you have direct access to the most complete line in the business. One source to fill your 


every equipment need. One responsibility for the continuing fine performance of your machines. 


You can expect more from... 


very Company, Cincinnati 12, Ohio 











o 

f 

f 

4 3 
5 

ca 

E 
a 


FLEXIBILITY and better production 
unde variable conditions were 
achieved by combining shirt units at 
Hillsboro Cleaners & Laundry in 
Nashv ille I¢ hnnessee, \ he n Ben Lisle 
bought his automatic sleever and au 
tomatic folder he installed them at the 
point of a V. Each arm of the V was 
made from parts of a separate two-girl 
unit 

Normal operation is with three girls, 
one at the sleever and folder, and each 
of the others in an arm of the V. Be 
cause of equipment available it hap 
pens that one arm contains body, 
triple-head and yoke presses, while the 
other has body, collar-and-cuff, and 
voke presses. Either combination 
would be satisfactory in both arms, 
Mr. Lisle believes. 

This three-girl setup averages 4,500 
shirts for the 42%-hour week (ex 
cluding rest periods from 44 hours 
or an hourly average of 113 shirts 
When the work has piled up the crew 
can average 125 shirts. By putting a 
green girl on the sleever. a four-girl 
combination can get up to 135 shirts. 

If any of the regular trio is off sick, 
the green girl can go into one of the 
arms of the V, where she does the 
best she can. Meanwhile the other 
two regular operators have full advan- 
tage of the automatic folder and 
sleever. Thus production for the whole 
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V-shaped unit with automatic sleever and folder at point, two body sections for arms 


A Flexible Shirt Finishing Layout 


Combined two-girl unit allows for growth and efficiency 








unit falls off only slightly. With two need for this equipment, and he can 
two-girl units, one of them is quite expect it to start paying for itself im 
likely to be shut down when a girl is mediately. Meanwhile, at every stage 
off sic k, of shirt-volume growth he believes he 

Eventually the units will be split is getting the fullest efficiency pr ssible 
again, when another sleever and folde1 during such growth. Many simila 
are purchased. Mr. Lisle’s shirt vol- combinations can be developed to aid 
ume will have grown fully into the plant transitions 
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Hillsboro layout shows arrangement for 3-girl unit 
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Thousands of launderers and drycleaners have found match-book covers an effective advertising medium. Books are available in a variety of 
shapes, colors and quantities. Wide distribution—the key to match-book ad success—can be effected over the counter, by placement in garment 
pockets and shirt boxes, handing out by routemen, sending in the mail, supplying to tobacco vendors and use on reciprocal basis with other loca! 


businessmen 


Part Il ina Series on Supplementary Advertising 


How Match-RBook Ads Build Sales... 


This article will tell you how to use America’s most 


widely read “book” as an effective sales stimulant 


THE MATCH BOOK is America’s 
most widely read book, With 12% 
billion copies produced every year, 
each adult American handles an av- 
erage of 143 annually. At any given 
second, 15.000 Americans are engaged 
in the same commonplace action: a 
paper match in one hand, a match 
book in the other, poised for striking 
a light with the match cover thrusting 
its message before the user’s eyes. 
Three distinct qualities account for 
this astronomical readership. Match 
books perform a necessary functional 
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By GERALD WHITMAN 


service, they perform a selling serv- 
ice and they do each at an appealing 
price. 

The price to the match-book user 
is unbeatable, because 9 out of 10 
match books are free to the user. The 
price to the advertiser is similarly ap- 
pealing, because no other medium of 
advertising equals its low “cost per 
readership exposure.” 

As a result, the familiar little match 


book boasts the startling total of 300,- 
000 different advertising sponsors 
one out of every 13 of the four mil- 
lion American business enterprises. 

The match book has attained popu- 
larity as an advertising medium be- 
cause of these important facts: 


l. It is a utility item, gladly car- 
ried and used by prospects. 
2. It is always before the prospect 


at work, at play, at home, at parties, 
when he travels, when he eats. 


(Continued on page 38) 
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When colotisrun and time counts 
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Time costs money. So do claims. You can 
save both, whenever colors run, by using famous 
YellowGo. 

YellowGo is the all-purpose titanium stripper 
that clears up dye fades and stains of any color 
from any fabric. It’s quick—lets you control its 
stripping speed and action to suit your need. It's 
safe—doesn't weaken tensile strength. It's sure 
even removes troublesome dye fades from colored 
articles without injuring their color. YellowGo can 
be used in the wheel, in a bath or as a spotter. 
Takes less than a nickel’s worth to make a gallon 
of the best stripping solution you ever used. 


It’s a WILSON i. % 


...made by 
A. L. WILSON CHEMICAL CO. 
...S0ld by LEADING JOBBERS 











goes where you direct it. 


time a match is used. 


books with them. . 
culation. 





Advantages of Match-Book Advertising 


SELECTIVITY: Controlled distribution . 
REPETITION: Your sales message is “‘spotlighted’’ each 


ATTENTION: Your match books command attention right 
away ...no other competing advertising is near. 


MOBILITY: More than 7 out of 10 persons carry match 
. seen by others as well . . . bonus cir- 


USEFUL: Your match books fill a universal need . . . they 
are acceptable, used and appreciated. 


ECONOMY: Average cost per book of 20 matches . . . 20 
reader impressions . . . is only a fraction of a cent. 


. . your advertising 








Continued from page 36 
3. It is a low-cost medium. 
1. It extends the coverage given 
by other media. 
5. It gets re sults 


Promotional match books serve ev 
ery type of commercial activity and a 
great number of noncommercial ente1 


prises, Advertisers range from. the 


giants of industrvy—‘“big steel” and 
the telephon company to the cornet 
beauty parlor and the neighborhood 
laundry and drycleaner. As Pageant 
Magazine recently pointed out, they 
also include churches, “worm ranches, 
firms selling mud to oil-well drillers, 
school districts seeking support for 
building-bond issues, ex-GI’s seeking 
apartments, political candidates, and 
Miss Candy Jones seeking fame as : 
model bv leaving distinctive candy 
striped books in the most popular 
night clubs. 

There was a time when most match 
books seemed to bear the imprint ot 
a hotel or restaurant or some similat 
service, But, as the recently inaugu- 
rated annual match-book awards pro- 
gram has pointed up dramatically, 
every type of advertiser is “getting 
into the act.’ 


Awards stimulate interest 


The annual competition to select 
the “most distinguished use of match 
book advertising” embraces the award 
of a “Joshua” plaque and certificates 
in each of 46 industries. The awards 
take their name from Joshua Pusey, 
Philadelphia patent attorney who in 
vented match books in 1892 while do- 
ing some chemical experiments in his 
office. The awards have included one 
each vear for the best in the laundry 
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and drvcleaning fields—recognition of 
the widespread use of the medium by 
those industries. 

The match companies offer two 
major methods of  distribution—the 
“resale” method for low-cost, large 
quantity advertising, and the “repro 
duction” method that is tailored more 
closely to the needs ot the compara 
tively small and local service business. 

Resale match books are 


which the advertiser pays only for 


those in 


the space and the match book is sold 
through tobacco wholesaler channels. 
The wholesalers’ customers are the 
tobacco vendors who give away match 
books with tobacco purchases and 
the grocers and supe rmarkets that sell 
match books by the carton, This is 
more applicable for national advertis 
ers, although special arrangements 
can be made to limit circulation by 
specific d areas and at specified seasons. 

The cost of this tvpe of advertising 
ranges from approximately one-tenth 
of a cent per match book—in a quan 
tity of 2,000,000 match books—down 
to one-third of that cost when. the 
volume reaches 250 million 

Reproduc tion match books are those 
that are sold to the advertiser for 
distribution by any method he pre 
fers, giving him complete control of 
the recipients of his mateh-book-covei 
promotional message. They are mor 
flexible both in design and distribu 
tion. A minimum order for reproduc 
tion-tvpe match books need be only a 
2.500 
cost of approximately three-quarters 


single case of provided at a 
of a cent apiece in one color without 
artwork. As orders reach 25,000—10 
cases, @ Common minimum order for 
four-coloi 
match books with artwork are pro 


small business enterprises 


vided without added cost. Large-or- 


der match books, in most areas, scale 
down to about one-half cent each. 

At this rate, match books are pro 
viding approximately 25 “readership 
exposures” for a cent. 

This type of program permits the 
launderer or drycleaner to pinpoint 
distribution of his advertising match 
books. In some instances it is possible 
to recover $3 or $4 of the approxi 
mately $18.75 expenditure per case 
of 2,500 match books by selling them 
to the tobacco vendor who gives them 


away to his customers. 


Importance of distribution 


Distribution is the key to effective 
use of match books. The match book 
given away by the launderer or dry 
cleaner on his own premises is a bid 
for repeat trade, but new clientele can 
result from an arrangement with other 





Facts About Match-Book 
Ad Readership 


Surveys conducted by the 
Match Industry Information Bu- 
reau have uncovered the fol- 
lowing startling points: 


> S85 percent of all American famil- 
ies include at least one smoker— 
who needs match books. 


> Out of a maximum 180,000 
matches in 9,000 discarded match 
books checked, only 11 individual 
matches were found to be unused. 


> 72.6 percent of all adults habitu- 
ally carry matches — including, 
among percent 
who habitually and 21 percent who 
occasionally carry them for the 
convenience of their friends, 


nonsmokers, 32 


>» Among women smokers, 97 per- 
cent habitually carry matches, and 
among men smokers, 96 percent; 
among factory workers, 93 percent: 
white collar workers, 91 percent; 
service workers, 90 percent, and 
housewives, 77 percent. 


> Match books are customarily vis- 
ible in 57 percent of all living 
rooms, 50 percent of kitchens and 
41 percent of adults’ bedrooms in 
American homes, 


> 67.4 percent of persons inter- 
viewed could name the advertise- 
ment on a match cover they had 
used recently; 45 percent of smok- 
ers could recall the advertisement 
on a match cover they currently 
carried in their pockets or purse, 
and 26.6 percent of interviewees, 
including smokers and nonsmokers, 
could do the same. 
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Wins Special Match-Book 
Advertising Award 


The City Laundering Company of Oelwein, Iowa, with 
a match book promoting a special service, has been 
voted the “Joshua” award for the most distinguished 
use of match-book advertising in the laundry and dry- 
cleaning field in 1955, it was announced recently by the 
Match Industry Information Bureau. 

The winning match book was selected by a panel of 
judges outstanding in advertising and marketing work 
on the basis of effective selling with a humorous ap- 
proach, The front cover shows a flower-decked horse 
with the message, “Mister, you may look like a thorough- 
bred in front. . . .” The rear showed an elephant, from 
the aft position, with the tag-line, “, . . but how’s the 
view from the rear?” Inside was strong merchandising 
of the special service. 

G. R. Wetlaufer, manager, is responsible for the match- 
book advertising program that won the award. The books 
are distributed in the pockets of garments returned 
after drycleaning. 

Other award certificates were voted by the judges 
to Crothers Cleaners and Shirt Laundry, Kansas City, 
Mo.; Progressive Cleaners, Inc., Dayton, Ohio; ABC Dia- 
per Service, North Hollywood, Calif.; Royal Cleaners 
and Laundry, DePere, Wisconsin, and Hoekstra Overall 
Laundry & Supply Co., South Holland, Ill. The Hoekstra 
award was made in consideration of a safety message on 
the front cover. 














containers” holding from 4 to 12 


books, in cellophane-wrap containers, 


ferent match books—and ofter a cer- 
tain amount of free laundry or clean- 
ing service to any person who brings and in a variety of special-shaped 
containers including a popular design 


duplicating a route delivery truck. 


businessmen in the locality to give 
away match books reciprocally—the 
launderer and drycleaner handing out 
in a full set spelling the firm’s name. 
Encourage patrons to swap covers to 


match books promoting a restaurant 
or haberdasher, for example, while 
they give out his match books to their get a full set. This will mean that 
you will be talked about. You can con 
trol the number of winners by limit- 


6. A past “Joshua” award winner 


customers. : ; 
for distinguished use of match book 


Tobacco sellers, in particular, are : 
advertising employed goldleaf paper 


stock and imprinted only the shop's 
name and telephone number on the 
cover. Thus, DeHoney’s of Tulsa, Ok- 


amenable to any opportunity to obtain ing the number of match books bear- 


match books free or at lower cost ing one letter in the name. 
than the wholesaler’s price. Banks, for 


example, have been known to offer 3. Donald Butz Royal Cleaners of 





their match books to tobacco shops 
at a nominal price in order to have 
them given away to smokers who are 
prospective clients. There is a live 
opportunity for launderers and dry 
cleaners to do the same thing. 


Some design tips 


Here are some design and distribu- 
tion ideas that have made match books 
extra effective in building sales for 
drycleaning 


laundry and establish- 


ments: 


1. Place match books in shirt boxes, 
laundry bundles or in pockets of gar- 
ments returned after drycleaning 
a goodwill gesture saying, “Thank you, 
come again,” to your present custom- 
ers. It also puts your name_ before 
their friends. 


2. Print, on the inside of the match 
cover, one letter of your establish- 


ment’s name—different letters on dif- 
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DePere, Wisconsin, has match books 
of identical design but printed in five 
different colors. Each day match books 
in one color are given out. When any 
patron calls for her order she is asked 
to guess the “color of the day” and a 
correct guess is worth a 10 percent 
discount on her bill. 


1. For diaper services, distribution 
of match books in maternity wards at 
local hospitals puts the firm name be- 
fore the prospect at a good selling 
time. This device is not new but can 
be made more effective by using a 
large match cover and imprinting in- 
side the cover a chart on which the 
new mother can list visitors who 
called during her hospital stay. 


5. A direct-mai] match-book pro- 
gram whereby match companies pro- 
vide foil-lined envelopes suitable for 
mailing match books in amounts from 
1 to 50. You can also have the match 
books packaged in open-end “sleeve- 





lahoma, was considered by the contest 
judges to have simplified the match- 
cover design to the most essential in- 
formation needed—a theme of quality 
and the all-important fact of how to 
telephone for pickup service. 


For the chain-store group, the 
technique that won an award for Swiss 
Cleaning Co. of Providence, Rhode Is 
land, in last year’s competition was 
a map inside the match-book cover 
showing locations of different 


branches. 


§. For reaching new residents in 
suburban communities, a packet of 
match books distributed by the Wel- 
come Wagon service to newcomers 
provides an effective introduction. 

Whatever method or combination 
of methods you use, you can make 
sure that your service is the one that 
gets attention when one person asks 
another that most common of all ques- 
tions: “Got a match?” [) 
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correct bleaching every time with PITTCHLOR 


Pittchlor is a highly stable calcium 
hypochlorite containing a mini- 
mum of 70% available chlorine. 

It is precision made to highest 
standards to assure you finest 
bleaching results in every batch. 
You need never run the risk of 
overbleaching or underbleaching. 
You need never wonder about the 
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solution strength. Simply use a 5 
lb. can of Pittchlor for each 40 gal- 
lons of water. You'll like the per- 
formance, mileage, and bleaching 
economy you get with Pittchlor. 
Pittchlor is packed specifically for laun- 
dries in 3% lb. cans (12 per case). Also 
furnished in 5 lb. resealable cans (9 per 


case), and 100 Ib. and 130 Ib. drums 
with fully removable heads. 





Ask your distributor for it now! 


COLUMBIA-SOUTHERN 
CHEMICAL CORPORATION 


SUBSIDIARY OF PITTSBURGH PLATE GLASS COMPANY 
ONE GATEWAY CENTER - PITTSBURGH 22 PENNSYLVANIA 
DISTRICT OFFICES: Cincinnati * Charlotte 
Chicago * Cleveland * Boston * New York 
St. Louis * Minneapolis * New Orleans * Dallas 
Houston * Pittsburgh * Philadelphia * San Francisco 


IN CANADA: Standard Chemical Limited and 
its Commercial Chemicals Division 
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How Vo Be in Business 
Five Years From Now... 


By JOHN A. MONAHAN 
Warren Laundry and Dry Cleaners 
Fort Lauderdale, Florida 


HOW TO BE IN BUSINESS five 
years from now is what I’m supposed 
to tell you. All I can do is tell you 
why I think I will be in the laundry 
and drvcleaning business five years 


trom now. 


1. Sales and public relations 
2. Operator and equipment eff 


c1ency 


Please do not think of me as boast- 
ful, but it will be necessary to tell you 
of my experiences in order to put my 
point across. 

I took over the Warren Laundry 
and Dry Cleaners operation in August 
1945. That vear its sales were $84,000. 
Our sales in 1953 exceeded a half mil- 
lion dollars and are still climbing each 
vear. Public relations played a major 
part in this role. 

In 1947 I conceived a novel adver- 
tising idea—not, as you might think, 
selling our services, but advertising 
events for civic, fraternal and religious 
organizations. Each of our trucks car- 
ries two signs, 2 by 6 feet. Any of 
these organizations having an event 
to raise money is advertised by us on 
these signs without charge. We carry 
each sign a minimum of 10 days and 
follow it up with a colored postcard 
to every member of the respective or- 
ganization. The card reads as follows: 


Dear Friend: 

Did you notice the message on our 
trucks advertising your organization's 
event? Your project is a worthy one 
We are doing our part to make it a 
Success. 

If we can serve you further, call 
Fort Lauderdale JA-2-2591 or Pom- 
pano Beach q219. 

WarrREN LAUNDRY & 
DrycLeaners, Inc. 


This has brought to us_ possibly 
more goodwill from more people than 
any other advertising we do. In every 
organization there are a number of 
people who live and work for their 
club activities. These are the people 
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who become your customers. If it were 
necessary to eliminate all advertising 
except one medium, our truck signs 
would be continued. 

At the beginning of each school 
vear, we try to do something outstand- 
ing. We sincerely try to make it safer 
for the little tots going to grade 
school, and we usually get press cov- 
erage. Would you patronize a laun- 
dry that makes it safer for your child? 
I think you would. That’s another rea- 
son I think [Il be in the laundry and 
drycleaning business five years from 
now. 

Are you doing your share of civic 
work in your community? Do the busi 
ness people and the homemakers 
know who you are? Another reason | 
think I'll be in business five years 
from now is because the people in 
Fort Lauderdale know who John 
Monahan is. 


Civic activities count 


I became active in a number of 
community drives as well as civic and 
fraternal orders, and was appointed 
to serve an unfinished term on the 
board of directors of the Fort Lau- 
derdale Chamber of Commerce, After 
having served eight months as a di- 
rector, I was elected to the board and 
then elected by the directors to serve 
as president. I promised the directors 
I would do everything possible to 
make them proud that they were on 
the directors’ staff. We went to work. 
We built the membership of the Fort 
Lauderdale Chamber of Commerce 
from 800 to over 1,700 by the end of 
that first year. We installed a Better 
Business Bureau as well as several 
other departments. I attended per- 
sonally practically function. 
Whether it was the opening of a res- 
taurant, a new bridge, a dinner dance 
in honor of some celebrity, or any 
other occasion—I was there represent- 
ing the Chamber of Commerce. 

At the end of my first year I had 


every 





John A. Monahan, a native Flor- 
idian, entered the laundry business 
in 1933 at Winter Haven, Florida, 
as a washman who also did main 
tenance duties. He accepted a job 
for the winter in Miami as assistant 
to the superintendent of a much 
larger plant and later became su 
perintendent for the Miami Laun 
dry Company 

Mr. Monahan then became man 
ager of one of that firm’s plants 
until 1935 when he became asso 
ciated with the Warren corpora 
tion after buying a_ third of its 
stock. Sales of the firm have pro 
gressively bettered themselves from 
$84,000 in 1945 until last year 
when it grossed $526,000—a third 
in drycleaning, a third in commer 
cial flatwork and a third in family 
and package work 

John was responsible for organ 
izing the Broward County Laun- 
dry and Dry Cleaners Association 
and served as its first president 
from 1946 to 1949. He was reelect 
ed to serve the current year. He is 
also a past president of the Florida 
Institute of Laundry and Cleaning 


so many irons in the fire the board of 
directors felt it advisable to reelect 
me for a second term, In 104 weeks in 
office, my picture was in the paper 
61 times. I do not know of any better 
way to build public relations. That’s 
another reason why I think I'll be in 
business five years from now. 

Our customers are the greatest as- 
set we have. We make it our business 
to keep them happy, we pay our 

(Continued on page 48) 
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U.S.HOFFMAN MACHINERY CORP. 
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\ LOT OF LITTLE THINGS can 
to make the routeman’s job 
easier, finds Mike Dodge of Fresno, 
California, who handles a great deal 
of commercial work. 


be done 
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20 Sheets To Each Bundle * 


Bundied Commercial Work 


For instance, at the Dodge Laun- 
dry all commercial sheets are tied 
out in 20-sheet bundles. In case of an 
error in the count at either end of 
the transaction there will be a differ- 
ence of 20 sheets which are a lot 
easier to account for. It eliminates 
the trouble of claims since the account 
must tie the sheets in bundles of 20 
for the pickup. 

At the plant, as each bundle is tied 
out, the checker places under the 
string a 3-by-5-inch printed ticket that 
bears the account’s name in heavy 
type. She used to have to write the 
name on a blank slip of paper, and 
sometimes it was hard to read by both 
the customer and the routeman, With 
the printed tag the customer readily) 
accepts the bundle as his sheets and 


the routeman can find the bundle 
faster. Pillowcases. towels, etc., are 
also handled the same way in bundles 
of 20, and with the printed name slip. 


ak'x 3/4" Rovtemans Card 


| ome Monperey < 4/04 


Blotter Business Card 


At the Del Monte Laundry in Peb- 
ble Beach, California, Dick Bennett 
has a routeman’s business card that 
the customer can use. Sized 2% by 
3% inches, it is printed on blotter 
stock. Just the right size for the cus- 
tomer to carry in her checkbook cover 
for use as a blotter. 


44x Il inch heavy white Foper/ , 


LOT 2 


| 
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24 inch Black letters 


Bold Lot Numbers 


Dick Bennett has figured a quick 
check for seeing where each lot at 


the Del Monte Laundry is at any time 
of the day. Each basket or truck bears 
a 4149-by-11-inch piece of heavy white 
paper with the lot number printed on 
it in 2%-inch black letters. 
identifying slips are just the thing to 


q hese 


get do-overs back to their own lot 
quickly, too. 
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Flatwork /roner 


Greaseproof Ironer Rolls 


Jack Bariteau and his brother Eli at 
Consolidated Launderers and Cleaners 
in San Jose, California, have elimi- 
nated the occasional bit of 
working onto the ends of their ironer 
rolls. They simply rigged their ironer 
with 6-inch-wide strips of cover cloth 
that lie along each side of the ironer 
and absorb any grease that may come 
in contact with the ends of the rolls. 
Braces on the housing of the ironer 
hold the canvas strips in place so 
they lie on top of the ends of the rolls. 
It makes it possible to feed to the ends 
of the rolls at all times. 


grease 





LAUNDRY BUSINESS TRENDS 


New York 


five weeks ended 
Dec. 31—0.5% more than last year 


M. R. Weiser ¢&> Co., New York 


New Jersey 


five weeks ended 


Dec. 31—3.7% more than last year 


M. R. Weiser & Co., New York 


Southeast 


Nov. — 11% 


more than last year 


New England 


Dec. 3—7.5% more than last year 





Dec. 10—9.0% more than last year 
Dec. 17—9.9% more than last year 
Dec. 24—6.9% more than last year 











Dec. 31—8.7% more than last year 





Carruthers & Co., Boston 


J. R. Wilson & Co., Atlanta 
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SHIRTS SHE OUGHT TO TRY OUT 






THE WAY OPAL THROWS THOSE 





FOR THE GIANTS NEXT SPRING / 























The big Pitch has no place in the laundry. Beautifully 





finished shirts won’t stay that way unless they are 
folded, stacked and wrapped with loving care. 

The best laundries use Satinette Starch exclusively to 
improve finishing, increase production, 

eliminate waste. Do your part by making 

every shirt something to be proud of. 


Your Keever Sales-Service Man can show you how. 


THE KEEVER STARCH CO., Columbus 15, Ohio 


Corn, wheat and other grain products for industry since 1898 


Reprints of this ad are available from your Kerver Jobber. 


February 15, 1956 45 








This homemade’ conveyor 
that carries flatwork from iron 
ers to touch-up operators was 
one of ideas that came out of 
Emerson Laundry's supervisors’ 
meeting. It had been observed 
that anywhere from 100 to 150 
pillowcases per day were be 
ing returned because of inade 
quate drying. By backing ironer 
up with a touch-up press, bulk 
of costly rerun operations was 
eliminated. Conveyor serves its 
purpose in cutting down steps 
between units. A 4-inch-wide 
heavy duck belt is used as car 
rier, driven at rate of 25 feet 
per minute by fractional horse 
power motor. Microswitch was 
fitted into 30-foot-long table 
at end of belt run and covered 
by hinged light metal flap. Flat 
work with its tray is placed on 
belt for trip to touch-up press. 
As it reaches end of belt, 
weight depresses this flap and 
stops conveyor 


Are You a Good Manager? 


Report on Emerson Laundry of New Jersey 


offers you a chance to make comparisons 


GOOD MANAGERS can 
their plants to the point where they 
will function normally without their 
constant supervision. Sam Swerdloft 
of the Emerson Laundry Co., Eliza 


organize 


beth, New Jersey, is a good manager 

He has time for executive plan 
ning, time for routine business and 
time for an afternoon at the ball park. 
And he still manages to keep his com 
panys P & L statement in the blue 
with sales volume climbing continu- 
ally. Too many plantowners regard 
such doings as the exception rather 
than the rule for their industry. Yet, 
it can be done and is being done 
There isn’t any secret to it. The whole 
answer lies simply in being able to 
delegati responsibility. 

The Emerson plant does a volume 
of $6,000 weekly deriving most of 
its revenue from route sales. It pro 
vides employment for a total of 70 
persons, 49 of whom are engaged in 
the production end of the operation. 
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Yet, despite its size and activity Man 
agel Swerdloft can keep his finger 
on the pulse of the entire setup by 
consulting daily with five people— 
a procedure which rarely takes more 
than two hours. These five include 
two production supervisors, two route 
supervisors and the bookkee per. 
There’s no. trick to operating a 
plant with a good staff of supervisors. 
The question that most plantowners 
havent resolved is, “Where to get 
them?” In the case of the Emerson 
plant, all the 
brought up from the ranks 


supervisors wert 


What makes a supervisor 


As far as Manager Swerdloff is con 
cerned the measure of a potential su 
pervisor is gauged by his attitude 
towards the job. If a man is a clock- 
watcher he would not be acceptable 
for a managerial position, for with 


rank comes obligation and_ responsi 


bility. The most likely candidates are 
those who will see the job through. 
Then if they have the required ele 
ment of common sense, they can be 
taught the rest in due time 

Mr. Swerdloft 


vears with the 


himself spent 28 
Emerson operation 
working his way up from routeman 
to supervisor, to sales manager and 
finally general manager. His position 
is a particularly responsible one for 
Emerson Laundry is one of the few 
companies of its size with an absen 
tee owner. This means that the gen 
eral manager is at the helm = and 
responsible for every facet of the op 
eration 

The Emerson policy of promotion 
from within lends credence to the 
fact that there are opportunities for 
advancement in the laundry industry. 
The formula, however, is unsatisfac 
torv unless it is applied on a long 
term basis. (Actually, the long view 
is the only sound way to insure the 
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Stainless steel “salesman” for quick-service laundries... 


Crucible Steel 


February 15, 


1956 


Even if it could talk, this new stainless steel 
Troy Laundrite equipment couldn’t do a 
better selling job. Its gleaming good looks 

. . the practical way its smooth stainless 
surfaces baby fabrics . . . its sturdy con- 
struction . . . all tell the story of why cus- 
tomers prefer it to other types. 

And feeder-plant operators like the way 
stainless extends the operating life of the 
unit ... the way it fights off attack by soaps 
or detergents .. . the way it ends trouble 
some rust stains. 

Stainless is the ideal choice for hard- 


working washers, extractors, bins, tables, 
identification tags—anywhere that metal 
comes in contact with laundry loads or 
wash water. 

For more information on how stainless 
steels can make your job easier and save 
you money, write for a free copy of Cruci- 
ble’s informative booklet, “Making the 
Most of Stainless Steels in the Laundry 
Industry.” Crucible Steel Company of 
America, The Oliver Building, Mellon 
Square, Pittsburgh 22, Pa. 


first name in special purpose steels 


Company of America 








longevity of any business. Nothing 
seems to dwindle faster than a one 
man company when death or disaster 
strikes. ) 

While some plantowners are dis- 
trustful of their underlings and re 
luctant to cloak them with the mantle 
of responsibility, the Elizabeth plant 
operates on the theory of trust. 

“You've got to have faith in some- 
one else’s ability and honesty,” says 
Mr. Swerdloff, “and then give him 
the opportunity to develop. Mistakes 
are bound to be made, but it doesn't 
pay to worry about things that can 
be replaced with money.” 


Supervisors split duties 


Aside from learning all they can in 
the plant, the supervisors are also en 
couraged to attend industry courses 
and clinics when they are held locally. 
The company, of course, foots the bill. 

On the production side, the two 
supervisors split their responsibilities, 
thus: one handles the classifying, 
washing and flatwork departments 
the other supervises the shirt and 
wearing apparel finishing. While one 
man could handle all the departments 
in this one-floor operation, manage 
ment prefers this arrangement be 
cause it gives the supervisors a better 


HOW TO BE IN BUSINESS 


(Continued from page 42) 


claims and, regardless of how trifling 
the complaint, we consider the matte: 


serious. 

Another reason I think I'll be in the 
laundry business five years from now 
is because of the production we obtain 
from our equipment, floor space and 


ANNUAL BROWARD 
SCOUT CIRCUS 
HOLIDAY MAY 28th phe 


PARK 


opportunity to get to know each em- 
ployee and her problems more inti- 
mately. This provides good personnel 
training and is important since the 
supervisors are charged with the re- 
sponsibility of hiring and firing for 
their respective departments. At this 
writing productive labor costs amount 
to approximately 30 percent of sales. 

The two route supervisors tend Em- 
erson Laundry’s eight route salesmen. 
Again, this task could be handled by 
one man. As it stands they each work 
with four. This gives the supervisor 
the opportunity to spend at least one 
day a week with each man and use 
the extra day to clean up the odds and 
ends of the job. There are always 
lost customers to check, complaints 
to adjust and more doors to knock 
on. Riding double makes the difficult 
task of canvassing easier. 


Bonus plan 


Under the bonus program for route 
supervisors it is to their advantage 
to ride with their men. The supervisor 
gets $2 for every $1 average increase 
in route sales every 13 weeks. (The 
a similar 
13-week period of the year previous. ) 
To maintain a plus average, the su- 
pervisor can concentrate his efforts on 


quota is based on sales for 


personnel. During our winter season, 
I claim that we do more business per 
square foot of floor space than any 
other laundry or drycleaner in the 
South. Our entire drycleaning depart- 
ment uses 2,100 square feet of floor 
space. We can and have produced 
over $6,000 weekly sales with $1.25 
suits and dresses. The laundry de 
partment uses 6,175 square feet. We 


have produced over $9,000 weekly 





Typical postcard sent by Warren Laundry to members of organizations whose activities it 


promotes by signs on its trucks. Card is in full color 
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the man with the lowest sales average 
and easily arrange to spend two days 
a week with him until an improve 
ment has been noted. 

Another advantage of riding double 
is that in this way, the supervisor gets 
to know the routes. He is then a ready 
replacement when illness occurs and 
when his salesmen go on _ vacation. 
That the system is effective is re- 
flected in the fact that the eight 
routes each average $500 in weekly 
sales. Counting the receipts from the 
plant's cash-and-carry call _ office, 
which amount to some $1,500 weekly, 
sales are up 2 percent over last year. 

A good manager does not abdicate 
his authority; he shares it. Monthly 
dinner meetings are held with key su 
pervisors and the plant’s production 
figures are checked weekly, as are 
payroll, 
claim reports, ete. 

Mr. Swerdloff opens up the plant on 


receipts, inventories, sales, 


only one morning each week rotating 
this function with his supervisors. And 
one afternoon each week you'll find 
him in the plant’s cash-and-carry of 
fice. Since this department functions 
without a supervisor it affords him 
the opportunity to observe any infrac 
tions of good business which may 
otherwise go unnoticed. A good man 
ager means a smooth operation. 


sales with 22-cent shirts, 6-cent and 
7-cent commercial flatwork. 

Are you obtaining maximum or 
near-maximum production from your 
equipment? I think equipment effi- 
ciency is just as important as employee 
efficiency. If you have a_ flatwork 
ironer that is capable of producing 600 
pounds an hour and you are only ob 
taining 300 pounds per hour, then you 
have a job of engineering that should 
be attended to. Think of what it is 
costing you—floor space, fuel, ironing 
supplies and depreciation. The same 
things apply to your washroom and 
finishing department. Based on you 
equipment operating at 80 to 85 per- 
cent efficiency, if you are only obtain- 
ing 50 percent of rated capacity, then 
you are losing 30 to 35 percent of the 
return on your investment. 

If you operate at 80 to 85 percent 
equipment capacity, more than likely 
operator efficiency takes care of itself. 

Just one more subject that I want 
to mention—key personnel. Do you 
have anyone in training to take over 
your responsibilities? Remember _ it 
takes years, not months, to make a 
manager. If you don’t have one in the 
making, you certainly should give it 
careful consideration, You may need 
him to be in business five years from 
now. (IL) 
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see how simply the new 


ommer Grip 


increases net life... 


and it's by GIBRALTAR, of course. 


“Grommet Grip” is an exclusive Gibraltar fea 
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ture that guarantees longer net life. Grommets and 






flexible washers are placed on one side of each end 






of the net. They protect the net from rough and 






sharp edges of the pin. Protective washer prevents 






grommet from damaging net. Net can be opened 







to full width without strain. 





Grommet Grip” serves as a guide to proper 


pinning and gives added protection to nets but 






still permits normal pinning speed. Takes all types 






of pins. 






“Grommet Grip” is standard equipment on all 






Gibraltar “New Governor’ Nylon Nets. Your job- 






ber has them in stock now. By request, they can be 






supplied on the “Major”? and “New Manhattan” 
Nylon Nets 










Grommet through one side of net, 
only. Net can open to full width. 


























Washer protects net from grommet. 










Os: 
GIBRALTAR FABRICS, unc. 


254 36th Street, Brooklyn 32, N. Y. 
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Gibraltar Nylon Nets Gibraltar Resintex Nylon Gibraltar FWI Pads & Covers 







(Woven & Knitted) Press Cloths & Covers Gibraltar Nylon FWI Cords 
Gibraltar “Datex” Dacron Gibraltar Nylon FWI Tape Gibraltar Nylon Shroud Lines 
Duck FWI Covers 
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The Tax Return Is 
Only the Beginning 


By JOHN CARRUTHERS and DAVID D. CONNERS, CPA 


SOME TIME BETWEEN NOW and 
April 15, either after much labor on 
your part or a lesser amount of more 
highly skilled labor on the part of 
your accountant, you will have filed 
your tax returns for 1955 and hoped 
that that is the end of your income 
tax problem for another year. But is 
it the end? 

From that point on, a few of the 
many thousands of employees in the 
Internal Revenue Service will be con- 
cerned with your tax return, and any 
time within the next three years 
(longer under some circumstances ) 
someone from the Treasury Depart- 
ment may either invite you to bring 
your papers to the tax office or visit 
your office to satisfy himself that your 
return has been accurately and hon- 
estly filled out. Most of you are inter- 
ested in corporations of which you 
are major stockholders or managers. 
Unless corporations are very small, 
the chance of inspection is much 
greater than with individuals, partic- 
ularly if sales approach a million. 


What to do when the revenue 
agent comes 


If you conduct your business in 
corporate form, or if you are a partner 
or proprietor of an established busi- 
ness, your first notice of a pending 
examination of your tax liability is 
likely to be a telephone call from a 
revenue agent, requesting a confer- 
ence at your office at a mutually con- 
venient date in the immediate future. 
Unless you have knowingly filed a 
false and fraudulent return, in which 
case this article is not intended for 
you, you have no reason to be wor- 
ried or concerned. It is possible that 
your return has been selected for ex- 
amination because the government 
has learned about some source of 
omitted income or apparent improper 
deduction, but it is much more prob- 
able that something on the face of 
the return has attracted attention dur- 
ing the routine “desk audit” or that 
yours was a random selection for a 
field examination. 
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Your next move should be to notify 
your accountant of the pending ex- 
amination, or to ask the agent to tele- 
phone him, so that a conference can 
be arranged either at his or your office. 
Sometimes the agent will communi- 
cate with the taxpayer's accountant 
initially. In such a case your first 
knowledge that your return is to be 
examined may come to you from your 
accountant—w ith the occasional good 
news that the agent’s questions have 
been satisfactorily answered in the ac- 
countant’s office, and that further 
checking in your office is not required. 

Most businessmen are not sufficient- 
ly familiar with either the tax laws or 
their own books to answer questions 
from revenue agents accurately. 
Therefore, it is a very good rule for 
the taxpayer or his bookkeeper to re- 
quest that all questions be discussed 
with the accountant who prepared 
the original return. 

The old legal adage that “a man 
who is his own lawyer has a fool for 
a client” is equally applicable to tax 
practice because an adverse decision 
based upon a misunderstanding of the 
facts always costs the taxpayer money. 

Many years of experience with tax 
examinations have shown that in the 
textile maintenance industries the 
items most likely to be questioned and 
disallowed are the following: 

1. Repairs vs. capital expenditures 

2. Rates of depreciation 

3. Traveling and administrative ex- 
penses 
Bad debts charged off 
5. State tax accruals 
6. Excessive or unearned executive 


_ 


salaries 
Purchase or sale of business 
8. Retention of earnings to avoid 
payment of personal taxes on 
dividends 
The following are a few suggestions 
which might prevent the assessment of 
additional taxes when returns are ex- 


amined. 


1. Repairs vs. Capital Expenditures 
Expenditures for repairs which do 
not prolong the life or increase the 


value of plant and equipment are 
legitimately deductible as ordinary 
and necessary expenses. On the other 
hand, new equipment or improve- 
ments or additions to existing equip- 
ment are considered to be capital 
expenditures, the cost of which is re- 
coverable through depreciation 
charges spread over the useful life of 
the property. 

Here is where adequate records 
made at the time the transaction 
took place would help to convince 
the agent that the taxpayer's deduc 
tion was reasonable and proper. For 
example, a notation on an_ invoice 
stating that an expenditure was due 
to moving a machine from one place 
to another, or that it was necessitated 
by replacement of a broken or worn 
part, should be sufficient to sustain a 
deduction as expense. 

Invoices, particularly for repairs 
and mechanical parts, are often inade- 
quate so far as description is con 
cerned, As a matter of fact, sometimes 
an unquestionably proper repair in- 
voice is so poorly itemized that it 
may appear to be a purchase of a new 
item of equipment. 

Fortunately, while disallowance of 
repairs is the commonest cause of the 
imposition of tax deficiencies on busi 
ness returns in the textile maintenance 
industries, it does not ordinarily rep 
resent a permanent loss to the tax- 
payers, except to the extent of interest 
paid on the deficiency, because any 
repair charges disallowed become de- 
preciable assets, the cost of which is 
recovered through depreciation in fu- 
ture years. In a period of rising tax 
rates such as we experienced during 
the Roosevelt-Truman administrations, 
the majority of this type of disallow 
ance actually saved money to tax 
payers as the increased depreciation 
allowable in future years more than 
offset the deficiencies assessed by rev 
enue agents as a result of examinations 


in earlier years. 


2. Rates of Depreciation 


For many years following the issue 
of Regulation 4422 in 1934, deprecia- 
tion rates established by taxpayers 
were readjusted downward by reve 
nue agents in almost all cases, for the 
purpose of increasing taxes. Over the 
vears it was found that arbitrary re- 
duction of depreciation rates did not 
produce increased revenues to the gov- 
ernment and in some cases created 
hardships to taxpayers. This has not 
been a major problem to taxpayers 
in recent years, although misunder- 
standings as to the limitations of dim- 
inishing value and sum of digits meth- 
ods to new plant and equipment to the 
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THE SAME SUPERIOR WASHING POWER 
iN CVErRY Geran... EVERY SCOOP 


WASHING POWER IS UNIFORM because PRIME SOHP is homogen 





ized and the soap and builder cannot separate. There is always the right amount 
of soap and builder for all conditions . . . never too much, never too little. 
JUST SPRINKLE ENOUGH PRIME SOHP into machine to make 
a suds and you'll get perfect washes every time. 

FOR UNIFORM QUALITY use a product which is always uniform. 


Order a supply trom your distributor today 


BEACH SOAP COMPANY 
LAWRENCE, MASS. ! 
128 Years Continuous Progress in Manufacturing Fine Soap Products 
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Make it this easy... 


FOR PATRONS 


To Finn YOU 


One way to increase business in 1956 

is to have your advertising in the right 
place at the right time...in the 

“Yellow Pages’ of the telephone directory. 
It’s a sure, economical way for new 
patrons to find you easily... and to remind 
old ones of you when they want the 
laundry, cleaning or dyeing services 

you offer. 





(sae Bis 
‘Yellow Pages’ 


Where Prospects 
Find You Fast 














For more information, get in touch with the Classified Telephone 
Directory Representative at your local Telephone Business Office. 


original owner may result in more attention on the part of 
revenue agents to depreciation when examining returns for 
1954 or later years. 

Final regulations on the important subject of depreciation 
have not yet been issued, therefore the advice of account 
ants should be sought in establishing depreciation policies 


for the future. 


3. Traveling and Administrative Expenses 


Disallowance of traveling expenses is second only to re 
pairs as the commonest cause of tax deficiencies. For this a 
taxpayer is entitled to little sympathy because his claims are 
usually either of doubtful validity or inadequately supported 
by evidence and vouchers. It is possible, however, that legiti 
mate deductions that might be claimed by many who keep 
no records may exceed those that are disallowed to others 
as excessive. Most executives spend money for legitimate 
business purposes almost daily for transportation, outside 
telephone calls, lunches, attendance at meetings, tips, etc., 
and less frequently for attendance at conventions, visits to 
other plants, entertaining of customers and employees, ete. 

Most hired managers keep reasonably accurate records 
of these expenses because they are obliged to make account 
ing subject to the approval of superiors and auditors, and 
because they do not want to pay such expenses personally 
without reimbursement. 

The owner-managers, however, are likely either to take out 
a more or less fixed amount every week, to be charged to 
expense, or to draw large amounts of cash from time to 
time either to the order of cash or to themselves, with little 
explanation except “entertaining,” “convention” or “travel.” 
Then they complain bitterly when challenged or asked to 
explain or justify the expenses a year or two after they were 
incurred, Actually, they are fortunate if a revenue agent will 
compromise by allowing a half or a third of the expenses 
claimed. 

The solution to this problem begins before the expenses 
are incurred, While presumptions can always be defeated 
by evidence of facts, there is a presumption that funds with 
drawn from a business through cash or petty cash without 
detailed explanation may have been used partially for per 
sonal expenses. There is an equal presumption that bills ren- 
dered by hotels, airlines, railways, restaurants to a company 
and paid for by check are legitimate expenses of the busi 
ness. This is particularly true if others in the company are 
charged with the duty of checking and approving the in 
voices rendered. 

Today it is a simple matter for a company with established 
credit to open accounts with airlines, railroads, gasoline 
companies and hotels for the business use of their execu 
tives. In addition, the Travelcard issued by the American 
Hotel Credit Association and the Diners Club credit card 
can be used almost universally in the United States and in 
many foreign countries. The use of these cards not only re 
duces the amounts of cash required in connection with busi 
ness entertaining and travel, but definitely establishes the 
dates and places visited by the executives who use these 
cards. 

Business executives, by the judicious use of various types 
of credit cards, can keep their cash expenses at a convention 
or a business trip at an amount which any reasonable reve 
nue agent would accept as fair for taxi fares, tips and inci 
dental expenses, leaving only the necessity of proving that 
the trip itself was for business purposes. 


4. Bad Debts Charged Off 

Many deductions frequently claimed as bad debts should 
more properly be treated as allowances, discounts, expenses 
or losses from embezzlement or theft. The inclusion of such 
items as bad debts on a tax return, particularly if the 
amounts are quite substantial, may cause a tax investigation 
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would have been 
shortage 


that otherwise 
avoided. For example, a 
caused by unaccounted-for disappear- 
ance of bundles in a call office is usu 
ally not a bad debt, as there is no evi 
dence that the company received o1 
demanded the amount due from a 
customer. The charging off of un- 
called-for bundles can never be a bad 
debt as it is an uncompleted sale that 
Was never income except as a matter 
of bookkeeping procedure. 

Two problems exist in connection 
with the substantiation of properly 
classified bad debts which, if the 
amounts are material, are likely to be 
questioned by an agent. First, are the 
amounts claimed actually worthless? 
Second, in what vear did they become 
worthless? 

It is very important that the tax- 
payer be prepared to substantiate both 
of these points, and if the amounts 
are large it may be necessary to insti- 
tute legal proceedings to prove the 
fact and time of worthlessness. In any 
case, the evidence upon which the 
taxpayer determined the amount and 
time when a debt became worthless 
should be carefully preserved and be 
made available for inspection. 

Special problems exist with respect 
to bad debts resulting from transac- 
tions between a corporation and _ its 
stockholders. Regarding these the tax- 
paver should obtain competent tax 
advice in each individual case. 


5. State Tax Accruals 


One of the nuisance problems in- 
volved in examinations by revenue 
agents is the fact that they are under 
instructions to recompute state taxes 
claimed in the original returns. The 
accurate computation of these taxes at 
the time the return is filed is some- 
times very difficult, and most changes 
of the Federal tax liability necessitate 
the correction of the state tax deduc- 
tion. Neither revenue agents nor ac- 
countants like this, as both recognize 
that there is usually little to be gained 
by either the government or the tax- 
payer from the change and sometimes 
it is the only change made as a result 
of a revenue examination. 


6. Excessive or Unearned 
Executive Salaries 

This is a spotty type of problem 
which causes some taxpayers a great 
deal of trouble but is seldom experi- 
enced by others. We have experienced 
cases where the salary issue has not 
been raised even when the amounts 
are large and obviously intended to 
absorb all of the taxable income of a 
corporation. We recall a specific case 
where salaries were relatively modest, 
taxable income was large, substantial 
dividends were paid, yet two succes 
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sive revenue agents attempted to dis 
allow substantial amounts of salaries 
as excessive, and in both cases the tax- 
payers’ contentions of reasonableness 
were sustained in conference. 
Problems involved in the allowance 
of salaries paid to officers and stock 
holders are basically legal rather than 
accounting. Corporate minutes should 
show the fact of election or appoint 
ment to specific offices, the salaries to 
be paid or the formula by which the 
salaries are to be determined. If bon 
uses are to be paid in addition to regu 
lar salaries, they should be authorized 


before the end of the year, if possible 
and all amounts due to officer stock 
holders should be paid within two and 
a half months after the end of the 
corporation’s fiscal year. 

If proper corporate action has been 
taken and the salaries are commensu 
rate with responsibilities of the respec 
tive officers, there should usually be 
little difficulty in convincing most 
revenue agents that they are not ex 
cessive. 

The problem of 
earned salaries to wives and other 


apparently un- 


relatives of principal owners is trou- 
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When you purchase Tingue, Brown 
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...you can pick out a selection that 
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blesome, particularly when, as is some 
times the case, there is little evidence 
that the individual is performing any 
service or has any talent or experience 
that would be of value to the com- 
pany. Sometimes such salaries, par- 
ticularly if the amounts are nominal, 
can be justified on the grounds of past 
or occasional service, sometimes be- 
cause they can and sometimes do exer 
cise corporate functions in the event 
of absence or disability of the princi- 
pal officers. 

In any case, whenever this type of a 
salarv is challenged, a proper corpo 
rate record made at the time of elec- 
tion or appointment may mean the 
difference between allowance or dis- 
allowance of the amount involved. 


7. Purchase or Sale of a Business 


This is one of an important group 
of financial transactions the tax effect 
of which should be thoroughly ex- 
plored before the event is consum- 
mated. Sometimes, as in the sale of 
goodwill, the tax interests of buyer 
and seller are diametrically opposite, 
perhaps to so great an extent that an 
apparently favorable deal may prove 
to be so unfavorable to one party or 
the other that, had the consequences 
after taxes been realized, the sale 
would not have taken place. 

This is a field in which both lawyers 
and accountants can and should work 
together from start to finish, as noth- 
ing can be done in connection with 
the filing of a return or subsequent 
examination by a revenue agent to 
change the facts that have been deter 
mined when the legal documents are 


signed. 


8. Retention of Earnings To Avoid 
Payment of Personal Taxes on Divi- 
dends 


Almost everyone who knows any- 
thing about corporate taxation will 
agree that it is unjust and unsound to 
tax income to a corporation at high 
rates and then tax dividends to the 
individuals who receive them at as 
high or higher rates. 

It naturally followed that the close 
ly held corporation paid out as much 
income as possible in salaries, in- 
rents, ete., for which they 
could obtain deductions, and paid 
little if any in dividends, which are 
subject to double taxation. 

In an attempt to force corporations 
to pay dividends, the 1939 Code con- 
tained Sec. 102, which imposed a 
penalty tax upon “unreasonable ac 
cumulations of surplus.” This tax was 
used as a threat in many cases but 
was relatively infrequently imposed 
upon the smaller corporation. The 


terest, 


54 


1954 Code contains a similar pro- 
vision, modified to exclude accumu- 
lated earnings to $60,000. It also 
shifts the burden of proof from the 
taxpayer to the government which 
makes it somewhat easier to justify 
the retention of earnings for the rea- 
sonable future needs of the business. 

This issue is most likely to be raised 
if excessive loans have been made to 
stockholders, if large investments have 
been made in securities, and if cash 
has been retained in an amount far 
beyond the anticipated needs of the 
business. Here again, the best defense 
is to have on file corporate minutes 
and other records to show that surplus 
funds were retained in contemplation 
of reasonable future needs for expan- 
sion of major replacements of plant 
or equipment. 

These are the principal problems 
that have been involved in satisfying 
revenue agents as to the accuracy ot 
business tax returns in the textile 
maintenance industries, and the causes 
of deficiency assessments when the 
agents have disagreed with the tax 
payers or their representatives. In each 
case, adequate documentation made 
at the time the transactions in question 
took place has been the best defense. 

At this point, if the revenue agent 
and the professional representatives 
of the taxpayer agree or reach an ac 
ceptable compromise, the agent will 
ask the 
(Form 870) agreeing to accept an 
additional assessment or refund of the 
amount after which the 
agent sends in his report and the mat 


taxpayer to sign a waivel 


specified, 


ter in most cases is closed. 

The taxpayer, however, does not 
have to agree with the agent’s find 
ings. He may refuse to sign a waiver, 
whereupon the agent will inform the 
taxpayer of his right to request an in 
formal conference with the agent’s 
group-chief. The taxpayer is given a 
brief statement of the agent’s findings 
which serves as a basis for the in 
formal hearing. 

At this and subsequent hearings the 
taxpayer may appear personally or he 
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may be represented by a properly en 
rolled accountant o1 attorney. 

At the group-chief level, the tax 
payer or his representative may arrive 
at an agreement with the group-chief 
and a waiver may then be signed. 
Should no agreement be reached. the 
taxpayer will then receive a “30-day 
letter” containing a ¢ opy of the agent’s 
report together with a notice that the 
taxpayer has 30 days (or less in some 
cases) in which to file a formal pro 
test for a hearing before the “Appel 
late Division.” 

There are three courses open to the 
taxpayer upon receipt of the “30-day 
letter.” He may accept the findings as 
set forth in the agent’s report and 
execute a waiver. He may ignore the 
“30-day letter” and await receipt of a 
formal notice of deficiency called the 
“90-day letter,” in 
waives his right to conference before 
the Appellate Finally, he 
may file a formal protest to the find 


which Case he 
Division. 


ings set forth in the agent's report, 
and request a hearing 
Should the taxpayer fail to reach 
an agreement with the conferee in the 
Appellate Division, he will then re 
ceive the “90-day letter.” stating the 
deficiency as determined and that the 
taxpayer has 90 days in which to peti 
tion the tax court for a hearing. 
From this point on, the taxpayer 
must decide whether to drop the mat 
ter, appeal to the tax court or pay the 
tax and sue for its recovery in the 
Federal courts. Then, or in some cases 
earlier, a tax attorney should be re 
tained to advise as to the next course 
to pursue and to initiate such legal 
action as may be decided upon. 
The tax evader—that is, the person 
who attempts to save money in taxes 
by falsifying income and deductions— 
will obtain no comfort or help from 
this article. We have been told by 
clients that unnamed business friends 
advised by unnamed tax experts, have 
saved a great deal of taxes by tax 
evasion and have “gotten away with 
it.” We have also occasionally read in 
newspaper headlines about heretofore 
reputable businessmen who have paid 
large fines and gone to jail because of 
large-scale tax evasion, and we know 
that the fraud section of the Treasury 
Department has almost unlimited fa 
cilities to track down and successfully 
prosecute violators of the tax laws. 
We have wondered if, after expo 
sure, these violators had not fervently 
wished they had used every legal 
means of minimizing taxation and 
then paid, like the rest of us, thus 
avoiding the blasted reputations and 
heartaches to their families that will 
continue long after the fines and jail 
sentences have become unhappy mem- 
ories. 
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GOOD 
EMPLOYEES 
ARE 
IMPORTANT 


OPERATOR COMFORT 


increases production 
reduces claims 


eliminates employee 
turnover 


The ‘‘EURECO”’ Spot Cooling System will supply 

a pre-determined volume of fresh evaporative 

13™ AND BRECKINGIOOE STREETS, LOUIVILE 10, KENTUCKY cooled outside air delivered at a velocity of 
Dec. 11, 19h 2500-3500 feet per minute. This air is distributed 

by means of high pressure main conduits to 


James E. Cox Co. smaller branch conduits that terminate at opera- 
723 Ponce De Leon Place, N.E. 


Atlanta, Georgia tor work stations (SEE PICTURE). Operator can 
Attention: Mr. Wilmer C. Dutton adjust air-flow nozzle in any direction and from 
Gentlemen: full flow to fully closed. 


We are very well pleased with the Eureco Ventilating 
System which we installed this past spring. The em- 
ployees are much happier with their own ventilator, 
and it has worked out extremely well in the past hot 


aps EURE AND COMPANY 


We find that by bringing the air through a stream of 
cold water we can reduce the temperature of the air Box 221, Edgewater, Md. 


about ten degrees. That means the air directed on : : Satta nian ‘9 
the operator has just come through the system as con- Yes, I’m interested in the “EURECO” Spot ¢ ooling 
trasted with the air on the roof outside. Svstem. Tell me more with no obligation involved. 

Yours very truly, 
Plant 


SPALDING LAUNDRY & DRY CLEANING CO. 
Address 


City & State 


addeng— | by 


Position 
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NORTH HOLLYWOOD, CALIF. — 
Notice has been filed of the intended sale 
of Bright Launderette, 4346 Tujunga 
Ave., by Willis T. and Janet Norman to 
W. L. and Edna D. Sisson. 


AZTEC, N. M.—Mr. and Mrs. Sam 
Marcotte have purchased R. & C. Laun- 
dry, N. Mesa Verde Ave., from Mr. and 
Mrs. Walter Ealum. The new owners 
will operate the business as Washette. 


WEED, CALIF.—New equipment has 
been purchased for Weed Laundry & 
Cleaners by Mr. and Mrs. James Fruzza. 


CLAY CENTER, KANS.—Announce- 
ment has been made by Edward Bauer 
of the change in name from Clay Center 
Laundry & Dry Cleaners to Bauer's 
Laundry & Cleaners. The firm is located 
at 415 Court St. 


ALHAMBRA, CALIF.—Bob Wolf, Ed 
Silverman, Ted and Sydney Rosenburg 
have purchased Alhambra Laundry, 507 
S. Stoneman Ave., from Mrs. Val Wood- 
bury. 


CASTLE ROCK, COLO.—Ray Black- 
er has purchased U-Do We-Do Laundry 
from Mr. and Mrs. E. D. Bernard. Mr. 
Blacker also is the proprietor of Castle 
Cleaners. 


HUNTINGTON PARK, CALIF.—No- 
tice has been filed of the intended sale 
of Lynton Laundry, 1842 Bullis Rd., by 
Paul T. Hackney to Fred Gunther. 


PILOT POINT, TEX.—Mrs. Melvin 
Hammonds has purchased Fanning Laun- 
dry, located on S. Jefferson St., from 
Mr. and Mrs. Horace H. Fanning. 


BURBANK, CALIF.—David Weiss has 
given notice of intention to sell Toluca 
Laundromat, 4111 W. Olive Ave., to 
John C. and Violet M. Reed. 


DENVER, COLO.—University of Colo- 
rado has called for bids for the construc- 
tion of an addition to the laundry build- 
ing at the Medical School. 


GREENVILLE, TEX. — New equip- 
ment has been installed in Greenville 
Laundry and Cleaners, 3101 King St., 
by Hubert Moore and Orville Thomas, 


56 


as part of an extensive remodeling pro- 


gram. 


BONNER SPRINGS, KANS. — Ruby 
Laundry, 107 Oak St., was damaged by 
fire recently, Claude Ruby, owner, esti- 
mated the damage at about $3,000. 


GREENVILLE, TEX. — White Star 
Laundry and Dry Cleaners, 2705 Stone- 
wall, recently completed installation of 
new equipment, it was announced by 
Ed Callahan, owner. 


SALT LAKE CITY, UTAH—Quality 
Linen and Towel Supply Co., 1027 
Washington St., was damaged by fire 
recently at an estimated loss of between 
$50,000 and $60,000. 


WASHINGTON, D. C.—The Laundry- 
Dry Cleaning Association of D. C. and 
the Linen Supply Institute of Greater 
Washington joined in celebrating their 
first annual Christmas luncheon at the 
Columbia Country Club, Chevy Chase, 
Md., on December 20. Edward J. Clarke, 
C & C Linen Service, Inc., was chairman 
of the program. 


CLEARWATER, FLA.—New equip- 
ment has been installed in Clearwater 
Laundry, 601 Grand Central Ave., by co- 
owners Ed Heidt and Dave Perkins, Jr. 


LARGO, FLA.—Mr. and Mrs. Mike 
Rosende, who recently moved Largo 
Laundry and Cleaners to a new location 
on Clearwater Rd., have added new 
equipment. 


TAMPA, FLA.—B. F. Agee, Vogue 
Laundry, was elected president of Tampa 
Laundry and Dry Cleaning Institute at a 
meeting recently, Other officers are J. M. 
McNatt, Sterling Cleaners, vice-president, 
and D. O. Claridge, Seminole Laundry, 
treasurer. Directors are B. E. Darby, J. E. 
Camp, H. H. McNatt and P. Palori. 


DECATUR, GA.—The Laundry and 
Dry Cleaners Club of Greater Atlanta, in 
cooperation with the Decatur-Korean 
Foundation, Inc., recently sponsored a 


drive for clothing, linens and infants’ 
wear to be sent to South Korea. 


TALLAHASSEE, FLA.—A_ formal 
opening was held recently at Carson's 
Launder-It, 1423 S$. Adams St., by Mr. 


and Mrs. Carson Johnson. 


BOSSIER CITY, LA.—Construction is 
under way at the corner of Traffic and 
Wilhelmina Sts. to house Rickey’s Laun- 
dry and Dry Cleaning Co, E. P. Brocato, 
owner, expects to have the plant in op- 
eration in the spring. 


LOUISVILLE, KY.—Lafe A. Chaffee 
has been elected vice-president in charge 
of production at Spalding Laundry & Dry 
Cleaning Co., it was announced recently. 
Allen Leathers, Jr., was elected secretary. 


BRUNSWICK, GA.—Village Wash-O- 
Mat, operated by Jerry Lewis, was dam- 
aged by fire recently. 


ORLANDO, FLA.—Lanier’s Laundro- 
mat has been opened at 211 E, South 
St. by Sid Lanier. Mr. Lanier was sepa- 
rated from the U, S. Navy recently with 
the rank of Lieutenant-Commander. 


FT. LAUDERDALE, FLA. — Gene 
Culliver, whose Peerless Laundry and 
Dry Cleaning, Inc., 633 $. Andrews Ave., 
was destroyed by fire recently, received 
aid from four other Ft. Lauderdale laun- 
derers and drycleaners. The work was 
handled by Warren’s Laundry and Dry 
Cleaning, Seven-Hour Laundry and Dry 
Cleaning, Ft. Lauderdale Cleaners and 
Laundry and Florida Cleaners and Laun- 
dry. 


CARROLLTON, MO. — New equip- 
ment has been installed in Stanford 
Laundry. 


CHESTER, ILL.—An open house was 
held recently at Bunny Wash Laundro- 
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Double-powered, dirt-digging formula 
blasts soil in 


SKORTEX ¥ ARLAC 


an exceptional builder that boosts 
a powerful-but-gentle soil suspension and whiteness 


synthetic detergent 


Added to the break in one shot— 





this pair washes brighter, saves with cold-water rinsing 


Each is remarkable. But used together, Wyandotte SkortExX® and ArLAc® remove 
soil and stains in one shot! That’s right — you add both to the break at one time 
and one time only; and, instantly, they begin loosening and suspending soil with 
a cleansing power that carries right through to the bleach operation. This double- 
charged power cuts washroom time, yet is gentle enough for the finest linens! 

Detergency is complete and safe, because both Skorrex and ARLAC are promoted 
with an exclusive Wyandotte Sodium CMC development that accelerates. soil 
removal; assures extremely high soil suspension and whiteness. You get more snap 
and sparkle, wash after wash after wash. And you rinse with cold water alone! 

See for yourself... with a trial order or demonstration! 

Save on first costs and use-costs by buying all your washing products from 
Wyandotte. Our line answers every laundry need. Call your Wyandotte repre- 
sentative or jobber today! Wyandotte Chemicals Corp., Wyandotte, Mich. Also 
Los Nietos, Calif. Offices in principal cities. 
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mat, 108 Morrison St., by Mr. and Mrs. 
James Eggemeyer. 


BROWNSBURG, IND.—Mr. and Mrs. 
James Ringenberger have purchased 
Launder-Let from Mrs. Jean Topmiller. 


CONNERSVILLE, IND.—A & A 
Laundromat has been opened in a re- 
modeled building at 1907 Virginia, it was 
announced by Arthur Huffmeier and 
Austin McGraw. New equipment has 
been installed. Mrs. Burhl Morelock will 
manage the establishment. 


CLINTON, ITOWA—Excelsior Laun- 
dry and Cleaners, 501 N. Second St., 
operated by Forrest Krauss, has been 


sold to Joe Still and his sons, operators 
of Clinton Laundry and Cleaners, 813 S. 
Fourth St. 


INDIANAPOLIS, IND.—Crown Laun- 
dry & Dry Cleaning Co. has opened a 
branch at 6122 E. Washington. The store 
is near the Irvington Plaza Center. 


MICHIGAN CITY, IND.—Construc- 
tion is under way on a new building at 
Michigan and Pine Sts., which will house 
Star Laundry and Cleaners, presently 
located at 101 E. Michigan St. 


DAYTON, OHIO—Construction of a 
million-dollar laundry at Dayton Veterans 
Administration Center will be started in 
the near future to replace the structure 





LAUNDRY MANAGERS! Save up to 43% a year with 


M REVOLUTE 


When you buy RM ReEVOLITE 
Covers, you buy superior lasting 
quality. You also get covers that 
work at higher temperatures, put a 
smoother finish on flatwork. The 
difference is so great that by year’s 
end you’re financially way ahead of 
the game—even though the covers 
cost more to start with. Hundreds 


RAYBESTOS- MANHATTAN, 


REVOLITE DIVISION, 500 Fifth Ave., 


of laundry managers have found 
that they can save as much as 437 
a year this way. R/M ReEvVOLITE 
Covers are installed and main- 
tained by a factory-trained special- 
ist—and are backed by our written 
guarantee. Write or call today for 
complete details on the savings you 
can make with R/M ReEvo.iTe. 


INC. 


New York 36, N.Y. 


Phone: BRyant 9-4390 


RAYBESTOS-MANHATTAN 

Brake Lining ¢ Brake Bl 

Rubber Covered Equipment e 
Product . 


INC., Asbesto 


Industrial Rubber, Engineered Plasti 
Abrasive and Diamond Wheels e 


Laundry Pads and Covers 
Fan Belts e Radiator Hose 
and Sintered Metal 
Bowling Balls 


Textiles . 
e Clutch Facings e 


damaged when _ lightning 


struck last June. 


which was 


KENOSHA, WIS. — New equipment 
has been installed in Werner's Kenosha 
Laundry, 6415 28th Ave. Charles T. 
Werner is president of the firm. 


CARBONDALE, ILL.—A_ new self- 
service laundry has been opened at Mill 
St. and S. University Ave. by Ned Farris. 


BAY VIEW, 
Frank Kajfosz have opened Jiffy 
derette and Dry Cleaning Service. 


WIS.—Mr. and Mrs. 
Laun- 


SEYMOUR, IND.—Formal opening of 
Quick Service Laundry, 206 E, Fourth 
St., was held recently by Gordon Bartlett. 


WABASH, IND.—Grand opening of 
Hutchens Drive-In Laundry & Cleaners 
was held recently by Howard T. Hutch- 
ens at Canal and Miami. 


NEW HAVEN, CONN.—Meyer M. 
Franzman, owner of M. M, Franzman 
Co., 241 Orange St., was recently ap- 
pointed to the board of directors of Mon- 
arch Laundries, Inc., New Haven. Mr. 
Franzman has been associated with the 
laundry industry for many years. 

LAKE MAHOPAC, N. Y.—Mrs. Mar- 
garet Sambucci has opened Big Bundle 
Launderette in the Jaffe Bldg. on Lake 
Blvd. at Clark Pl., in a new block of 


stores, 


PHILADELPHIA, PA. — Safe-driving 
awards were presented to 28 drivers of 
Modern Laundry at a dinner meeting at 
the Penn Sherwood Hotel recently. 


INWOOD, N. Y.—Peninsula Laundry, 
139 Wahl Ave., was destroyed by fire 
recently, Damage was expected to exceed 
$100,000. 


BUENA VISTA, PA.—Claude Foster 
has opened We-Wash-It Laundriette on 
Main St., and has installed new equip- 
ment, 


MIDDLETOWN, CONN, — Snow 
White Laundry, 12-14 Hamlin St., cele- 
brated its thirtieth anniversary recently. 
Louis Levine, who founded the firm, is 
still the proprietor. 


MT. LEBANON, PA.—Richert’s Laun- 
dromat has been opened by Charles L. 
Richert at 1254 N. Highland Rd. at 
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Twin Baskets in One Unit, 
Each with All Advantages 
of Single Basket Operation 


Look to CISSELL 


for Outstanding 
Twin-Tumbler Performance 











DOUBLE WALLS 
a @, 


E ac BASKET in a Cissell “Twin” has its individual basket 
motor, heating unit and controls. On the Gas-Fired “Twin” with 
Time & Temperature Control, set thermostat for each basket at de- 
sired temperature; load in each basket will dry independently. (On 
the Steam-Heated “Twin”, set damper for one basket “Hot”. . . 
other basket “Cool”... or to any desired degree of heat... and 
temperature will remain at setting.) If load in one basket is only 
partially dried, the placing of a full wet load in other basket will not 
alter the normal drying time of either basket. When both baskets are CISSELL GEAR REDUCER 
operating and one door is opened, the other . : 
basket CONTINUES TO RUN. NO DRYING met oie i BPs Bo 
TIME IS LOST. Hot, dry air is moved inde- and strength. 30 to | gear reduc- 
pendently through each basket and exhausted tion. Built by Cissell for precision 
through LINT TRAP to atmosphere. Clothes are control of each part. Equipped with 
dried uniformly — at the same time in lower Timken Tapered Roller Bearings. 
and upper baskets. For efficient, low-cost opera- Gears and bearings operate in a 
tion, you can put your confidence in Cissell bath of oil. (Change oil only once 


Tumblers — the tumblers packed with all the ' wae yah apni ag owl 


features you want. LAUNDRY: Double Basket 
“Twin” — Single Basket 36” x 18”, 36” x 30”, 42” 
x 42”. DRY CLEANING: Single Basket 36” x 
18”, 36” x 30”, 42” x 42”. 


W. M. CISSELL MFG. CO., INC. 


LOUISVILLE 1, KENTUCKY 
Pacific Coast Office: 4823 W. Jefferson Bivd., Los Angeles. 
Foreign Distributors write Export Dept.--Cable Code “CISSELL”. No-Sag Basket 


Consult Your Jobber 


THE 36” x 30” 
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Mitchell Corner in the Highland Enter- 
prises Bldg. 


WILKINSBURG, PA. — Notice has 
been given of intention to file a certificate 
for the conduct of Franklin 2 Hour Shirt 
Laundry, 788 Penn Ave., by Walter G. 
Milan and Siegfried Weinblum. 


EAST ORANGE, N. J.—At the Jan- 
uary meeting of the North Jersey Institu- 
tional Laundry Managers Association, 
Frank Lippman, first president of the 
association, honored. Fritz Field, 
president of National Association, 


was 


the 


presented Mr, Lippman with a_ plaque 
for his services as national treasurer, 
serving since 1938. New officers inducted 
by Mr. Lippman are: Henry Thoms, 
president; Joseph Dzitko, vice-president; 
James H. Quinn, secretary, and Edward 
J. Barrett, treasurer. Michael Gerone, 
chief engineer of East Orange Hospital, 
was guest speaker, and his topic was 


“Maintenance.” 


WALLINGFORD, 


Laundry’s 


White Way 


CONN.—Five of 


advert isements 


were recently selected for their general 


excellency by 


the editors of Publishers 





Iron Out Production Bottlenecks 
WITH 


Leet 7Zwé Forms 


TROUSER 
FORM 


Save countless 
hours of operator 
time. Pedal oper- 
ated, exerts just 
enough pressure to 
bring trouser leg 
to original size and 
shape. For top ef- 
ficiency, each op- 
erator can handle 
a four machine 
unit: Trouser 
Form, Pocketeer, 
51 Press and 
Mushroom Press. 


Makers of 
TURNTABLES, 
BEARINGS 
AND 
EXPANDING 
FORMS 


OVERALL SLEEVER 


Expands to fit 
all sizes and 
shapes of work 
clothes. Sleeves 
finished; or 
shaped and 
partly dried. 


POCKETEER 


Expands to 
steam-press all 
sizes of pockets, 
eliminating sepa- 
rate pressing. 
Garment finishes 
the < 


pockets open. 


with all 


COAT SLEEVER 


Saves press 
Dries 


sleeves in a 


time, 
few seconds 
and leaves 
them 
Makes a 


with- 


open. 
fine 
finish 
out pulling or 


smoothing. 


NURSES SLEEVER 


Cuts down on 
the amount of 
hand work. Fits 
extra full shoul- 
der and finishes © 
with sleeves 


opened up. 


Ask Your Jobber or Write Us 


BROS., INC. 
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IRVING AVENUE NORTH 


MINNEAPOLIS 5, MINNESOTA 





Idea Exchange, a monthly publication 
selecting the best  business-producing 
ideas from over 1,700 contributing news- 
papers. The Meriden Record gave the 
winning ads a full-page spread. White 
Way is owned by George Grasser, presi- 
dent of the Connecticut Launderers & 
Cleaners Association. 


GLOVERSVILLE, N. Y.— Anthony 
Barone, proprietor of Laundromat, Elm 
and Church Sts., has purchased Parking 
Laundromat, 41 Church St., from James 
Dunlop. All equipment has been moved 
to the Elm and Church St. site, where all 
business will be conducted. 


PERRY, N. Y.—Morgan T, Johns has 
purchased the G. & L. Laundry from 
Gerald Gibney. 


GLEN ROCK, N. J.—Petite Drive-In 
Laundry and Cleaners has been opened 
in the Glen Rock Shopping Center, Sad- 
dle River Rd. and Prospect St. 


ONT., CAN- 
Pollack have 
120 Denis 


MARIE, 
Mrs, C. 
Laundry, 


SAULT STE. 
ADA—Mr. and 
opened Automatic 
St. 


wu 


WALDPORT, ORE. — Ralph Wagy, 
owner of West Coast Laundry, has pur- 
chased Taft Laundry from Carl Cross. 
Mr. Wagy will consolidate Taft with 


West Coast. 


MOOSE JAW, SASK., CAN.—Moose 
Jaw Steam Laundry Co. Ltd. has been 
granted a certificate of incorporation, 
with capital of $20,000. 


REDMOND, ORE.—A building permit 
has been issued to Robert M. Irby for the 
construction of a self-service laundry on 
the corner of 12th St. and Highland Ave. 
Mr. Irby expects to have his business in 
operation some time in March. 


ONTARIO, ORE.—Wallis Jones, man- 
ager of Ontario Laundry, has been in- 
stalled as president of the Ontario 
Kiwanis Club. 


JOSEPH, ORE.—Mr. and Mrs. Jerry 
Goodman have installed a new shirt fin- 
ishing unit in Eagle Cap Laundry. 


MILWAUKIE, ORE. — Daisy Chain 
Launderbest was damaged recently by 
fire, caused by a defective flue. 
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they sure pile up... 


Money - making family bundles follow the shirts made 


whiter by soap building with Dow Sodium Orthosilicate 


Laundry owners have known for years that outstanding 
shirtwork brings in the profitable family bundle. Soaps. 
bleaches. starches, finishing equipment ... you weigh 


them all in regard to producing consistently finer. 
brighter shirtwork. But you’re still overlooking a bet if 
you haven't tried Dow sodium orthosilicate, the high- 


alkaline soap builder. 


This superb cleaning compound first builds your soap’s 


sheer washing power... and works on its own in highly 


too. Dow 


tralizes soil acidity 


specialized ways, sodium orthosilicate neu- 
saponifies fats and oils 
suspends insoluble soil and prevents its redeposition 
. rinses easily from the work. And a little goes such 
a long way; soap costs are sharply cut. The end result, 
the brightest shirtwork had. 


Call your nearest Dow sales office for the name of yout 


of course: you ve ever 


local sodium orthosilicate distributor . .. or just write 
direct to THE DOW CHEMICAL COMPANY, Dept. AL T59L, 
Midland. Michigan. 


you can depend on DOW CHEMICALS 


February 15, 1956 
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GUIDE TO HIGHER PROFITS 
THROUGH ROUTE SALES 


THE ROUTE PICTURE . . . Are routes here to stay, 
declining or growing? Are you overlooking routes 
and losing money because of it? This chapter 
will give you the realistic score on route business 
and help you develop or launch a highly profitable 
pick-up-and-delivery service. 

THE TRUCK PICTURE... . 88.5% of the drycleaning 
plantowners, who subscribe to NATIONAL, oper- 
ate trucks. This chapter, based on NATIONAL’s 
current survey of its readers and their truck 
policies, will help you compare the soundness 
of your truck set-up (now and in planning for 
the next 12 months) with drycleaners from coast 
to coast. 


TRUCK SELECTION AND MAINTENANCE .. . This chapter 
will give you practical guidance in choosing 
trucks that can give maximum performance in 
the route operation, and a wealth of tips on the 
maintenance of them—all toward more efficient 
service and healthier profits. 

LOADING ... Are your facilities laid out for faster, 
better handling of incoming and outgoing loads? 
Do your loading techniques meet the need for 
speed in handling quantity? This chapter will 
present a two-part blueprint: (1) how to arrange 
the loading department, and (2) how to operate it. 
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OPERATING COSTS OF TRUCKS ... Is your revenue per 
mile what it should be? Per mile, are your truck 
costs low enough, or too high? This chapter will 
explain a simple formula for computing the 
answers to these important questions. 


INSURANCE ... Know the pitfalls in buying in- 
surance? Know what to look for to give you the 
coverage you want? Here’s a chapter that can 
help you get maximum protection at minimum 
cost and trouble. 


SELECTING AND TRAINING ROUTEMEN ... Just the one 
fact—that routemen must meet and deal with 
your customers in person—points up the need 
for special care in hiring and training them. This 
chapter will tell how, including how to attract 
the right kind of applicant. 


SPLITTING ROUTES WISELY AND PROFITABLY .. . When to 
split routes and how to do it—meanwhile main- 
taining employees’ morale on an even keel—will 
be dealt with in this chapter. It’s an important 
one in your employee-relations program, and in 
your profit story. 





me 1956 GUIDEBOOK 


of the Drycleaning Industry 


will include 


The Field’s Only Complete 


Buyer’s Directory — 


For Year-Round Reference 


thee 


“CLASSIFIED DIRECTORY—listing 
all kinds of drycleaning 

equipment and supplies by 
product . . . with manu- 
facturers of each ...A 
CONSTANT, EASY-TO- 
USE, READY REFERENCE 


_ ON WHO MAKES IT AND 


SELLS IT 


TRADE NAME DIRECTORY — al- 
_ phabetical listing of trade 
_ mame products and their 
- manufacturers...A QUICK 
_ MEANS OF TRACKING 


ufacturers and their home 
office addresses . . . FULL 
INFORMATION ON 
WHERE TO CONTACT 
COMPANIES LISTED IN 
THE CLASSIFIED AND 
TRADE NAME DIREC- 
TORIES 


LOCAL BUYER’S GUIDE — geo- 
graphical listing of manu- 
facturers’ branch offices, 
distributors and jobbers 

. with addresses ... 
arranged by states and cit- 
fees. «A PRACTICAL 
DIRECTION-FINDER FOR 
CONTACTING THE NEAR- 
EST SOURCES OF EQUIP- 


MENT AND SUPPLIES 


_ DETAILED BUYING INFORMATION 
_—supplied in display ad- 


Look for these detailed where-to-do-business features: 


vertising and in informa- 
tional ads throughout the 
Classified and Geographical 
Sections . . . PROVIDING 
AN OPPORTUNITY FOR 
LEADING MANUFAC- 
TURERS AND SALES OR- 
GANIZATIONS TO STATE 
SPECIFICS ON THEIR 
EQUIPMENT, SUPPLIES 
AND SERVICES 


AND YOUR OPERATING GUIDE — 
page after page of charts, 
graphs and tabulated infor- 
mation covering all phases 
of drycleaning plant opera- 
tion and production. Up- 
to-the-minute reference 
material for day-in, day- 
out easy application by all 
plant executives 


'S THROUGH ROUTE SALES! 


NATIONAL CLEANER & DYER 


Business Papers Division, The Reuben H. Donnelley Corporation 
305 East 45th Street, New York 17, N. Y. 


OREGON 9-4000 


ABC-ABP 

















NEW ENGLAND COST DISTRICT 


: CONNECTICUT MAINE MASSACHUSETTS 

Acct Neu Entire Metro. Somer- Spring You 

No LAUNDERING COSTS State Hartford Haven State Bosto ille field Pl 
31 Power Plant Wages ............. 1.50 1.21 1.38 2.06 1.58 2.07 1.95 —— 
32 Fuel—Power Plant .............. 3:01 243 1.69 3:70 3.48 3.07 3:63 275 —— 
33 Repairs & Maintenance—Power Plant .48 .30 23 16 .50 37 RC So) 30 0 —— 
34 Depreciation—Power Plant ....... .50 7 .20 31 .38 47 58 54 — 
35  Insurance—Power Plant ......... .07 .07 .05 .08 .07 .06 — 
36 Purchased Power & Light ......... iis 84 73 66 1.29 94 ay. 40 —— 
TOTAL DIRECT POWER COSTS .......... 6.09 437 481 625 693 613 7.09 596 —— 


Variations in fuel costs are shown in AIL chart above and those on following pages. Note differences indicated by bold-face figures 


Check Points to Fuel Economy 





FOR ITS SIZE the laundry industry 
ranks as one of the heaviest users of 
fuels in business today. Fuel costs rep- 
resent a relatively high percentage of 
gross sales, of the magnitude of 3 
percent, for the average laundry. With 
the exception of the power and light 
companies this cost percentage is 
rarely duplicated anywhere. 

Within the past year we 
across two widely separated reports 
on the use of fuel in the laundry in- 
dustry. The one commented on British 
practices! and the second on Ameri- 
can ways.? The common point in both 
was an appeal to bring about economy 
in the use of fuel. 

The American reporter produced a 
tally of six items on the direct power 
costs as compiled by the American In- 
stitute of Laundering (reproduced). 
These Institute reports cover 89 items 
but the ones pertinent to this article 
are those shown here. 

These reports cover 17 states brack- 
eted in 5 major geographical divisions 
and include 19 representative cities. 
The fuel costs in percentage of gross 


came 


' Report, Industrial Fuel Economy Group. F 
Courtney Howard, director, British Launderers 
Research Association, 

? Standards of Heating and Fuel Performance, 
K. C. Richmond, Coal-Heat, April 1955. 
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By JOSEPH C. McCABE 


sales, Account No. 32 in the listings 
shown, vary all over the lot. These 
variations are in part explained by the 
difference in fuel costs between one 
major geographical district and the 
next. But the major reason for the 
difference can be traced to erratic per- 
formance. By that term, we mean 
faulty or downright poor operating 
techniques. 

We quote from the American report: 


“The average laundryowner has 
largely closed his eyes to the question 
of heating costs... . 

“If a plant takes the ordinary, ob- 
vious precautions with regard to its 
boilers and stokers, if it uses the type 
of coal which is best for its particular 
setup—as so few plants do—it should 
be able to reduce its fuel costs from 
a national average of about 3 percent 
of gross sales to no more than 2% 
percent, or perhaps even 2 percent.” 


Fuel economy by departments 
The British Launderers Association 
has investigated many aspects of fuel 
economy. Nowadays it is concentrat- 
ing on ways of improving the use of 
steam rather than better methods of 
raising this steam. The Association, 


however, has always stressed the need 
to maintain its boiler plant in good 
condition. During the war years and 
those immediately afterward the Asso 
ciation worked with its members in 
developing correct and efficient boile1 
firing techniques. 

At the time of the report referred 
to here and presented before the In- 
dustrial Fuel Economy Group, the di- 
rector of the Launderers Research As- 
sociation confirmed his comments to 
the steam-using departments of the 
modern laundry. The major depart- 
ments are: (1) the washing depart- 
ment, (2) the flatwork department, 
(3) the finishing department and (4 
the drying department. 

The director reported that British 
practice indicates that it takes 5.4 
pounds of steam per pound of work 
(that is, per pound of dry weight 
after laundering) for the whole laun- 
dry process, and of this the washing 
department uses something like 50 
percent. This 50 percent or 2.7 pounds 
of steam breaks down into 1.7 pounds 
or so to supply hot water at a tem- 
perature of 160°F and 1.0 pound to 
heat the contents of the wheels. 

In the washing department there 
are certain specific points the Asso- 
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easy to install... 


“Easy as putting in a pipe fitting’’—that’s what it’s like to 
install a Yarway Impulse Steam Trap. 


No special supports needed, because Yarways are light in 
weight, small in size—can be squeezed in most anywhere. 


Plus these good features: 


e They get equipment hot in a hurry and keep it hot 

e Good for all pressures 

e Six standard sizes, 1/2" to 2" 

» Long life...body and working parts are stainless steel 
e Low maintenance... only one moving part 

e Corrosion resistant, non-freezing 








Everywhere users are calling the Yarway Impulse “the 
little steam trap that does so much.” Prove to yourself 
what it does by trying one for 60 days FREE in your own 
plant. Write... 


YARNALL-WARING COMPANY 
129 Mermaid Avenue, Philadelphia 18, Pa. 


impulse steam trap 


OVER 1,000,000 YARWAYS ALREADY SOLD THROUGH 250 CONVENIENT INDUSTRIAL DISTRIBUTORS 
February 15, 1956 














MIDDLE ATLANTIC COST DISTRICT 











, NEW JERSEY NEW YORK 
| Acet Newark Entire Greater N.Y. Roches- You 
Vo LAUNDERING COSTS State Area Stat Albany B iffalo N.Y City le Plant 
31 Power Plant Wages ............. 1.53 1.59 1.36 1.77 2.13 1.57 1.50 66 —— 
| 32 Fuel—Power Plant .............. 273 260 209 #321 266 243 147 352 —— 
| 33 Repairs & Maintenance—Power Plant 56 .61 .50 .45 .34 62 17 .20 > —— 
| 34 Depreciation—Power Plant ....... .34 31 oO 94 we 6 41 —— 
35 Insurance—Power Plant ......... 23. 212.15) 07——=—OS . 2 mm 
| 36 Purchased Power & Light ......... 108 99 99 98 71 42 64 1.61 —— 
| TOTAL DIRECT POWER COSTS .......... 5.79 5.92 5.75 6.07 6.08 5.10 4.34 561 —— 
EAST NORTH-CENTRAL COST DISTRICT 
ILLINOIS INDIANA MICH. OHIO 
Acct Tndiana- Cincin- Cleve- Yo 
Vo LAUNDERING COSTS State Chicago State polis —__ ____ State nati land Plant 
31 Power Plant Wages ............. 2:06 2.13 1.30 90 165 1.69 1.76 1.41 —— 
32 Fuel—Power Plant .............. 3.27 3.26 2.55 2.75 441 3.20 3.14 355 —— 
| 33 Repairs & Maintenance—Power Plant .44 .45 .24 16 54 .38 46 52 — 
| 34. Depreciation—Power Plant ....... oe ae oe ee ee ee join 
35 Insurance—Power Plant ......... 14 16 .09 .03 .04 14 .06 oo 
36 Purchased Power & Light ......... 120 1.18 #103 106 123 «2101 U—rMlU 
TOTAL DIRECT POWER COSTS .......... 7.50 7.85 5.27 4.89 7.30 614 595 563 —— 








ciation feels require close attention 


to give economy: 


and thermometers in 
should be kept 


1. Gauges 
the supply piping 
clean and in working order. 


2. The washwheels should be kept 
correctly loaded. If the loading is only 
three-quarters of the standard capac- 
itv, the consumption of hot water per 
100 pounds of work is increased by 
about 50 percent and the steam con- 


sumption by about 40 percent. 


3. The pipe-line valving should be 
in excellent condition, especially for 
those lines supplying wash water and 
hot and cold rinses. 


1. The proper time for each phase 
of the washing formula must be strict- 
ly adhered to. 


5. The steam valve should be shut 
or partially closed as soon as the re- 
quired temperature is reached, 


A further source of heat loss often 
arises in connection with the hot- 
water tank. If uninsulated, the loss of 
heat from a 2,000-gallon tank can be 
the equivalent of 11% tons of coal per 


66 


week, The greater part of this can be 
saved by insulating the outside of the 


tank. 

A substantial part of the heat which 
otherwise together with the hot water 
finds its way to the drains can be re- 
covered by means of a well-designed 
heat reclamation unit. By this means, 
the steam requirements of the wash- 
ing department can often be reduced 
by no less than 20 percent. 

Special attention has been drawn 
in England in the past few years to 
the possibility of using lower steam 
the than had 
previously been customary. The use 


pressures in washers 


of steam at too great a pressure in 
the washing department leads to waste 
of steam by blowing it through the 


wash water. 


The finishing department 


An estimate of the heat consump- 


tion per 100 pounds of machine-fin- 
ished work as presented by the Re- 
search Association is given in Table 1. 

This is equivalent to 1.3 pounds of 
steam per pound dry weight of work. 

In the case of the flatwork depart- 
ment the following are the important 
points to watch to avoid steam waste: 


1. The washed work must be prop- 
erly extracted. It should not retain 
more than 40-50 percent of its dry 
weight as moisture, It is 
cheaper to remove moisture in the 


residual 


extractor than by means of heat in the 
flatwork ironer. 
2. The steam pressure at the ironer 


that 
manufacturer. 


maintained at 
scribed by the 
economy in steam, the flatwork ironer 
should be run as fast 
while still drving normal articles once 
through. This maintenance of steam 


should be pre- 


For 


as possible 





Presses (drying 18 Ib. work)......... 





Flatwork ironers (reasonably efficient, drying 66 lb. work) ............. 


Tumblers and air driers (drying 14 Ib. work)............000000. 


66 |b. steam 
36 Ib. steam 
28 Ib. steam 


130 Ib. steam 








TABLE 1 


STARCHROOM LAUNDRY JOURNAL 

















A Boiler Is Not An 





Airplane 


An aircraft designer must sometimes be willing to 
sacrifice strength for speed and maneuverability. The 
world’s strongest airplane might never get off the 


ground. 


But boilers are different. You can have maximum 
strength and top performance, too. When heavy con- 
struction means greater reliability, longer life, there's 
no reason to switch to flimsy-lightweight construction. 
And that’s especially true when you can get that extra 
strength at no extra cost. 


You don’t often think of buying boilers by the pound, 
but it might pay you to try it. Compare two boilers of 
equal rated capacity. If one weighs 50% more than the 
other, you can be confident that the additional weight 
is additional strength and material—which means fewer 
breakdowns, longer life. Leffel boilers have that extra 
weight—they give you a big bonus in reliability and 
length of service. 


THE JAMES LEFFEL & CO. 


ea Se ee ee oe ee 


So before you buy any boiler, compare it with a 
Leffel boiler. But don’t be misled by ratings. Many of 
today’s flimsy scaled-down boilers must strain to reach 
their rated capacity even at the start and under ideal 
conditions. But conservatively rated Leffel boilers can 
Operate at up to twice their rated capacity—day after 
day and through the years. They can really take it! 


Your comparison will show you that the Leffel 
boiler will give you far more capacity and efficiency for 
the same original cost. And because of its extra strength 
it will work for you more steadily and dependably, for 
years longer and at much lower maintenance cost. 


We'd like to show you records on many Leffel boilers 
which have been operating continuously for 30 years 
with only a few dollars spent on maintenance parts. 
And wd like to put our 94 years of steam generating 
experience to work for you. So fill out and return the 
attached coupon today. You'll get the help you need 

fast. And without obligation. 


12-1-55 


FREE CATALOG 


THE JAMES LEFFEL & COMPANY 
DEPT. L 


SPRINGFIELD, OHIO 


Please send me catalog and other descriptive literature oh Leffel Scotch Boilers 


Please have your representative call for an appointment 


Name 


MORE EFFICIENT STEAM 
GENERATION FOR 94 YEARS Street 


Company 





February 15, 1956 


State 
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> $$ 
| EAST SOUTH-CENTRAL COST DISTRICT | 
ALABAMA KENTUCKY TENNESSEE WKLY. VOL. CLASS | 
Acct M ont- Louis- Chatta- Under $2000- } | 
Vo LAUNDERING COSTS State gomery State ill State nooga = $2,000 84,001 P 
31 Power Plant Wages... ........... .60 1.77 1.76 1.14 1.32 2.30 1.51 —— 
32 Fuel—Power Plant .............. 2pi (1 Al 2:82. 259 231 3.60 4.42 2.76 —— 
33 Repairs & Maintenance—Power Plant .27 47 .56 .28 .34 43 1.09 55 — 
34 Depreciation—Power Plant ....... T5 39 34 42 S2 124 4 
35  Insurance—Power Plant ......... .07 09 07 .06 .08 07 Jw — 
36 Purchased Power & Light ......... itz ide 1.14 1.02 94 1.09 1.42 ee ae 
| TOTAL DIRECT POWER COSTS .......... 4.59 3.46 6.17 5.59 5.30 672 9.33 5.56 — 
: —— J 
| ] 
| WEST NORTH-CENTRAL COST DISTRICT 
IOWA KANS. MINN. MO. NEBR. WKLY. VOL. CLASS 
Act Daven- Unde $2, N00- Yo | 
Vo LAUNDERING COSTS State yore S200 = $3.00 Plant 
31 Power Plant Wages ............. 1.43 .90 1.69 1.46 1.85 212 1.39 1.53 — | 
32 Fuel—Power Plant .............. 1.97 1.82 1.87 4.28 3.16 2.11 4.25 2.52 — 
33 Repairs & Maintenance—Power Plant .42 ms 4] 20 32 <1 27 49 —— 
| 34 Depreciation—Power Plant ....... 39 «4.390 350 6580 270 8B 
35  Insurance—Power Plant ......... 7 af mm 2s #2C6B Ht Oo nme (| 
36 Purchased Power & Light ......... 1.29 1.08 1.26 1.63 1.06 1.23 1.44 115 —— 
TOTAL DIRECT POWER COSTS .......... 4.64 4.57 483 617 585 7.14 7.10 5.26 —— 





pressure assumes that the steam pipe- 
line from the boiler is adequate in 
size and not subject to periodical fluc- 
tuations in pressure due to demands 
for steam from the washing depart- 
ment. 

3. The steam pipeline must be ade- 
quately drained by a steam trap be- 
fore the supply the flatwork 
ironer, as dry steam is essential for 


enters 
maximum efficiency. 


1. Each bed of the ironer should be 
separately trapped and_ all 
maintained in good condition. Here it 
may be pointed out that the provision 
of sight glasses enables trap operation 
to be checked. 


traps 


5. The insulating material should 
of course be properly maintained. 


6. As much as possible of the heat- 
ed surface of the ironer should be in- 
sulated. 


7. Every flatwork ironer should be 
used to full capacity as required, and 
then be shut down, for an ironer con- 
sumes almost as much steam when 
idle as when fully occupied. 


A modern 6-roll unit, size 15 by 
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160 inches, takes about 1,000 pounds 
per hour of steam when drying 1,400 
pounds of sheets per hour; i.e., 700 
heavy sheets. If, however, the produc- 
tion falls to 400 sheets per hour, the 
steam consumption will only be re- 
duced to 900 pounds per hour. The 
steam consumption has thus risen from 
0.7 pound to 1.12 pounds steam per 
pound dry weight of work processed. 


The drying department 


Tumblers and drying rooms use rel- 
atively more steam than do flatwork 
ironers. There are three main direc- 
tions in which their steam consump- 


tion can be improved: 


1. Recirculation of the heated air. 


2. Insuring 


stopped and 
the load is dry. 


that tumblers are 
unloaded immediately 


3. When the air in a tumbler is not 
recirculated, it still retains consider- 
able drying power. After careful 
screening to get out the lint, it can 
be used in a drying room. 


Exhaust air from tumblers can also 
be used as preheated air for assisting 
combustion in the boiler furnace. 


Condensate recovery 


In recent years added importance 
to the recovery of 
flatwork  ironers, 


has been given 


condensate from 


presses and driers. It was formerly 
considered sufficient to recover the 
hot water from the steam lines. It 


was usually run to a hot-well and used 
either as boiler feedwater or, in laun 
dries using a hard-water supply and 
no water softener, for the washing of 
woolens. Such practice ignored the 
value of the flash steam which is pro- 
duced when condensate leaves the 
steam trap. 


flatwork 


per 


For example, consider a 
working at 80 
square inch. The temperature of the 
steam is thus 324°F and, in drying 
the work which passes through the 
ironer, the steam is condensed but the 
condensate will still be at a pressure 
of 80 pounds per square inch, Con- 
densate at this pressure contains 294 
B.t.u. per pound, and upon leaving 
the steam trap the pressure is reduced 
to that of the atmosphere, at which 
pressure water boils at 212°F. Some of 
the water, therefore, immediately boils 
off as flash steam until the tempera- 
ture of the remaining water has fallen 
to 212°F. 


ironer pounds 


(Continued on page 76) 
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Nicholson steam trap simplicity gives you 


peak performance, 
low-cost maintenance 


Nicholson simplicity of design and operation pays off big in any 
plant ...in peak performance for severest washing and ironing 
operations ... in easy, low-cost maintenance. Nicholson traps 
offer the most effective method for discharging condensate and 


air from steam lines. 





Write, today, for your copy @ one moving part—big husky bellows. 
of new Bulletin 10-55 for 


@ positive shut-off—no waste of steam. 
detailed information 


@ high capacity —effective use of large orifice. 


@ each unit service tested—with steam. 


When less than the best won’t do, specify Nicholson. 


NICHOLSON - () fig ICHOLS ON anu Company 


TRAPS * VALVES * FLOATS * METAL PARTITIONS 
LAUNDRY, DRY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES-BARRE, PA. + SALES AND ENGINEERING OFFICES IN 98 PRINCIPAL CITIES 
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Standardization of trucks has helped Pilgrim Laundry control expenses, regulate inspection in own garage. Each of 43 vehicles in fleet is waxed 


Hiow To Keep Your Trucks in Shape 


Pilgrim 


Laundry services own fleet 


... Standardizes ... and saves money 


By ROGER GANEM 


>» The secret of dependable deliveries is preventive mainte- 


nance. 


>» The secret of preventive maintenance is a full-time staff of 


interested and capable mechanics. 


>» The secret of having this pay off is to standardize the make 
of trucks, to inspect thoroughly and to keep accurate records. 


“But,” said William Saville, general 
manager and vice-president of the Pil- 
grim Laundry, Boston, “at which point 
it would begin to pay a plantowner 
to buy and maintain his own fleet—as 
against renting or having outside re- 
pair work—is hard to say. 

“We have been using 
trucks 1915, and we built our 
own garage in 1925, prove 
this to be beneficial to us. We’ve been 
keeping accurate cost-control statistics 
1930's. 
give our trucks almost con- 


our own 
since 


Figures 


every month since the early 
And we ' 
stant inspections.” 

Pilgrim Laundry rolls out a fleet of 
13 trucks during the summer months, 
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and 39 during the winter. Responsible 
for its performance are four competent 
mechanics, headed by long-time em- 
ployee Donald C. Fottler, garage su- 
perintendent. 

The record of dependability at Pil 
grim is amazing. Only on 11 occasions 
in 1955 were the forced to 
interrupt their routines for any reason, 
only once was a tow truck used. “That 
Was because one of our drivers pulled 
over to let an automobile pass first on 
a narrow street. He unknowingly 
steered the truck over loose dirt cov- 
ering a newly laid pipeline, and the 
wheels sank into the ground,” report- 


ed Mr. Fottler. 


drivers 


s’ 


Statistics tell story 


The truck program at Pilgrim, one 
of the nation’s oldest laundries, was 
many years in the making. It got its 
start in the 1920’s when a cost ac 
countant who specialized in transpor- 
tation was hired to do a survey. His 
detailed report was later modified and 
adapted for use by the garage person 
nel, office staff and executives. Today’s 
system is completely integrated. 

A precise breakdown was available 
for the year 1954. It disclosed that 
for 2,156 active truck weeks, the total 
$53,476.25. This included 


gas and oil expense, garage and wages, 


cost was 
garage expense, insurance, taxes, de- 
preciation and registry. 

It means that it cost Pilgrim $24.70 
per truck per week to cover 362,343 
12,000 families in 
around 


miles in servicing 
62 cities and towns in 
Greater Boston. 
Approximately 2.3 the 
total expenditures is allocated to de 


and 
percent of 


livery equipment operating expense. 
“If youre going to work on your 
own trucks, you must set up a mass 
production-like system for greatest 
Mr. Saville. “This 


benefits,” said 
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only a 


Bready system 


of recovering 


heat from 


polluted waste 


water gives you 
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A SYSTEM for recovering heat from 
polluted waste water should be 
engineered to your plant’s needs to 
produce the greatest fuel economy and 
maximum in boiler h.p. recovery. It 
should be expansible to take care of fu- 
ture needs, clean itself automatically 
and provide for chemical cleaning when 
needed. Only a Bready System gives 
you these advantages and cost-saving 
benefits. 


Bready Systems of Waste Heat Re- 
covery are saving hundreds of thou- 
sands of dollars every year for textile 
mills and laundry plants from coast-to- 
coast. Replacement of old-style and 
out-moded heat exchanger equipment 
is justified on the basis of actual fuel- 
savings alone. It will pay you to in- 
vestigate the full advantages of a 
Bready System of Waste Heat Recov- 
ery in your plant. Write, wire or phone 


for complete details today! 


L ul d el | Wanufacturing Company 


MILWAUKEE 8, WISCONSIN 


5200 WEST STATE STREET 


MANUFACTURERS OF BREADY SYSTEMS OF WASTE HEAT RECOVERY 
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Van at right is one of two 1 Y2-ton trucks. Others are 1-ton conventionals, each equipped 
with governor, heavy-duty transmission and heavy-duty clutch 


means as much standardization as pos 
sible. To simplify our operations and 
to allow us to keep accurate records, 
we use one make of truck. We've 
chosen a brand that has satisfied us, 
one that has met all of our require- 
ments, 

All are 1-ton conventional panel 
trucks with the exc eption of two larger 
vans. Each is painted yellow with 
blue lettering. 

This “sameness” has made special 
ists of the mechanics, and it helps to 
keep the trucks moving. In no time at 


all minor and mayor ) repairs Can be 


made, laundry and drycleaning racks 
can be welded and installed. and the 
bodies painte d and lettered. Parts and 
accessories can be ordered and stored 
easily, and garage space apportioned 


with the precision credited to airlines. 


With this system in force the daily 
performance charts contain figures 
that actually mean something. Com 
parisons become the rule, and the 
maintenance pattern is set. The me 
chanics can swiftly and accurately 
make periodical inspections, change 
oil, replace tires, reline brakes, grease 
and lubricate, with no loss of customer 
service 

Then there’s another benefit—ad- 
vertising. When this fleet of identical 
trucks spreads out through Greater 
Boston, it becomes a_ traveling. bill 
board that delivers a message while 
delivering bundles. Two big factors 
in successful advertising—repetition 
and ASSOC jation—combine to work 
constantly for Pilgrim Laundry. 

The fleet is the hub around which 
this million-dollar-plus operation re 


Nothing is overlooked during rigid monthly inspection. Ignition trouble is most common. 
Note thoroughness of tire check. Mechanics are full-time employees 


hy) 
la 


volves—management excepted for the 
time being—and the mechanics are 
its nucleus. 


Mechanics’ duties 


The work day begins at 6:30 a.m 
for three of the specialists and lasts 
until 4:30 p.m. The fourth man re 
ports at 9 a.m, and remains until 7 
p.m., or later, if all trucks have not 
returned. Their well-balanced experi 
ence has been gleaned from an ac- 
cumulative 79 years of Pilgrim em 
ployment and training. Garage 
Super.ntendent Fottler has been in 
charge of operations since 1926. His 
staff includes a painter who preceded 
9 


him by vears, a mechanic with 


10 vears on the job, and a man who 
started as an apprentice 7 years ago 
The painter and the apprentice both 
received their automotive instructions 
at the plant. 

There is always work to do within 
the garage, that measures 140 by 70 
by 15 feet. The relaxed atmosphere 
belies the scope ot operations, 

Five new trucks are purchased eV 
ery year. Each is then painted and 
lettered by hand in the garage. “We 
don’t use decals, because the kids can 
pick at it with their fingernails.” 

The entire paint job takes 48 hours 
and, in 80 to 90 percent of the cases 
it lasts the entire life span of the 
trucks. 

The vehicles are fully depreciated 
in 5 vears. When retired, they are 
stripped, repainted black so they will 
no longer be identified with Pilgrim 
Laundry, and privately sold to non 
competitors. Plumbers and caterers 
have been the chief buyers. They pay 
an average price of $300, a_ tribute 
to the care given each truck by the 


mec hanic S and drive rs. 


Inspections important 


During the life span of each truck 


reports are kept to show any and all 
work done on the vehicle. This in 
cludes Yas and oil consumption with 


dates and mileage, a report of cooling 
svstem, gasoline svstem, engine, igni 
tion lighting, rear end, running 
gear, starting, steering, transmission 
tires, wheels, brakes, body, and a 
listing of all parts used in keeping the 
trucks on the road and running 
smoothly. All truck records remain in 
the files until the vehicle is sold. 

Incidentally, Pilgrim Laundry has 
the approval of the Commonwealth of 
Massachusetts to conduct its own in 
spection station, Pilgrim has qualified 
to give its fleet the semiannual in 
spection of brakes and lights required 
by law. 

This approval resulted from Pil 
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which are 


your 
problems? 


FEEDLINE DRAG? 


’ Slow Fill Time at the 
If you have the first of these — bh ata 


problems you already know 
it. The other two, (easily job- 


checked by recorders) may 


be taking money right out of 


Water Not Hot Enough 
your pocket, every day! = : 


Introducing the SCHAUB 


LIESOLY LM IRL system 


The FIRST Storage Water Heating System that: 


@ Stretches boiler capacity—completely eliminates overloading 
and peak steam demands. 


@ insures constant “full” water temperature at the wheels — regardless of load. 
@ Feeds wash wheels quickly —cuts fill time. 


The Schaub Iso-Therm is the first storage water heating 
system that supplies any quantity of hot water needed at 
any one time (for fast multiple wheel fill) at a constant, 
predetermined temperature . . . yet never draws steam 
from the boiler beyond the most efficient, economical 


* Want the Proof? heating rate. 


Temperature and pressure drop-offs or Totally new in concept, the Schaub Iso-Therm System has 
fluctuations in the supply header to proved to 


your wheels indicate the efficiency of 
your storage water heating system. 
Your Schaub representative will ‘‘lend”’ 
you—without cost or obligation— Reduce water, soap, detergent and softener needs 
continuous temperature and pressure 

recording instruments. After your own Fill wash wheels faster 


check—made by you—you'll definitely 
and positively be able to decide Keep water temperature and pressure constant at 


whether your present system is deliver- the wheels for most economical operation 


Keep boiler pressure UP 


ing profits or draining dollars! Reduce fuel costs by leveling off peak demands 


Write for full details and new booklet. on boiler 


ee eee 


In addition, if your present boiler is now pushed to capa- 
city, the Schaub Iso-Therm may enable you to defer 
purchase of a larger boiler that may cost far more than 


FRED H. SCHAU ee the complete Iso-Therm System. 


ENGINEERING CO. Get the facts and technical data now. Write for Bulletin 
No. 923. Easy to read, packed with interesting data, it 
may show you the way to more profitable operation. Send 
for it today! 


2107 South Marshall Boulevard 
Chicago 23, Illinois 
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Hydraulic lifts (foreground) eliminate need for pits, save valuable space. Garage measures 140 by 70 feet, parks 40 vehicles. Mechanics do not 
work on employees’ cars. Note how waxed exteriors reflect light, withstand rain 





DAILY TRUCK REPORT 


Iruck No. Driver 
Miles Date 
Body 





Cooling System 





MATERIAL 
Gasoline System slap osciins 








Engine 


Ignition 


Lighting 


Rear End 


Running Gear 


Starling 


Steering 


Transmission 
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Tires 


Wheels and Brakes 








Mi-cellaneous 


PILGRIM LAUNDRY (OVER 
| FORM 47-5M-1-52 
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All-inclusive truck report is filled in by mechanics daily. It remains on file until vehicle is 
resold. Fleet covered over 363,000 miles last year 
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grims many other rigid examinations, 
Which are scheduled vearly, semian 
nually, monthly and even daily 

Kor example, during March every 
wheel on each truck is pulled off, the 
brakes ope ned up, the lining Inspecte d 


and the bearings lubricated. “This 
rids us of 90 percent of brake trouble 
for the entire vear,” the garage su 


perintendent stated. This is supple 
mented by the requirements of the 
state law. As an added precaution 
each driver is instructed not to leave 
the plant grounds in the morning if 
there’s any doubt about this vital mat 
ter. 

Tires, too, are watched closely. 
Once a month the mechanics go ovet 
the rubber as closely as a jeweler 
studying a sapphire. They check for 
wear, nails, cuts and signs of wheel 
misalignment. “This stops 60 to 70 
percent of all tire trouble,” Mr. Fottlet 


said, 


Also monthly, the trucks get a tune- 
up and at the same time are rewaxed. 
The fact that each vehicle is waxed, 
rather than washed, is unusual. The 
part that this operation plays in an 
almost daily inspection is more un- 
usual. 


The entire tune-up takes 61% hours, 
of which 2 hours are devoted to wax- 
ing. “We don't wash because water 
has a tendency to streak yellow paint; 
besides, wax stands up better and 
VIVeS oul fleet al snappy appearance.’ 

A speed polish is rubbed on by 


hand. 
“A buffer would take some of the 
paint off.” 


How does waxing help the inspec- 
tion? “We wipe the trucks often,” said 
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Mr. Fottler, “and always after incle- 
ment weather. Not only to make them 
sparkle, but also to enable us to spot 
fender dents and creases, Although 
the drivers usually report any dam- 
age, we do this just to make certain. 

“We get rid of dents immediately, 
otherwise the damage multiplies. This 
may seem psychological, but it’s been 
proved. It’s human nature to be a 
bit careless of equipment that has 
been damaged.” 

The dents are hammered or ironed 
out in the garage, by the specialists. 
The drivers are cautioned not to at- 
tempt their own repair work. Unless 
it’s economically unwise, they are in- 
structed to leave everything to the 
mechanics. 
which 
may appear trivial, explain in large 
measure the year-after-year success of 
Pilgrim Laundry; the 
does not overlook little things. 


These routine inspections, 


management 


Truck extras 


As previously stated, all trucks are 
conventional, with three noteworthy 
additions: 

Each vehicle is equipped with a 
governor, a heavy-duty transmission 
and a heavy-duty clutch. 

The governor, of course, prevents 
excessive speeding, and therefore in- 
duces safe and sane driving. But it 
also fosters economy in gas and oil 
consumption, engine and tire wear. 

“And we've avoided trouble by hav- 
ing each truck equipped with a heavy- 
duty transmission and a heavy-duty 
clutch at the factory. The more dur- 
able clutch, by 
many times the extra $75 it cost us,” 
Mr. Fottler said. 

“The average clutch life is around 


itself, has saved us 


30,000 miles. Replacement costs us 
$18 in parts and takes 3% hours 
labor. We've found little fault with 
transmissions. Ring jobs are given 
when needed. Our inspections deter- 
mine this need. Mileage is of little 
help because most motors get 25 per- 
cent more wear than is shown on the 
speedometer. Many — truck 
‘idle’ often. This fact is the bane of a 
mechanic's existence. 

“Still, our trucks average 120 stops 
and starts a day. This prevents them 
from properly warmed up. 
The investment in the heavy-duty 
transmission and clutch is small com- 
pared to the resulting savings.” 

There is another addition to the 
winter fleet—chains. Each truck is 
equipped with them to better battle 
the New England snow and ice. 

It isn't hard to determine which 
vehicles demand the most attention. 
“The short-haul trucks need more care 
than those on the long runs,” Mr. Fott- 


engines 


getting 
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ler said. “The short-haul trucks seem 
to give us the most ignition trouble. 
The points are our biggest problem. 
And the constant stop-and-go raises 
cain with oil dilution, too.” 

Because of this, new trucks are 
broken in on the long routes, then 
they're shifted to equalize the over- 
all mileage and motor wear. The driv- 
ers take to any change easily; stand- 
ardization helps them, too. 

The reasoning behind this is borne 
out by the figures; in a 4-week period 
the distance range is 315 miles for 
short-route trucks, 1,800 for the others. 


By appointment 

There are still more evidences of 
precision displayed within the garage 
owned and operated by the Pilgrim 
Laundry. 

In spite of all the attention given 
each truck, there is no tension on the 
part of the drivers or the mechanics, 
and there’s no let-up in the delivery 
service. The pleasant atmosphere is 
a direct result of careful planning and 
good employee relations. 

Truck 
are made under a concise monthly ar- 


W eek 


maintenance appointments 


rangement. Delays caused by 











A Burkay Model 718 commercial water heater, powerful, efficient, compact . . . generates 
all the hot water needs at the Progress Laundry on Alabama Street in Indianapolis. 


PROBLEM: 


Do you require economical high-speed generation 
of hot water for your small branch operations? 


SOLUTION: 


Install highly efficient, dependable, compact 


BURKAY WATER HEATERS 


With the trend toward satellite or sub-station commercial 
laundry units in neighborhood shopping areas, the need 
for a proven, dependable and compact high-speed hot water 
generating unit is a real necessity for a successful opera- 
tion. Eliminates the need for an expensive steam boiler. 

The Burkay line of commercial, gas-fired water heaters 
fills this need admirably. Such exclusive features as non- 
corrosive construction, fully automatic controls, complete 
safety protection, and exceptional operating economy make 
them reliable units and a sound investment for your laun- 
dry. The Burkay line of water heaters are proven favorites 


across the nation. 


For substantial savings in generating hot water, it will be 
worth your while to see the Burkay line at the Laundry 
Show. A. O. Smith also manufactures a complete line of 
Permaglas large Volume Water Storage Tanks for rust 


free hot water service. 


Through research hs ..a better way 





heaters. 
Name 
e e Company 
ZZ BaBe RH Bate 
Address 
PERMAGLAS DIVISION Ci 
ity 


KANKAKEE, ILLINOIS 


er en eee a, oa ee 


A. O. Smith Corporation, Permaglas Division 
Kankakee, IIl., Dept. SLJ-256 


Please send me complete details about Burkay water 





Burkay Model 718 
High-Speed hot water gen- 
eration 
Input: 420,000 BTU per hr. 
Recovery: 403 gal. per hr. 
(100° F rise) 
Compact: 67” high, 27” dia- 


meter 
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“Believe me, I've had my share of laughs in this business." 


ends or holidays are overcome by re- 
scheduling. Similarly, future 
that fall on week ends are 
back or ahead. 

The routes operate on a 5-day week, 
and the plant follows a 7-day deliv- 
ery schedule. 


dates 
pushed 


The habits of the drivers are so es 
tablished that their movements can 
be pinpointed within a few steps at 
any hour. Furthermore, each driver 
calls the plant at 11:00 a.m. every 
morning. If he is needed, he can be 
reached. 

Appointments for truck servicing 
follow a custom, too. In four different 
ways the garage superintendent noti- 
fies the men of maintenance dates: 

l. The office gir] 
morning calls is alerted, 
me A message Is placed on the 
driver’s rack in the shipping room. 

3. The appointment date is placed 
in the garage book. 


receiving the 


4. A notice is inserted in his spe- 
cial bin in the garage. 


Maintenance equipment 


The latest, fastest, most efficient 
tools and instruments speed the in- 
specting operations, made that much 
easier by the standardization of make. 
The mechanics use hydraulic lifts, 
overhead wrenches, 
air hammers. acetvlene and electric 
welding torch, valve grinders, drill 
press and wheel alignment equipment, 
among other items. 

“Normally, we are working on two 
trucks, and we have at least one spare. 


crane, impact 


Should a breakdown occur, we rush 
out with a replacement, transfer the 
load, and get the driver back on 
schedule. We have usually been able 
to fix his truck on the scene and get 
it back to the plant.” 

All breakdowns are reported to the 
sales department, and the cause of the 
work stoppage is listed on the per- 
formance chart, “even if it embar 
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rasses us,” said Mr. Fottler. “Heck, 
one time we forgot to tighten a battery 
bolt.” 


The garage 


The fleet is housed in a concrete, 
well-lighted garage that is adjacent 
to the boiler room which furnishes 
adequate heat. However, during ex 
tremely cold weather, an independent 
system furnishes additional warmth. 

Four convector units with blower 
fans circulate and freshen the air. The 
main door opens to the rear of the 
plant. The loading and parking of 
trucks does not impede any traffic on 
busy Allerton Street, which fronts the 
three-story plant. In fact, the entire 
operation is done in near-seclusion. 

The space limitations of the garage 
have proved no special handicap. Ac- 
tually, it’s 
requirements. The mechanics get be- 
hind the wheels of 40 percent of the 
vehicles in parking them at night and 


an aid to the inspection 


readying them in the morning. This 


demand has been turned into a daily 
opportunity to “test firsthand” the effi- 
ciency of the motors, lights and 
brakes. 

Even the — truck 


helped make up for the lack of space 


manutacturer 


by building a branch parts depot 
within a few hundred feet of the 
plant. Now only the necessary parts 
are stored on the premises. Larger 
materials and equipment are picked 
up when needed. 


Accomplishments 


“Keeping accurate records on truck 
performance is all-important,” empha 
sized garage superintendent Fottler, 
“especially in our dealings with the 
truck manufacturer. Our figures have 
helped iron out bugs nm engine and 
body design. And they come in handy 
in proving a point, whenever we're 
called on to do so. Because of the re 
ports, we can easily tell where the 
blame rests. It sort of keeps everyone 
on his toes.” 

Evervone is on his toes at Pilgrim. 
As Mr. Saville stated: 

“We want breakdowns, if they are 
to happen, to happen in the garage 
and not on the highways. Our route 
salesmen are excellent drivers. They 
are checked out before given a route 
to service and periodically during thei 
employment. We do the same to the 
trucks they drive; we intend to keep 
the fleet in first-class shape for them. 

“Preventive maintenance is the sec- 
ret. Our own mechanics, our own fleet 
of trucks and our own garage have 
supplied the answer. It pays us to 
do this.” 


Another article on a long-range 
truck maintenance program at a 
Midwest plant will appear in next 
month’s issue. 


FUEL ECONOMY CHECK POINTS —Continued from page 68 


In this way, about 11.75 percent of 
each pound of condensate which is 
formed at 80 pounds per square inch 
changes into steam at atmospheric 
pressure and this steam contains about 
135 B.t.u. The remainder of the water 
contains about 159 B.t.u. If, there- 
fore, only hot water is recovered from 
the condensate, a saving of from 5 to 
7 percent of the fuel bill is achieved, 
but if flash steam is recovered in addi 
tion, the saving is nearly doubled. 


The heat balance 


The fuel consumption of a laundry 
where trouble is taken to secure rea- 
sonably efficient working should not 


exceed 1 pound of solid fuel for every 
pound of work processed, but in some 
instances the actual figure is less than 
().75 pound of fuel per pound of work. 

According to the United Kingdom 
Census of Production 19458 
in 1952), the laundry industry, with 
the dyeing and cleaning industry, car 


published 


pet cleaning, ete., consumed 1,020,- 
000 tons of solid fuel and 16,000 tons 
of oil fuel—equivalent to a total con- 
sumption of solid fuel of 1,044,000 
tons at a cost of about 12 million dol- 
lars. Of this, 80 percent may reason- 
ably be supposed to have been con- 
sumed by laundries, which means that 
laundries burnt 830,000 tons of coal 
annually at a cost of 9.5 million dol- 
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Whitlock Type K Storage Heater 


provides clean hot water for a lifetime 





The Type K Storage Heater using exhaust steam, hot 
drips, or other condensation returns, or live steam under 
thermostatic control, is ideal for use in laundries. When 
the shell is of Everdur, Eterno (copper lined ), or Konkrete- 
lined construction, your hot water problems are solved 
for keeps. We would like to help you make a selection 
based upon your type of work and wash formula. Our 
engineers have a background of over sixty years of spe- 
cialization in water heating systems for laundries: Talk 
over your heating problems with us for the right answer. 





The Whitlock Manufacturing Co. 
90 South St., West Hartford 10, Conn. 


0 New York * Boston * Chicago * Philadelphia * Detroit * Richmond 
Authorized representatives in other principal cities 
In Canada: Darling Brothers, Limited, Montreal 


WATER PREHEATERS AND STORAGE HEATERS 


utes and heavily soiled work in less 





lars. That quantity is equivalent to a 
consumption of 1.07 pounds of coal 
per pound of work processed, 

If all laundries used their steam 
and hence their fuel as efficiently as 
some of the most “fuel-conscious” 
members of the association, Mr. Hat 
wood claimed, there is no doubt that 
his industry could save up to 2.5 mil 
lion dollars every year, equivalent. to 
some 200,000 tons of solid fuel. 


Power utilization 

British 
Launderers Research Association has 
set a target of 6% hp. hours per 100 


From its experience the 


pounds of work processed. This goal is 
being reached in many laundries. The 
United Kingdom Census of Production 
figures showed that the consumption 
of electricity in 1948, including elec 
tricity generated by laundries for thei 
own use, amounted to 117,100,000 
units, equivalent to 9 hp. hours per 
L100 pounds of work processed. 

In view of the fact that many laun 
dries use steam or diesel engines to 
drive their plant direct and this has 
not been allowed for in the foregoing 
estimate, it would seem that an appre 
ciable saving in power is possible, 
amounting to 2.7 hp. hours per pound 
of work processed, and equivalent to 
over half a million dollars per year 
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Processes and materials 

When the British Launderers Re 
search Association came into being in 
1920, washing processes were based 
on rule-of-thumb and took 11% to 2 
hours from start to finish. The work 
of the Association on the principles of 
detergent action showed a new meth 
od of using soap with a reduction in 
time and water. In the immediate post 
war vears, according to Mr. Harwood, 
work of average soiling could be effi 


ciently washed and rinsed in 43 min 


than one hour. 

For years it was generally accepted 
that hot water 1SO°F) should be 
used on the first two rinses, to assure 
that soap Was adequately rinsed out 
of the 
vear or two ago that the effect of using 


fabrics. It was sugge sted a 


cold water in all rinses should be ex 
amined, After 
investigation the Research Association 


a thorough laboratory 


recommended the use of cold wate 


throughout the rinses. In other words 





V'Il call you back. I'm busy with an O-L-D F-R-A-U-D 











Hot Woter to Washroom 








«t— Cold Woter Supply 
Side view of Horizontal Model 
Maintain Steam Pressure! 
Even Out Boiler Load! 


Increase Your Production! 





P-K STEAM-MIZER* 
Does All This And More! 





Whether you process 12,000 lb. of laundry per week 
... or 192,000 Ib... . one of p-Ke’s eight new packaged 
storage water heaters is especially designed to increase 
your production! With a p-le Steam-Mizer, constant 
circulation of stored water provides minimum, uni- 
form steam demand. Steam is utilized efficiently, and 
eliminates costly peak demand periods. All steam 
operated equipment can be supplied with the proper 
constant steam pressure. 

The p-le Steam-Mizer consists of a storage section, 
a condensate cooling section, a live steam section, cir- 
culating system and controls. All units are built in 
accordance with ASME Code requirements. 

In operation, all the condensate from the steam 
operated equipment and the live steam heating coil is 
passed through the condensate coil, where flash steam 
is removed and condensate cooled to about 200 F 
while preheating the constantly circulating service 
water. Because it is a closed system and all conden- 
sate is returned to the boiler, practically no boiler 
water makeup is required, keeping boiler scaling and 
maintenance to a minimum. 

plc Steam-Mizer is easy to install, too. 

* It requires minimum floor space—install in out- 
of-the-way location. 

* No adjustments are necessary. Controls are 
factory set. 

* With your own men, skid into place, uncrate, 
and connect to existing piping. 

p-le Steam-Mizer is furnished for either horizontal 
or vertical installation in 8 standard sizes. They are 
available in steel or lined with copper or Special 
Formula C-17 Pre-Krete cement. Write for the full 
story in p-ke’s new Bulletin 1080 today. The Patterson- 
Kelley Co., Inc., 120 Wilson Avenue, East Strouds- 
burg, Pa. @ «: 


* Patent applied for. 


PATTERSON @ KELLEY 


Waste Water Heat Reclaimers ® Storage Water Heaters ® Steam-Mizers 


Condensate Coolers ® Instantaneous Heaters ®© Feed Water Heaters 
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if all the laundry industry adopted cold rinsing for white 
work, fuel to the value of an additional 1.5 million dollars 
per year could be saved, again according to Mr. Harwood. 

And further savings could also be realized through the 
use of automatic controls, which not only save fuel but also 
insure constant steam pressure and a higher standard of 
work in the washroom. [| 


Test Cloth for Laundry Research 


A multifabric test cloth for laundry research, recom- 
mended by the American Association of Textile Chemists 
and Colorists for use in colorfastness-to-washing tests, con- 
sists of adjacent stripes of spun fibers of acetate, cotton, 
nylon, silk, viscose and wool woven on an Orlon warp. The 
fabric is available in 1-yard widths or in 2-by-2-inch squares 
with heat-sealed edges from Test Fabrics, Inc., 55 Van Dam 
St., New York 13, N. Y. 

This firm also makes a 12-fiber cloth, referred to as Multi- 
Fiber Fabric 23, which contains stripes of spun yarns of 
acetate, Acrilan, Arnel, cotton, Dacron, dynel, nylon, Orlon 
242, silk, Vicara, viscose and wool. 


Durable Antistatic Finish 


Important progress in the development of a durable anti- 
textiles has been achieved 
in the development of a new finish, “Niatex” 
AG-2, according to a joint announcement by W. A. Wood- 
cock, manager of the Fine Chemicals Division, and T, A. 
Feild, Jr., head of the Development Service Laboratories of 
the Textile Fibers Department, Carbide and Carbon Chemi 
Union Carbide and Carbon 


static treatment for synthetic 


antistatic 


cals Company, a Division of 
Corporation. 

The finish is a complex vinyl type of compound and is 
believed to be the first commercial antistatic finish that can 
be said to be durable to repeated launderings and dryclean- 
ings, according to Mr. Woodcock. It is effective on Orlon 
and is being used on Dacron tricot primarily to improve the 
fabric hand. One result of the new finish, Mr. Feild antici- 
pates, is a broadening of the markets for several types of 
all-svnthetic fabrics. Clothing manufacture wil] be easier, 
and clothing comfort improved, as trousers will not cling 
on days of low humidity. In addition the treated fabrics 
will be more suitable for use in industrial applications. 

The treatment is also expected to be of value in decreas- 
ing the static electrical properties of synthetic fibet blankets. 


Accident Prevention Manual 


The National Safety Council has published a new and 
expanded edition of its Accident Prevention Manual for In- 
dustrial Operations. This third edition of the manual contains 
all the information a comprehensive 
safety program and keep it going. In addition, there are 
many informative chapters covering the specific types of 
hazards found in most industrial operations. 

The manual is a 1,341-page encyclopedia of safety that 


needed to organize 


entailed more than three vears of research, writing and re- 
vision by Council engineers and other safety specialists. 
With data on all aspects of industrial accident prevention, 
the new edition contains 43 sections, 17 of them completely 
new and the others extensively revised and brought up to 
date. 

The manual is priced at $13.50 and may be purchased 
from the National Safety Council. 425 N. Michigan Ave.. 
Chicago 11, Ill. A descriptive folder giving more complete 
information on the subjects covered in the manual will be 
sent on request to the Council. 
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Indiana officers, left to right: K. E. Ballinger, past president; George L. Turner, treasurer; Mrs. Catherine Smith, secretary; Blaine H. Miller, Jr., 
vice-president, and Lee V. Leonard, president 


Indiana Features Sales School 


AN ALL-DAY SALES SCHOOL was Bud Pride. On Saturday, the ladies Artistic Cleaners, Gary, spoke on 
the highlight of the annual convention were treated to a fur fashion show “Cost Cutting.” F. E. Glass, Crown 
of the Indiana Dry Cleaning and and a talk, “Which Is Your Fur?” by Laundry and Dry Cleaning Co., Indi 
Laundry Institute, held December C. J. Stumph, furrier for H. P. Was anapolis, followed with tips on new 
2-4 in Indianapolis. son & Co, At the annual cocktail party services. Sales promotions were dis 

Conducted by A. J. Abrams, who is banquet and dance Saturday night cussed by John Slick of Slick’s Family 
affiliated with the Dale Carnegie In- Robert L. Wise was speaker. Washing Co. in Ft. Wayne and 
stitute, the session was hailed by more On the last day of the convention Marvin Teague of Best Launderers 
than 200 members as the greatest sin John Weaver of Wallerstein Co., Inc. and Cleaners, Evansville, treated the 
gle event at an annual meeting. talked on “Digesters and Wet Sizing.’ subject of customer relations. Present 

The convention started Friday His talk was followed by a panel dis and future legislation was discussed 
night with a “Howdy Neighbor” party cussion moderated by George Foley by Clyde Robinson, chairman of the 
that featured a magic show put on by of Slick’s Gary Laundry. Phil Sharrar Institute's legislative committe 


HOW CAN YOU GET 
50% MORE FLOW 


ovoe promt your present Jeolite softener? 


Sere eee 
Be Se Saher 
Sees 


EAS. Refill with Invercarb C-110 resin. Gives you up to 10 times 
more gallons per regeneration — Gives you about 50% more gallons 


oS 


oat 
ag 
oF ae 


per minute. Ask us for free details. 


WANT TO GO “ALL THE WAY?” 


H & T Multiport valve automatic operation saves time — saves labor 
— makes automatic efficiency. Ask us about it. Over 2,000 laundries 
use it right now. 


HUNGERFORD & TERRY, Inc. 


CLAYTON 8, NEW JERSEY 
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Multi-Clean Giant Machine 





31-inch floor machine 
introduced as the world’s largest 


A giant 


by Maulti-Clean Products, Inc., 
of St. Paul, Minn., will polish 
10,000 square feet of floor area 
in 30 minutes, according to the 
It is said to do the 
16-inch machines 


company 
work ot 


and is especially recommended 


four 


for hallwavs and large unob- 
structed floor areas 

The MC- 3] has a brush cCOvV- 
ering area of 855 square inches 
and will scrub, polish or steel 
floor in one-fourth the 
with a 16-inch 
machine, according to the com- 
pany. Equipped with a power- 
ful 1% hp., 115-230-volt AC 
motor, the MC-31 has a sealed 
and permanently lubricated gear 
unit. Double planetary trans- 


mission is 100 percent ball-bear- 


wool a 


time required 


inged. A 2 hp. Underwriters’ 
approved, dual-type safety 
switch cuts off automatically 


when finger grip is released o1 
be locked on for continu 


7 he 


weighs 156 pounds 


may 


ous operation machine 





YOUR REQUEST 


for further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your letter 
head. Be sure to mention 
STARCHROOM LAUNDRY 


JOURNAL, 











SO 


The 


sists of 


attachment 
12-inch-diameter 
ball-be ag- 
inged drive plates attached to 
They 
secure ly he ld by a spec ial lock 
ing but are 
slipped on or off to make them 
quickly with 


brush 
four 


con 
brushes mounted on 
a main driving disc. are 
easily 


device, 


inter hange able 
other attachments 


For additional information, 
write Multi-Clean Products, 
Inc., 2277 Ford Parkway, St. 
Paul 1, Minn. 


Lane Laundry Hamper 


Ans 





a special canvas 
with auto- 


The use of 


hamper equipped 


matic lift is said by its manu- 
facturer, W. T. Lane & Bros., 
Inc., to relieve the backache 


and fatigue that plague laundry 
workers. 

The most recent development 
is a long narrow hamper for use 
with flatwork ironers. This Lane 
hamper is designed to fit in 
end to under the 
roller apron. The automatic lift 
keeps the work continually at 
hamper-rim level, enabling 
workers to feed laundry 
the roll without slowing down 
to stoop or bend over. 


pairs, end, 


onto 


The hamper is made of extra 
heavy Lane canvas securely 
stitched and riveted over its 


light, durable spring-steel frame, 


which is mounted on heavy 
duty swivel, rubber-wheel cast 
ers. It can be furnished option 
ally with a plastic-impregnated 
canvas for mil- 
dewing and added durability. 


The 


prevention of 


automatic lift is a canvas 














platform with light spring-steel 


underframe, suspended — from 
spring lifters which hook over 
the hamper rim. These lifters 
are designed to retain their 


strength and proper tension in- 
definitely, according to the com- 
pany They are encased in 
plasticized 
prevent damage to the laundry 
The 
350-pound load of damp work. 

For complete information on 
this hamper, which is said to in 
crease production 10 to 15 per- 
write to W. 17 Lane & 
Inc., Poughkeepsie, 


canvas. sleeves to 


lift is designed to handle a 


cent 


Bros 


Henrici Necktie Press 





In response to the demand 
for a machine with multi-tie-size 
the Henrici Laundry 
i2.. Boston 96. 
announced the de 


the Model 


Press. 


capacity, 
Machinery 
Mass 
velopment ot 
“H” Necktie 

The multiple-buck feature of 
the new machine enables it to 
handle all the different 


and shapes ot neckties ck aners 


has 
new 


SIZES 


receive today, according to the 
company 


Wilson Wall Chart 


6 
SHIRT LAUNDERER’S 
SPOTTING GUIDE 








- say 
a Ae 


“Shirt Launderer’s Spotting 
Guide” is a handy new wall 
chart just released by A. L. 


Wilson Chemical Co., maker of 
a eg products for spotting and 
stripping. The chart lists the 19 
stains most commonly found on 
shirts and tells what to use for 


re moval 
For a 

\W ilson 

Ned, 


write A. L 
Co., Kearny, 


tre e COpy 
Chemical 


STARCHROOM LAUNDRY JOURNAL 





Packard Water Conditioner 





The Packard Manufacturing 
Company has announced the 
marketing of a new water con 
ditioner said to eliminate and 


prevent scale and corrosion for 


mations in boilers and water 
systems without — the use of 
chemicals. It is the first impor 
tant application of nuclear 
physics principles to the effec- 
tive treatment of industrial wa 
ter problems according to the 
company 

The Packard water condi 
tioner carries a 10-year war 
ranty and is manufactured in 


sizes handling from 6.5 to 1,760 
tor 
tion with corresponding stand 


gallons per minute connec- 


ard iron pipe sizes ranging from 


34 inch to 12 inches Larger 
sizes are available 
Further information and cde 


tails may be obtained by writing 
the Packard Water Conditioner 
Division, Inc., 2220 W. Beaver 
ti. Jacksonville 9, Fla 


Lucas No-Sew Pocket 


Lucas Products Corporation, 
P. O. Box 84, W. Toledo Sta 
Toledo, Ohio, announced 
the availability of a 
placement pants pocket to com- 


has 
no-sew re 


mer ial cleaners and laundrie Ss 
This is a low-cost. Iron-in type 
half-pocket that fits side or hip 
pockets and can be installed in 
a few seconds without special 
tailoring shop help, according 
to the manufacturer 

The no-sew pocket is made 
ot a high-grade twill of the type 
ordinarily used in men’s trou- 
sers. It is triple-stitched for ex- 
tra strength and the corners are 
rounded. Fabrit iron-on tape is 
the used to the 
replacement to the original 
pocket. A washproof, dryclean- 
proof seal is said to be assured 
with 


material seal 


when properly applied 
hand iron or steam press. Addi- 
tional information is available 


from the manufacturer 


1956 Chevrolet Trucks 





trans- 


A six-speed automatic 
mission that promises a signifi- 
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& 4 nat 4 
bob Our new home-office building beginning February, 1956, 
WMI el This year marks the 150th Anniversary 
of our modest beginnings. For it was in the year 


1806 that young William Colgate, the founder of our 


ee Ye ars of Servi ice Company, opened his first soap-making factory on 
e i Dutch Street in New York City. 
to America Ss Homes History has recorded sweeping changes in this span 


of 150 years—years charged with drama and excite- 
ment. Agains t this ever-changing background, the 
Colgate Company has reached across the seas and 
around the world, touching the lives of millions! 


and Industries 


We of Colgate-Palmolive Company are grateful to 
all who have contributed to our success. And we 
pledge our continuing efforts to deserve the confi- 
dence of everyone we meet and do business with in 





the years ahead. 


She Coly ule. ~Plp 2w0UVE Com any 


Aa Park Avenue, New York 22, New York 
Atlanta 5, Ga. + Chicago 11, Ill. + Kansas City 5, Kans. + Berkeley 10, Calif. 


February 15, 1956 














305-17 TEN EYCK ST.e BROOKLYN 6, N.Y.eTEL. 


your headquarters for 


Y SOUND ENGINEERING SERVICE 
/RUGGED LAUNDRY EQUIPMENT 


CUMMINGS-LANDAU 


LAUNDRY MACHINERY CO., INC. 


HYacinth 7-1616 «Cable Address ""CUMLAMAC”’ 











cant advance in safety and ve- 
hicular control leads the list of 
developments to be introduced 
on Chevrolet’s more powerful 
and versatile truck fleet for 
1956 

Designed to meet virtually 
every specialized truck require- 
ment, the new line of 65 models 
available on 15 different wheel- 
bases features: automatic trans- 
missions for all models except 
school buses more powerful V8 
and six-cylinder engines; satety 
advances, including new sealed- 
beam headlights, an optional 
governor for the high-powered 
truck V8 and a hydraulic re- 
tarder that is part of the Power- 
matic mechanism augmenting 
the regular braking 
tubeless tires as standard equip- 


system; 





YOUR REQUEST 


for further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your letter- 
head. Be sure to mention 
STARCHROOM LAUNDRY 
JOURNAL. 











ment on all models; high-ca- 
pacity coil-spring clutches with 
multispring standard 
with all truck V8 engines; re- 
designed interiors and an ex- 
terior that further emphasizes 
the “load pulling” look of the 
1955 models 

Illustrated are two popular 
Chevrolet light-duty 
the l-ton panel at left and _ its 
14-ton counterpart. 


design, 


mode Is, 


Apex All-Purpose Tub 











Apex Electrical Mfg. Co., 
Cleveland, Ohio, has announced 
the introduction of a new roll- 
around, all-purpose Fiberglas 
tub designed for use in commer- 


cial and quick-service laundries 
and_ other operations that re 
quire frequent movement of 


materials. 


Keyes-Davis Catalog 


The Keyes-Davis Company 
recently issued a new illustrated 
catalog and price list for laun- 
dries and drycleaners. It con- 
tains over 40 illustrations and 
lists over 75 spec ialty items used 
by the industry, including net 
pins, marking pins, pin carriers 
pin and tag combinations, pin 
trays, overall tags, hand num- 
bering outfits, bulk straight and 
safety pins, sorting bars, sorting 
racks and sorting bins. 

Copies of this reference cata- 
log are available from The 
Keyes-Davis Company, 14th St., 
Battle Creek, Mich. 


Stonhard Protective Resin 


Stonhard Stontreet is a new 
pitch-base bituminous resin of 
liquid consistency for protecting 
macadam, concrete, asphalt or 
blacktop surfaces. On bitumen 
and concrete roofs it forms a 
protective film that is said to 
resist atmospheric acids, smoke, 
fumes and water penetration, 
and on driveways it protects 


against gasoline and oil drip 
pings. 

Stontreet is also said to resist 
salt spray, alkalies and excessive 
water. It produces a dry film 
and is not slippery even when 
wet, according to the company 
It can be applied over damp 


surfaces, comes complete, ready 
to use, and may be either 
brushed or sprayed on. For 


complete information write to 
the Stonhard Company, 1306 
Spring Garden St., Philadelphia 


23, Pa. 


Sport-Shirt Manual 
By Bishop David Freeman 


A new two-color pocket man- 
ual on how to finish sport shirts 
without glaze at dress-shirt 
speed and cost by attaching 
Freeman laundry = sport shirt 
press plates to the heads of 
regular shirt presses is being 
offered to plantowners by the 
Bishop David Freeman Co. The 
company points out that these 
plates attach to the heads of 
shirt presses quickly and easily 
without making any adjustments 
on the presses. 

All sport shirts can be fin- 
ished without glaze, according 
to the company, and no classi- 
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18-inch 
tumblers in the 


fibers is deemed ment in its 
The plates feature 
special hooks fitted with knob 


handles, makes it 


fication of 
conditioning 
a perforated door that 


necessa;’ry 
form ot 
permits the operator to get an 
ble to change a sport shirt unit other load ready and placed in 
back into a unit by the tub while the tumbler is in 
simply removing the plates Previously, the tub 


which possi- 
dress shirt 
operation 
was ke pt over the open end of 
tumbler load 
been put in, to keep any of the 
garments or flatwork from spill 
Phis 
it impossible to have an- 
load 
put in the 


A free copy of the new pocket 


manual is available from Bishop the after a had 
David Freeman Co 1600 
Foster St., Evanston, II 
ing out while rotating 
made 
other 
Purkett Tumbler Feature to be 
The 
with the 
bler 
the tumbler 
unloading 
tumbler 


position, the 


and waiting 
tumbler. 

Svric hronize d 
tum 


whe n 


ready 


door IS 
operation of the 
to rise automatically 
over to the 
When the 
returns to the loading 
tub with the 
up to drop the 


swings 


position 


new 
swung 
tumbler; the 
when the 


load Is 
load in the 
swung into place 


door is 
tub 
returns again to its loading po 
sition 

Purkett that 
the door is optional equipment 
on the 18-inch-size 
The 
new 
ated 
de pth are 


accommodate the 


has announced 
Thai hine 
company also advises that 
4-inch-deeper perfor 
total 
that 


load 


and 
tubs 16% 
being 


inches 
used so 

they can 
Purkett Mfg. Co more easily without spilling ove! 


announce d a 


Joplin Mo : 


new develop the top 


has 


BULLDOG 2 X 2 
WOVEN NETS 


PRINTED & SOLID COLORS 


Here's the net that sets the standard in the industry for 
quality and service Bulldog 2 x 2. Woven on modern 
looms of the finest heavy duty bright duPont high tenacity 
nylon, we guarantee it to be the finest net of its kind in the 
field, without exception. 

If your laundry is not among those using this long wearing 
net, call your jobber today and get set for a very pleasant 
surprise. For you will see in actual operation, in your own 
plant, how the engineered toughness and fine quality of our 
Bulldog 2 x 2 result in economies that make it the smartest 
net buy on the market. 


predrying 


Leaflet on Tax Appeal Procedure 


The Small Administration 
leaflet explaining methods by which a small business owner 
| the Service findings on his 


Business has issued a new 


can appea Internal Revenue 
income tax. 

If a company 
Internal 


Revenue 


with the findings of 
both in Internal 


rhe leaflet 


explanations of 


owner does not agree 
teve he 1 } 

ievenue i¢ Can appea lS Caseé 
in the United States Courts. 
accompanying chart detailed 
various steps in appeal procedure including preliminary find 
appellate procedure and the ourt 


90-day and the U. S. Court 


and 
the 


and 
Vive 
formal protest tax « 
after the 


ings, 
procedure period, 
system 

The leaflet, “Appeal Procedure for Income Tax ¢ 
No. 64 in the SBA’s series of Management Aids and 


obtained from all SBA field offices 


ases 1S 


Call be 


One-Day Workshop in Oakland 


Laundrymen were enthusiastic about the facts and figures, 
the demonstrations and the production principles covered 
at the one-day workshop clinic held at the Peerless Laundry 
Oakland, Calif., December 3, and sponsored by the Cali 
fornia Laundry and Linen Supply Over 350 
attended the presentation which was prepared by 
Jack Bariteau, Jack Elberling, 


Santucci, Fornaciari and 


Association. 
persons 
Claude Lucas, 
Ray Calou, Al 
Whyte. 
Round-up of new ideas, new 


Las Vegas the week end of March 2 


Lew Parce, 


Ray Grenville 
aundry 


group is holding an All-Western L 


new 


California 


methods and trends at 


BULLDOG 


BAR - MASTER 
KNITTED NYLON NETS 


This photo shows the actual net size of our Bulldog Bar-Master 
net .. . but only a trial, in your own washers will point up 
the many advantages inherent in the ‘slow-knit’ method by 
which they are manufactured in our mill: Scientifically bal- 
anced; open knitted for free washing action; preshrunk, will 
not stretch or ‘hour glass’ in shape. Expands in width, handles 
all types of wash safely; Easy on hands and buttons; Easier 
loading, pinning, washing, loading and sorting. Longer wear- 
ing . . . Best dollar for dollar net value in the field. 

Your jobber has all sizes and colors in Bulldog Bar-Master 
nets. Order today. 


) Oe ee ee Pee 


RED BANK ° 
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New STAD-SPUN & STAD-TEX 
PRESS COVERS 


“ PLANTS 


ACROSS 
the 
NATION 
ATTEST 


37% 
EXTRA 
WEAR= 


Says the Stadham ‘Cover’ Girl, ‘‘As originators of 

treated nylon covers we have improved the exclusive 

formula to assure longer wearing qualities . . . better 

fabric finishing . . . increased production. Write your 

distributor for a Stadham Glossary that defines the 
various types and uses of Stad-Spun 
and Stad-Tex Press Covers.”’ 


INC. + HEXAGON DIVISION 
20TH ST. PRILA,:.21, Pe, 


COMPANY 
1825-31 N. 


PADS ® COVERS ® BAGS ® APRONS® NYLON TAPE ® TEXTILE SPECIALTIES 
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In The Wash... 


Union Interest in Macintosh Report 











Dear Editor 
I thought 
LAUNDRY JOURNAL 
I was especially impressed with the article, “What's Wrong 
With Laundry Service,” by MacIntosh Associates 
I would like to secure 200 reprints of this article, if they 
are available. If no reprints are available | would like to s¢ 


1955 


was an exceptionally informative 


your December issue of STARCHROOM 


issue, 


cure permission to reproduce the article, giving full credit 
to STARCHROOM LAUNDRY JOURNAI 

I believe that if our local unions had this information they 
to make 
proving the quality of work and thereby benefit the laundry 


would be able a definite contribution toward im 


industry 
HERBERT S. SHOCKNEY 


Director of Research and Education 
Laundry Workers’ International Union 


Indianapolis 4, Indiana 


Better Salesmanship the Answer? 


Dear Editor 
No one was more impressed with the MacIntosh Presen 
let's 


stop and give this general viewpoint a light once-over-lightly 


tation than I was. But, before we all get carried away, 


Nothing is perfect and the laundries are no different than 
cigarette manufacturers, automobile makers, bread bakers 
candlestick makers, all of 
quality-control problems. You have no doubt experienced a 


and whom have very rugged 
pine needle in your cigarette, a bad transmission in your new 
Chevy, or what have you. I am certain, however, that these 
people work diligently and long to keep such occurrences at 
a minimum, and yet, with a standard product to turn out 
they do have these problems. 

You can bet one thing, too, they do not take these prob 
lems and advertise them at their national conventions. 

It was my experience, as a traveling industrial engineer in 
that 
when a plantowner can’t sell, he goes downstairs and bawls 
the daylight out of the plant superintendent. 

You can’t really give the drivers any trouble; they are out 
drinking coffee. You can’t bother the sales manager much; 
he’s out looking for the drivers. The plant engineer didn’t do 
it, so let’s look up the superintendent or production manager 
and tell him we can’t sell the lousy product he is turning out. 

Now let’s face it, the lousy product he is turning out 


the laundry and drycleaning industries for 10 years, 


pleases enough people so that in the face of the millions and 
millions and millions of advertising dollars spent by washing 
machine manufacturers and soap and detergent hucksters, 
we still sell quite a few and are not slipping too badly. 

That lousy product is almost inevitably sold well by one or 
two salesmen in every organization. But when sales slip, 
let’s go find the plant superintendent, or at the MacIntosh 
level, let’s rally around the conference table and do what we 
know best. Let’s organize and procedurize and theorize and 
tear up the layout or, when in danger and in doubt, pound 
the table, scream and shout. 

It would seem to me, that just maybe, they have run out 
of good sales ideas at MacIntosh. That isn’t unusual. All con- 
cerns have a tendency to run into some dry wells in the sales 
department after a while. The old surefire formulas don't 
pull like they used to. That hot contest cools off. Yes, and 
that new laundry with the hot-rod manager, with an awful 
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thirst for sales, might just be crowding out fat old lethargic 
hides a little. 

So, let’s go, find the plant superintendent and give him 
the devil, but let’s not tell the sales manager that if he 
doesn't get a little more magic in his thinking, hell be back 
pounding a beat. Why not? Because, if we do, he'll tell us 
we have a lousy product! 

Well, I say, there is plenty of room for improvement in 
the laundry bundles, but I also sav that a rigged bundle with 
three different starch grades in the same bundle and every 
thing from baby boots to silk panties doesn't determine 
quality, or the lack of it, in Jaundry as such. 

Quality is whatever sells! They went into a lot of towns 
against a lot of competitors and sold like fury. They were 
hot and they knew it! Let us bow our heads; the fire seems 
to have died a little. I, for one, would rather they had come 
full of steam and sales talk and a few less mortality statistics. 

The same careless employees that shined those silk pants 
may become inspectors in the middle of the proposed under 
wear pressing inspection department, and do the same lousy 
job of inspecting that they did at pressing. When that hap 
pens We can all vO out and have coffee with the salesmen 
and beef about that lousy plant superintendent who turns 
out that lousy product we magnificent salesmen can't sell. 

B. B. VAN Korn, President 
Frank’s Improved Laundry, Inc. 


Buffalo, N. Y. 


Brazil Has Modern Laundries, Too 


Dear Editor: 

We have read with interest an article in the September 
1955 issue by Mr. Eugene McClatchev, concerning an Ama 
zon Laundry in the Brazilian jungles. It is a definite fact that, 
in that particular part of this country, untold difficulties exist, 
which retard to a great degree any trend toward modern 
ization, 

From the standpoint of power, water, machinery and tech 
nical know-how, it probably will take many years before a 
better report can be made on an Amazon laundry. 

But actually, there are places in Brazil where the industry 
may be viewed in a more favorable light. In Rio de Janeiro, 
one of the most beautiful cities in the world, laundries and 
drycleaners are very progressive. I am an expert in this in- 
dustry and have had the opportunity to be in contact with 
the most modern laundries in the world. Some time ago | 
had the opportunity of visiting the Cia. Lavanderia Confi- 
anca which, in my opinion, is probably tops on the South 
American continent. No other plant is better equipped from 
the technical, mechanical and production points of view, to 
service from 25 to 27 tons of flatwork and 500 pounds of 
drvcleaning per day... . 

The firm boasts 3 branch stores and a fleet of 35 pickup- 
and-delivery trucks kept in tip top shape by Confianga’s own 
garage, which is better equipped than 99 percent of Rio’s 
most modern garages. ... 

This 50-year-old plant is operated by the Teixeira family 
and employs more than 400 persons ... Six years ago the 
plant was completely modernized in order to reach the 
CR$3,500,000 (Cruzeiros) volume per month, At this writing 
the Cruzeiro on the free market is worth about 70 to a 
U. S. A. dollar. It must be admitted that a $50,000 U. S. 
dollar business per month in a laundry is not small, even in 
the U. S. The minimum daily wage in Rio is CR$80.. . 

STANLEY J. (Danny) GoGan 


We are informed that Mr. Gogan is credited with having 
designed and installed, as well as organized, the largest dry 
cleaning plants in Brazil. Among them: the Brazil Air Force 
Plant, A.B.C. and Alladin in Rio, Eureka in Bello Horizonte, 


Pampa and O.K. in Porto Alegre, etc. —Eprror 
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M yr. Laundryowner 


If it's cost reduction and increased profits you're 
looking for—investigate the casters and wheels 
that were designed especially to withstand the 
hard usage of laundry service 


DARNELL 


CASTERS & WHEELS 
]. LONGER EQUIPMENT LIFE 
2. GREATER FLOOR PROTECTION 
3. EASY EQUIPMENT MOVABILITY 


There's a type of caster for évery laundry need. 
Write for the Free Darnell Manual describing 
the many swivel and stationary types adapted 
to Laundry plant requirements. 


gene “9 


DARNELL CORPORATION, LTD. 
DOWNEY (LOS ANGELES COUNTY) CALIFORNIA 
60 WALKER STREET, NEW YORK 13, NEW YORK 
36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS 








from the 


ALLIED TRADES 











Dow Announces New Sales Appointments 


PRESTON C. McCUTCHEON 


Preston C. McCutcheon, sales 
drycleaning  sol- 
for The Dow Chemical 
Company since 1943, has been 
appointed to a new position in 
the training 
program, according to an an- 
Donald Wil- 
liams, vice-president and direc- 
tor of sales. Succeeding Mr. 
McCutcheon is Carl C. Castle, 
who has been on the Dow Or- 
ganic Chemicals Sales staff for 
the past three years as product 
handling the sale of 
derivatives and Metho- 


supervisor ot 
vents 


company’s _ sales 


nouncement by 


manage! 
benzene 
cel. 

Mr. 


with Dow 


has been 


His new 


McCutcheon 


since 1937. 


CARL C. CASTLE 


responsibilities will include not 
only the selection and _ training 
to their entering 
but the 
continuing 


ot men prior 
field work, 
development of a 
program to provide on-the-job 
training and field assistance in 


sales also 


sales and sales promotion. 

Mr. Castle joined the Seattle 
office staff in 1946 to spec ialize 
in the applications of phenol in 
the manufacture of plywood and 
hardboard. In 1953 he was as- 
signed to Organic Chemicals 
Sales in Midland, Mich., and as- 
sumed duties of broader scop« 
for the development and exten- 
sion of markets for benzene de 
rivatives. 


Clinton, Standard Brands Announce Sales Agreement 


Assets of Clinton Foods’ corn 
processing division, Clinton, 
Iowa, will be sold to Standard 
Brands, Inc., according to the 
terms of a sales agreement an- 
nounced jointly by Richard M. 
Moss, chairman of the board 
and president of Clinton, and 
Joel S. Mitchell, president of 
Standard Brands. The proposed 
sale will be submitted for ap- 
proval of Clinton Foods stock- 
holders early this year. 

“This move will bring to- 
gether two leaders in related 
fields,” H. A. Bendixen, Clint- 
on’s vice president and general 


sales manager, stated. “Assur- 


86 


ance has been received from 
Standard Brands’ 
that it intends to continue op- 
eration of our corn processing 
plant as a separate Clinton di- 
vision. There will be no changes 
in personnel at the Clinton office 


or in the field.” 


management 


Davies-Young Patent 


A basic patent, No. 2,729,576, 
covering the development and 
use of antistatic drycleaning 
materials, has been granted to 
The Davies-Young Soap Com- 
pany by the U. S. Government, 


according to R. H. Young, presi- 
dent of the company. 

Developed by Davies-Young 
under its long-range research 
program in the field of the elim 
ination of static in the dryclean- 
ing industry and directed by D1 
Ralf B. Trusler, the patent was 
received by Dr. Trusler and as- 
signed to the company. Addi 
tional patent applications cov 
ering products and processes 
are pending. 

The patent discloses the elim- 
ination of static electricity from 
fabrics in washers, in drying 
tumblers and in subsequent fin- 
operations. Mr. Young 
that this patent 
the trademarked “Lint-Free, 
Cling-Free” method of 
cleaning promoted by the com- 
the trademarked 


“Buckeye Clean 


ishing 
states covers 
dry- 
pany under 
name of 
Charge.” 


Divco Promotes Evans 
Austin kK 


Evans from sales representative 
of Divco Corporation, Detroit, 
to the new position of Eastern 
district was an- 
nounced Roy H 
Sjoberg, vice-president in charg 


The promotion of 


sales manager 


recently by 


ot sale Ss. 

Mr. Evans’ new responsibili- 
ties embrace dealer operations 
and fleet sales in western New 
England, eastern New York 
State and New York City. He 
has been with Divco Corpora 
tion since 1939 in various sales 
and service capacities. He will 
headquarters at 344 
Ave., White Plains, 


maintain 
Central 
N. ¥ 


Record Year for Unipress 


Ira C. Maxwell, president of 
the Unipress Company, Minne- 
apolis, Minn., 
cently that 1955 was a 
sales year for the company and 
that prospects for 1956 are even 
more encouraging. 

Mr. Maxwell credited the 
sales increase primarily to Uni- 
press distributors and their sales 
programs, to the development 
and introduction of the Unipress 
2-girl Glide-O-Matic shirt fin- 
ishing unit and to the accept- 
ance of the Unipress Rotomat- 
ics by the trade. 


announced = re- 
record 


Hoyt Buys Sterling 


18 3 a 

Harry Hoyt, 
Hoyt Manufacturing 
tion, Westport, Mass., 
nounced the purchase by his 
Sterling Air Con 
ditioning Corporation, Gastonia, 
N. C., manufacturer of Sterling 
solvent conditioners. The Ste1 
ling will become 
a subsidiary of Hoyt the 
Sterling prod- 
the 


president ot 
Corpora 
has an- 


company ot 


organization 
and 
manutacture of 
will be 
plant in Gastonia 

The Sterling 
tioner, which will be known in 
the future as the Solvo-Stat, has 
been added to the Hoyt line of 
equipment for the laundry and 


ucts continued in 


solvent condi- 


drycleaning industries. It auto 


matically controls the 


ture of petroleum or synthetic 


tempera- 


solvents at any desired temper- 
ature, according to the manu- 
facturer. To install the unit be- 
tween the filter and washer, it 
is necessary only to connect to 
an electrical circuit and steam 
The 
no water is required, Two units 
will be available to match filter 


1.000 to 3,000 


supply. unit is air-cooled; 


capacities from 
gallons per hour 

Additional 
complete specifications are avail 
able from Hoyt Manufacturing 
Corporation. 


information and 


Solvay’s 75th Year 


Solvay Al- 
lied Chemical & Dye Corpora- 
tion, New York, enters its sev- 
enty-fifth chemical 
manufacturing in 1956 with the 
completion of its new hydrogen 
peroxide plant at Syracuse, 
N. Y., and with work 
way on its new chlorine-caustic 
soda facilities at Brunswick, Ga. 

Founded in 1881, Solvay 
built this country’s first soda 
ash plant at Syracuse. The suc- 
cess of this facility resulted in 
the construction of a second 
plant at Detroit in the 1890's 
and third at Baton Rouge, La., 
in 1935. At the latter plant 


Proc ess Div Isilon, 


year of 


under 
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REASONS WHY 


The Original 





allaway 


Knitted Nylon 
Callanet 


ANSWERS 
ALL YOUR “NET” 
PROBLEMS 


. Provides streamlined, lightning-fast . Low absorption—very little to extract. 
a 8. More pounds per wheel—bigger pay loads. 

. Pin punctures disappear. 

. Day-light mesh that won't “fog up’ — 
lintless. 

. Free passing of insolubles. 11. Long lasting—dollar saving. 

. Suction action—cleaner, whiter loads. 12. Available in solid colors or with colored 

. Faster dumping without reversing. overedging. 


9. Labor saving—time saving—space saving. 


10. Thickest “bleach-resisting” yarn. 


For economy’s sake—compare our laundry net prices by weight 


In use by America’s leading laundries from coast to coast. Be sure you get all the 
profitable facts. Contact your Callaway Representative for more information about 
CALLANET—the laundry net that’s made the way you'd make one. 














ml 
*Reg. U.S. Pat. Off 


Callaway Mills wwe. 


SALES SOLICITORS 
295 Fifth Avenue, New York 16, N. Y. 


Chicago 54 * Boston 11 ¢ Detroit 1 ¢ Atlanta 3 *« Akron 8 
San Francisco 3 ¢ Los Angeles 12 * Dallas 7 


Towel Ensembles * Rugs and Carpets « Laundry Textiles ¢ Terry Mats 
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ane 
ATTACH TO YOUR LETTERHEAD 


Do You Build Your Own 
Washing Formulas ? 











Lever’s pure concentrated soaps dissolve 
instantly, producing heavy, full-bodied 
suds for the efficient washing of cottons 
and linens: 








For complete information, mail ad to: 
LEVER BROTHERS COMPANY 
390 Park Avenue, New York 22, N. Y. 


SPUNN DIAMOND 


SPUNN DIAMOND 


Easy to handle, these 
pure soaps appeal par- 
ticularly to launderers 
who build their own 
soap tank before add- 
ing to the wheel. They 
can, however, be added 
dry to the wheel. 


88% Flakes 


92% Powder 


THERE IS 






UNIPRESS 


BEST FOR WINGS 


AMERICAN 


“2-IN-1” NYLON 


Greater Resistance 
AJAX 


DOES A BETTER JOB 
ON ALL CABINET UNITS 


Has Greater Cushion.. 


AND EXPANDERS 


AND CABINET PRESSES 


THEY ARE MADE FROM 
ALL ONE PIECE 


e No flannel or cover is necessary 
e You put it on and it does the job 








To new customers who have ! 
not used our ‘‘2-IN-1"’ Nylon ! 


YOUR MONEY BACK 
IN FULL 


panders for $2, use them, 
and if not completely satis- 
fied YOUR MONEY WILL BE 
RETURNED IN FULL. 








| 
! 
Order a set of Wings or Ex- 4 
! 
I 
i 
| 
. 


PROSPERITY 


The ZUCKERBERG CO. 


FREE OFFER 


With orders for a complete 
set for your Cabinet Press, 
we will include an additional 
set of Wings or Expanders 
ABSOLUTELY FREE. 

(When ordering, state manu- 
facturer’s make and model 
number—NOT serial number.) 





87 Franklin Street 
New York 13, N.Y. 





SS 


chlorine facilities were subs« 
quently installed. In recent 
years a modernization and ex 
pansion program has taken 
place at Solvay’s Svracuse 
works and new plants have 
been built in other areas 

An entirely new soda ash 


plant was completed this year 
at Syracuse. 

Servicing Solvay’s customers 
and production units is the re- 
search staff and technical serv- 


ice section housed in the com 
pany’s new research laboratory 
at Syracuse. Solvay maintains 
a technical service section 
manned by — specialists who 
serve the textile, cotton bleach 
ing, glass, pulp and paper and 
other consuming industries 

C. P. Hackett, Solvay’s di 
rector of development has ce 


clared that he foresees a future 
as challenging as anything Sol 
vay has ever experienced 


Belgian Industrialist To Distribute Ajax Press 





Emile D’Hooge, president and 
owner of a manufacturing firm 
that makes laundry and dry- 
cleaning in Ghent, 
Belgium, will be European dis 
tributor for a new type of shirt 
manufactured by Ajax 
Machine Corporation, 


equipment 


press, 


Pressing 


Salt Lake City, { tah Mi 
D’Hooge saw the equipment at 
the Paris Exposition held in 
Sept mber. 

Shown = above are lett to 
right, Nicholas L. Strike of Ajax 
Earl J. Glade, mavor of Salt 
Lake City, and Mr. D’Hooge 


Metropolitan To Handle Forse Equipment 





The Metropolitan Dry Clean 


+ 


ing Machinery Company of 
New York, N. Y., has been au 
thorized to sell Forse laundry 
equipment in the New York 
City area and in Connecticut 
according to an announcement 
by Forse sale S manager R i\ 
Solomon 

Pictured above are two mem 


bers of the Metropolitan organi 


zation, Frank Sadlow, left, and 
Sal Castellano, right, receiving 
instruction in the operation of 


the Forse Body-Master from 
Forse inspector Raleigh Mckay 


These two men have completed 


an intensive tactory-training 
course covering all phases of 
Forse equipment 


Boxt Incorporates 


After 10 vears issociation 
with the sales department of a 
large laundry textiles — firm, 
Frank | Boxt has formed his 
own corporation, according to a 
recent announcement Frank 
Boxt, Inc., Laundry Supplies 
Hospital Textiles, is located at 
1516 Lowell Ave New Hyce 
Park N y 
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Cowles Appoints Robinson of engineering designs and tea 


tre venue o vet ston TM hi ih oi a 


ers’ immediate, as well as future, 


truck requirements,” Mr. Buz- 
ah PUNISHMENT 
Mr 


Colacuori will visit Inter- 
national truck customers, deal 


ers, branches and _ districts in Strength & Endurance 


connection with his new assign 

ening at low initial cost! 
N. L. Ginder, sales engineer- 

ing consultant, has succeeded 

Mr. Colacuori as general super- 

visor of motor truck sales engi 

neering. Mr. Ginder has served 

since 1946 with the motor truck 

division in various service and 


sales engineering capacities 


MATTHEW D. ROBINSON 
Equipment Sales Record 
Matthew D. Robinson is the At a recent national meeting 
new technical man for northern in Philadelphia of all Detrex 
New Jersey for the Cowles distributors, H. R. Norgren 
Chemical Company, Cleveland, general sales manager for the 
Ohio. His appointment was an- Drycleaning Division, Detrex 
nounced recently by W.. J. Corporation, Detroit, Mich., an- 
Schleicher manager Cowles nounced that sales of dryclean 
laundry department. Mr. Rob- ing equipment were at an all 
inson has most recently been time high in 1955—54 percent 
managing a laundry in Fair over 1954, which was the best 
Lawn, N. | year saleswise prior to this an 
nouncement. Mr. Norgren went 
on to predict that 1956 sales otton 
Colacuori Appointed would show an even greater in 
The appointment of Sal Cola- ow L AU MM ke RY aM ET 6 
cuori to the newly created po- 
sition of sales supervisor, motor 
truck product development, has bie 
been aaaaead by R M. Buz- Ald, Inc., Advertising by ANCHOR-ROME 
ard, manager of sales, motor Ald, Inc., Chicago, Il., has ” - 
do the best job in your washer 


truck = division, International appointed Herbert Baker Advert 
Harvester Company, Chicago 1, tising, Inc., Chicago, Ill. to 

Ill handle its advertising, merchan @ Stick to the wheel for thorough ‘washboard 
| . 
action’ 


“This new position was cre- dising, sales promotion and 
ated in order to facilitate the Laundromat development pro 
constant study and evaluation gram Lower initial investment 


Do not snag easily 


Tingue, Brown & Co. Elects New Officers Open LENO mesh allows greater penetration 


Proven by years of experience 


NYLON also available! 
Have you tried our nylon LENO net #803... 
now in its second year of service to many 
satisfied customers. 


Ask your supplier today about our 8 Ib. net 
#796, specially designed for diaper laundries. 


Iselin- Jefferson 
Company. Inc. 


JOHN W. FOSTER WILLIAM M. TINGUE 
: Selling Agents 
John W. Foster, president of group held in December at the MAIN OFFICE: 90 WORTH STREET, NEW YORK 13, N.Y. 


Tingue, Brown & Co. for the principal office of the company UPTOWN OFFICE: 1430 BROADWAY, NEW YORK 18, N.Y. 
past 18 years, was elected chair- at 1765 Carter Ave., New York | 


NX \ ATLANTA BALTIMORE BOSTON 4iCAGO CLEVELAND DALLAS DETROIT LOS ANGELES 


man of the board of directors } 


w p MONTREAL PHILADELPH S¥.40uls $. FRANCISCO TORONT 
at the annual meeting of that William M. Tingue, who has wopsiaalatees ‘ cain Sidibateatin ss _" 
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COM-PAT 


1. No Pinholing 
2. A Tremendous Reduction In 
Tensile Strength Loss 


3. Excellent Stain Removal 


Pat says: 
Whiter, brighter work assures satisfied customers. Cut tensile strength 
loss and eliminate damage claims with Com-Pat. Com-Pat is the bleach to use with 
launderable fabrics because— 


COM-PAT is a SAFE, SOLUBLE, fine granular bleaching material for use directly to the wheel, 
it eliminates any need for tanks, crocks, carboys and the testing of stock bleach solutions. 


offers these advantages 

4. Superior Brightening Properties 
5. Better Storage Stability 

6. No Formation Of Lime Soa- 

7. More Convenient To Use 


Manufacturedby MARTENS CHEMICAL CORP. 


8. No Pre-Dissolving 
§. May Be Used On Nylon Or 
Rayon 
10. No Danger Of Fire Or Explosion 
Reg. U.S. Patent Office (Pat. Pending) 
243 Clinton Avenue, Kingston, 
Sold Through Better Distributors Everywhere 








been associated with the com- 


pany since 1938, was elected 
president and _ treasurer. His 
father, the late William J. 


Tingue, founded the company 
in 1902. 
Michael ] 


dent, who is in charge of the 


Doyle, vice-presi- 


Midwest operation, was re- 
elected to that office. Allison 
Choate, a partner in the law 


Winthrop, Stimson, 
Roberts, 
elected as a director to succeed 
the late Albert W. 
who had been’a director since 
1902. McLean, 

president of The City 

€) ee was 


reelected a director. 


firm of 


Putnam and was 


Putnam, 
vice- 


Bank 


also 


James 


Farmers Trust 


Western Names Distributor 


Western Laundry Machinery 
Co. of North Kansas City, Mo., 
has announced the appointment 
of the William W. Fox Co., 375 
N. Third St., San Jose, Calif. 
The Fox Co. will be in charge 
of distribution of the complete 
Western line of equipment for 
California and Wash 


ington, and will appoint jobbers 


Oregon 


states 


in those 








enn LAYS oy 


Southern Mills Manager 





Ay 


WILLIAM D. FRANCIS 


the 


Francis is 


William D. 


Southwestern regional 


new 
manager of the Dallas, Tex., 
office of Southern Mills, Inc., 


Atlanta, Ga., it was announced 
recently by Wiley P, McGinty, 
sales manager. Mr. Francis suc- 


ceeds Alan Stanford, who re- 
signed to enter the aviation 
field 


Write, wire 
or phone for 


complete 
Model Cay information. 
CABINET BOSOM 
BODY YOKE PRESS 
Pat. Pending Each of these 


models can be 


AJAX ‘“iierann 2dded individu- 
ally or as 
a unit. 

Model CCW 
yy Conversion 
diagrams 
a sent free 
on request. 





WESTERN LAUNDRY PRESS CO. - SALT LAKE CITY, UTAH 
Manvfacturers of AJAX Laundry Presses Since 1929 








ent of laundry textile produc 
tion and 


that pe riod. 


Associated with Southern 
Mills for eight Mr. 
Francis served as superintend- 


years, development during 


Ludell Purchases Bready Patents 


Ludell Manufacturing Com 
pany, Milwaukee, Wis., has an 
nounced the the 
patents and rights to manufac 


Milwaukee 


spec ialize d In 


Bready, engineers, 
who have the 
manufacture of plant equipment 


purchase of 
for waste-heat recovery and hot- 


ture and sell the Bready Systems water heating in the laundry 
of waste-heat recovery and of and textile fields. The Breadys 
hot-water heating. continue to be active with 

Che Bready systems are a de Ludell in a consulting and ad 


visory Capacity 


velopment of William and John 


Dacron Automatic Comforter 


The new “Electropuff” automatic comforter manufactured 
by Julee Comforter Manufacturing Company, N. Y., is made 
with Dacron polyester fiberfill, a product of E. I. du Pont 
de Nemours & Company. It is said by its manufacturers to 
be the first automatic comforter ever offered in Dacron, It 
is described as being both machine- and hand-washable. 

The Electropuff is certified by the Underwriters Labora- 
tory, the American Institute of Laundering and has the Good 
Housekeeping Seal of Approval. In machine washing, a 
short wash cycle is recommended. After thorough rinsing, it 
should be hung to dry and never dried in an automatic drier. 





TAG-O-LECTRIC | 
THE UNIVERSAL 
TEMPORARY IDENTIFICATION 
MACHINE for 
LAUNDERERS & CLEANERS 


Makes, marks and power staples 
temporary identification tags to 
pieces. Precision, selective single 
<= or double stapling. Time-saving 
system of coding by color, num- 
bers and letters. Flag tag dis- 
penser. With Tag-O-Lectric you 
adapt control to your operation 

.. not adapt your operation to 
a system. 


TEXTILE MARKING MACHINE CO., Inc. 











| 246 Walton St. Syracuse I, N.Y. 
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Record-High Sales Announced 
At Consolidated Forum 


President Murray Cohen is shown above presenting 10 shares of Con 
solidated Laundries’ stock to each of three veteran employees with 
more than 40 years of company service apiece. They are, left to right, 
Robert Martin, Industrial Uniform, Abraham Shapiro, 62nd St., and 
Charles Speehr, General Office Field Engineer, being handed his stock 
certificate 


Recipients of Service Certificates and Buttons are shown above, left to 
William Markowitz, 62nd St.; Edward Beasley, Mayflower; 
Maurice Meadow, Warehouse; Elmer Gilliar, Newark Family; Herbert 
Reahl, Mayflower; Herman DiGisi, Newark Family; John N. Salerno, 
Mayflower; Edward Schmidt, Newark Family; Herbert Jelley, Gold 
Seal; J. F. Toscano, manager, Newark Linen; Samuel Seiden, Champion 
Victory; Thomas F. Mclaughlin, New Jersey Linen & Towel, and Presi 
dent Murray Cohen. With the exception of Messrs. Markowitz and 
Meadow who have 35 years, all have 25 years of company service 


right: 


Consolidated Laun- 


Was an 


consecutive 
dries has set a all-time-high sales record, 
nounced by the corporation’s president, Murray Cohen, at 
the seventh annual management forum held recently at the 
Hotel Biltmore, New York City, N. Y. More than 300 super- 
and management employees of the company partici- 


twelfth 
new 


For the vear, 


VisOry 
pated in the discussions. 
The sales for 
the highest in its history, according to the 
Mr. Cohen pointed out that in addition to the 
customary annual dividend of $1 per share, an extra divi- 
5 cents was declared in the fourth quarter of 1955. 


1955 exceeded $18,500,000 
announcement. 


company s 


company s 


dend of 2 


AIL Group Insurance Program 


Final details on a Group Life Insurance program spon- 
sored by the American Institute of Laundering were 
pleted last month. The completed program is being mailed 
to AIL members this month. The insurance will be effective 
April | providing the minimum enrollment requirements 
have been met. 

The initial plan will include life, accidental death and dis- 
memberment insurance. Hospital and surgical benefits will 
be included later if enough member laundries want it. The 
underwriter for this program is the John Hancock Mutual 
Company. Under the program, all costs are paid 
There are no provisions for partial pay- 


com- 


Insurance 
by the employer. 
ments by employees. 

The program will be offered with two selections. Selection 
A for salaried personnel only and Selection B for salaried, 
1956 


February 15, 





when it comes to 
grid plates, you can 





double talk when if come to 
ates. Double-plate double-talk 
e and half the per 
ngle GROSS STAR 


ything thot any 


mean aie e-pr 
formance Dur 
GRID PLATE. does ever 
plate in the w« rld will do—at le cost 
finishing that's fast, safe 

and economical 
per lift of head 
grid plate ever made 


PLATE 


For 
dependable for 
garments 
toughest 
GROSS STAR GRID 


—GROSS STAR 


Ne — TALK 


Bie ~ 
me renee, 
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‘t improve on the 


single 
plate 


* No Liner Needed 


* Won't “Nickel” 
Mark 


* Holds proper heat 
* Won't “Shine” 





NOT $30—NOT $25 § 
NOT $20 a 
u res 


- $21.75 
- $12.50 


— FROM YOUR JOBBER — 


over 46” 
mushroom 





* Can’t crack, 
buckle, bend, 
dent or wear thin 

* Costs less—lasts 
longer 








LOOK FOR THIS FAMOUS NAME PLATE 
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L. BEHRSTOCK 
ILLINOIS 


MFO. BY 
CHICAGO 16, 


1708 S. STATE ST 
6-6022 
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TEL. DANUBE 





oXYo 


17'S TIME 


TO INSTALL A TIME SAVING 
CHANDLER BUTTON SEWER 


Hand operated machine for the shirt 
unit. Motorized unit for the dry clean- 


ing dept. 


MACHINE 


COMPANY 


AYER, MASSACHUSETTS 








hourly-rated and commission employees. The amounts of 
insurance available will be as follows with eligible persons 
insist on divided into three classes: Class I—$1,000, salaried clerical 
for and store employees and hourly-paid plant employees earn- 
ing less than $50 weekly; Class II—$2,000, superintend- 
ents, supervisors, office managers, commissioned employees 






longer life 


on press and and hourly-paid plant employees earning $50 and more 
sides weekly; Class I1I—$5,000, active owners, officers and gen- 
g eral managers. 


CPA’s Warn of Tax Pitfalls 


“PEERLESS” 
Warnings concerning vacation pay and fringe benefits are 


(BRAND) among the pointers contained in “Tax Planning in Business 
Policy,” published recently by the American Institute of Ac 


COTTON COVER DUCK countants. 

The 152-page booklet is the transcript of a tax confer 

COTTON COVER CLOTH ence for business executives held by the Institute in coop- 
eration with the New York State Society of Certified Public 

Accountants. It is available for $2 from the American Insti- 


IN WANTED SIZES AND WEIGHTS tute of Accountants, 270 Madison Ave., New York 16, N. Y. 


Thomas J. Green, CPA, one of the contributors, states that 
although companies may deduct vacation pay accrued fort 
wep quetiiy, waned products developed ss | AB 1955, they will not be able to do so for 1956, under existing 
pressty to give superior service For tong periods. regulations, unless the rights of the employees to the vaca- 
Perfected to produce a fine, smooth finish on through your 






tion pay are fully “vested.” 






ali types of work. Also manufacturers of ‘ : : ‘ 

INDUSTRIAL TEXTILES such as: TIRE FABRICS supply Vested rights, Mr. Green explains, exist when the em 
HOSE AND BELT DUCKS * SHEETINGS * CHAFERS ployee is fully qualified at the end of the fiscal year to get 
YARNS * THREADS * COATING FABRICS » WRAP- jobber some portion or all of his vacation, without meeting other 






PING TWINES « DIVERSIFIED COTTON FABRICS. 
Other Available Facilities: 
BLEACHING, DYEING, FINISHING, SEWING 
THOMASTON MILLS, THOMASTON, GA. 
New York Office: 40 Worth Street 






requirements, such as that he be in the service of the com 
pany until July 1 of the following year. Mr. Green suggests 
that business executives review carefully their vacation pay 
plans to prevent the loss of tax deduction in 1956. 







——— aa Pre-Convention Contest for 





i ’ ser y . s 
These helpful booklets Pennsyivanians 
Can Show You HOW To: The Pennsylvania Laundryowners Association has an- 
ry nounced a pre-convention contest among Jaunderers in that 
P Solve special problems state and in bordering states on “How to increase volume 
> Train new help through route selling.” Ideas should be submitted to mem- 
> Make more money bers of the convention committee whose chairman is Allen 
1. “How To Clean Cotton Rugs” ................ $ .25 Keiper, Keiper’s Laundry, Stroudsburg, Pa., or to the Asso 
step-by-step instructions for handling shag rugs ? ee ~40 ) lee lH 1 39tl cl 
2. “Manual for Training Silk Finishers” . .. 1,00 ciation, Suite 346, Penn Sherwood Hotel, 39th and Chest 
how to tum out top quality finishing on all garments nut, Philadelphia, Pa., before the May 17-19 convention at 
“ ” ie . ae 
iliac Sg Get AEST lela = the Traymore Hotel, Atlantic City, N. J. 
4. “Storage for the Drycleaner” ............... .50 [wo winners from small plants and two winners from 
guide to vault installation and operation roa ; Con ny my ies : 
5. “Guide To Plant Layout” ......... 1.00 large plants will be selected. Each will receive transporta 
in color; how to make your drycleaning plant more efficient tion, hotel room and $100 for meals and incidentals 
6. ‘‘How To Train Finishing and Folding 
Operators in the Laundry” ....... ee os 5) a 
shirts, latwork, wearing apparel- P| o 
how to produce top quality finishing iyty ke as 7 age 
: iin hae aon” ........ tee AIL Manager To Head Committec 
For one or more of these informative books Albert Johnson, general manager of the American Insti- 
circle number and mail coupon tute of Laundering, was recently appointed chairman of the 
ee ee ee American Trade Association Executives Management Sur 


STARCHROOM LAUNDRY JOURNAL vevs committee for 1956. Mr. Johnson’s committee will be 


305 East 45th Street, New York 17, New York S-2 engaged in conducting a variety of studies and surveys on 
subjects relating to financial, statistical, personnel, office 


Send books indicated below. ; : ; 
and other areas in the field of trade association management. 


My check for enclosed. 1] 
r ' —$ —«- . — A past director of the association, Mr. Johnson will have 
1 [9] \ fat FE 7] 
1 2 3 | 4 5 6 | | 7 | executives from other trade associations serving with him. 
+ | = 
. Four Tax Interpretations 
ame 


- Through a series of letters with Internal Revenue offi- 
sien cials, the American Institute of Laundering has obtained 


Street clarifications of the following phases of the tax law: 
) > om . > > > 
City Shane 1. Prizes and awards given to employees for the per 
formance of their regular functions must be considered part 
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of their remuneration. This is true even though the prizes 
and awards may be purchased in advance of their presen- 
tation. For example, at a sales meeting where lottery tickets 
a box and the individual to whom the 
prizes are awarded may not be known until this ticket is 


are drawn from 
drawn. This still constitutes performance of a regular func 
tion. In such cases, records must be kept of these prizes. 

2. Any employer who wants to favor his employees by not 
withholding income taxes in the case of illness must keep 
records of the conditions surrounding that illness. If with 
holding tax is not withheld in the first week, the employer 
must be informed that the employee is or has been hospi 
talized. If withholding tax is withheld in the first week but 
not in the second or other weeks thereafter, the employer 
must be informed that the employee is ill. A mistake may 
liability to the employer for withholding taxes 
not withheld because of wrong information. The 


result in 
that are 
law provides that if an employer so desires, he may con 
tinue to deduct withholding taxes from employees drawing 
pay while absent because of illness. The employees may 
obtain refunds on their annual tax returns. 

3. From an administration standpoint, it is almost im 
possible to advise all employees at the end of the year of all 
expenses that they have paid out of pocket and for which 
a business may reimburse them. The Joint Committee on In 
ternal Revenue Taxation is firm in its position that all re- 
imbursements of expense must be shown as @ross income 
on the tax return and actual expenses must be shown as a 
deduction against that total. It is recognized that many tax 
payers do not show this detail and the department has been 
lenient because in most instances no additional tax results. 
The requirement is law and can be enforced. 

1. It is important to note that more often than not the 
employee incurs more expense than he is reimbursed for. For 
example, a 6-cents-a-mile car allowance may not 
the cost of operating the car. If the actual cost can be proved 
to be 7 is entitled to 


the gross income. 


recover 


cents, he an additional deduction of 


Council of Laundry Association Executives 
Williamsburg Inn 
Williamsburg, Virginia 
February 27-29, 1956 


National Institute of Drycleaning 
Statler Hotel 
Dallas, Texas 
March 1-4, 1956 


Ohio Laundryowners Association 
Mayflower Hotel 
Akron, Ohio 
April 5-6, 1956 


Massachusetts Laundryowners Association 
Statler Hotel 
Boston, Massachusetts 


April 6-7, 1956 


Louisiana Laundry and Drycleaners Association 
Andrew Jackson Hotel 
Nashville, Tennessee 
April 15-17, 1956 
(Continued on page 94) 


February 15, 1956 


TEAR OUT THIS AD AND~ ~~~ 
ATTACH TO YOUR LETTERHEAD 


Want to Wash. 
Delicate Fabrics 


Efficiently Yet Gently? 


Lever has designed a completely built synthetic 
to give whiter, brighter laundering in hard or 
soft waters. It is compounded with mild builders 
and one of the most efficient and stable whiten- 
ing agents known: 





FORMULA 880— 
spray-dried, free-flowing 
white granules. 

This synthetic deter- 
gent is especially suit- 
able for delicate fabrics 
and colors at mild tem- 
peratures. It is also 
compounded for heavy 
duty washing. 











For complete information, mail ad to: 
LEVER BROTHERS COMPANY 
390 Park Avenue, New York 22, N. Y. 


= 
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EXTRACTOR 


Insist On A Bock 
and 
You Will Have The Best 
We have made Extractors 
Exclusively For 35 Years 


Sizes 15” 17” 20” 


BOCK LAUNDRY MACHINE CO. 


TOLEDO 2, OHIO 











The world’s finest 
temporary marking machine 


A complete and proven system to give you greatest economy, 
ACCURACY and speed in every laundry operation 





Polymark Division 

PINNACLE PRODUCTS corp. 
56 Grand Street, White Plains, N. Y. 
1515 Gardena Ave., Glendale, Calif 
Simmonds Products of Canada, Ltd. 5800 Monkland Ave., 


Write for brochure and 
name of distributor 
nearest you 


Canada Montreal 








FOR QUICK-SERVICE PLANTS 





Key-Tag’s Model A-I5 


FLAG CHECKING 
SYSTEM 


@ faster handling 
@ no “human error” 
@ use “green” labor 


FLEXIBLE-—FITS YOUR PRESENT SYSTEM 
WRITE TODAY FOR FREE FOLDER 


KEY-TAG CHECKING SYSTEM CO. 


6505 HOUGH AVE., CLEVELAND 3, OHIO 









1 BY COLOR 

2 BY NUMBER 

3 MECHANICAL 
CODE-LOCK MAKES 
MISTAKES IMPOSSIBLE 


Continued from page 93 


Eastern Canadian Laundry and Drycleaners’ 
\ssociation 
Dela Wana Inn 
Honey Harbour, Ontario, Canada 
June 14-16, 1956 


O¢éz eg 








Thomas A. Eshelman, 57, president and treasurer of Canton 
Laundry & Cleaning Company, Canton, Ohio, died recently. Mr. 
Eshelman had headed the firm since the death of his father in 
1940. He a prominent Mason active affairs. 
Surviving are his wife and three daughters. 


was and in civic 


Thomas J. Gaburo, 58, retired president of Gaburo’s Laun- 
dry, Inc., Raritan, New Jersey, died recently after suffering a 
heart attack. Surviving are his wife and two daughters. Mr. 
Gaburo’s brother, Amedeo, who had helped him found the laun- 
dry, died on Thanksgiving Day. 


Owen W. Hughes, 91, former laundryowner, died recently. 
Mr. Hughes was born in Hollyhead, Wales, and came to the 
United States in 1882. In 1912, he started the Santa Rosa Steam 
Laundry, Santa Rosa, California, which is still in operation. Mr. 
Hughes was a 50-year member of the Masonic Order. He is sur 
vived by his wife and three daughters. 


The SIMCO 
“Midget” Static 
Eliminator is 
guaranteed to 
end all static 
problems in 
folders and 
ironers—safely, 
inexpensively! 
Write for facts. 


the SIMCO company 


920 Walnut Street, Lansdale, Pa. 
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CHALLENGE GRANTHAM 
TUMBLER 


PRE-CONDITIONS 
2400 Ibs. Per Hour 


FULLY-DRIES 
800 Ibs. Per Hour 


AUTOMATIC OPERATION 


CHALLENGE MANUFACTURING CO. 
7400 East Bandini Blvd., Los Angeles 22 
Telephone: RAymond 3-130] 

























Joseph M. Latapie, 77, proprictor of Model French Laundry, 
Hollister, California, died recently. M1 
Hollister Aerie 1017, F.O.E., 


Surviving are his wife and son. 


Latapie was a member of 


and Ligue Henri IV, San Francisco. 


Joe Shaddick of Goss-Jewett Company of Northern Cali 
fornia, San Francisco, died recently. Mr. Shaddick had previously 
been with The American Laundry Machinery Company for many 
[rained in England as a metallurgist, he joined the San 
Francisco staff of American in 1923, later became assistant man 
his wife 


years. 


ager and then general manager. Surviving are ind two 


daughters. 


Sam Speier, Sr., 77, operator of Shipley Laundry, Sioux Falls, 
South Dakota, died of a heart attack recently whil 
in Florida. Mr. Speier was a member of the Elks 


vacationing 
Surviving are 
his wife and three sons. 


Charles F. Wark, 84, former president and chairman of the 
board of Pilgrim Laundry, Inc., Brooklyn, New York, died Jan 
4 after a long illness. Mr. Wark joined Pilgrim in 1901, 
became successively treasurer and president, and was chairman 
of the board at his retirement in 1954. He was active for many 
years in the Brooklyn Kiwanis Club, the Advertising Club and 
the Chamber of wife, a 
daughter and a son. 


uary 


Commerce. He is survived by his 


Chester E. Wood, 60, owner of Kent Laundry and Dry 
Cleaning Company, Kent, Ohio, died of a heart attack while on 
Sur- 


vacation in Florida. Mr. Wood was a member of the Elks 
viving are his wife, a daughter and a son. 


FOR LAUNDRIES AND DRY CLEANERS 
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MARKING PEN 


odorless black indelible ink ls) 
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will not evaporate f 
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perfect insurance against fugitives and strays 
te GREATER INK SUPPLY 
% WON'T WASH OUT DOZEN 
% WON'T DRY OUT $468 
Thru your Jobber or write direct giving Jobber's name 


SAMUEL TAUBMAN & CO., 1 WEST 34TH STREET, hid NEW YORK 1, N.Y. 


We MARKS DARKER, CLEANER 
we WRITES SMOOTHLY ON 
FABRIC OR PAPER 


BUY BY THE 
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CLASSIFIED DEPARTMENT 











10¢ a word for the first insertion and 8¢ a word for each subsequent, consecutive insertion of the same ad. Advertisements set in capitals 
or bold face type 15¢ a word, first insertion, 10¢ a word for subsequent, consecutive insertions. Minimum charge—$2.00 (new or repeat). 
Help Wanted and Situations Wanted ads 5¢ a word for first insertion, 4¢ a word for each subsequent, consecutive 


insertion of same ad. Minimum charge $1.00 


(new or repeat). Capitals or bold face type—double these rates. 


Ads including full payment must be in our hands by the first of the month. Payment should 
accompany all orders. Add cost of 5 words if answers are to come to a box number to be 
forwarded by us. Rates are net: not commissionable. 


Mail your box number replies to STARCHROOM LAUNDRY JOURNAL, 305 East 45th St., New York 17, N. Y. 








LAUNDRIES and CLEANING PLANTS FOR SALE 


HELP WANTED 





LAUNDRY AND CLEANING plant. Modern buildings and equipment. 
Volume $235,000 has doubled last five years. Will continue. Only laun- 
dry in growing Southern California city. Ideal year-around climate 
Profitable deal for laundryman. Sell or lease buildings. Terms. Only 
selling to retire. ADDRESS, Box 968, STARCHROOM LAUNDRY JOUR- 
NAL. -2 
LAUNDRY IN ALAMEDA COUNTY near OAKLAND, CALIF., IN 
HEALTHY CONDITION. Established 50 years. Volume $140,000 yearly. 
Fully equipped with all new equipment: BOILER, FLATWORK IRONER, 
PROSPERITY 3 girl shirt unit, all put in last 5 years. 2—1955 Chevrolet 
trucks. No need for repairs or equipment replaced. Real opportunity for 
someone. Price $55,000, $20,000 down. BALANCE MONTHLY. By owner. 
ADDRESS, Box 1086, STARCHROOM LAUNDRY JOURNAL. -2 


FOR SALE: For a little more than the appraised value of building only, 
you can own my completely equipped laundry, lock, stock and barrel. 
Sales over $100,000, 1955. Payroll low %. I promise you will get your 
money back in 5 years or less. Holiday Laundry & Dry Cleaning, Button- 
wood & Cedar Sts., Reading, Pa. 1114-2 


FOR SALE—COMPLETE MODERN LAUNDRY AND DRYCLEANING 
PLANT LOCATED IN FAST GROWING SOUTHEASTERN COLLEGE 
TOWN WITHIN RADIUS OF 100,000 POPULATION. GROSSED OVER 
$200,000 FOR PAST 9 YEARS, AGE OF PLANT. ADDRESS, Box 1126, 
STARCHROOM LAUNDRY JOURNAL. -2 


DRYCLEANING plant (solvent), Bendix automatic Laundry. Ideal loca- 
tion major city Alabama. Established 1930. Rent $225. Good lease, com- 
plete equipment. Receipts $30,000 can be doubled. Owner retiring. 
RENDLOG SALES CO., 1775 BROADWAY, NEW YORK, N. Y. PL 7-5345. 

1127-2 


LAUNDERETTE—100°/, location, thriving community, large city, Arkan- 
sas. Well established, 31 Bendix washers, rent $125, receipts $25,000, 
steadily increasing. Illness compels sale, priced right. RENDLOG SALES 
CO., 1775 BROADWAY, NEW YORK, N. Y. PL 7-5345. 1128-2 


LAUNDRY—drycleaning—hat cleaning plant. Located busy university 
city, Arkansas. Established 1949. Complete modern equipment. Rent $75. 


Receipts $21,732.64. Young operator can double volume. Sacrifice. 
RENDLOG SALES CO., 1775 BROADWAY, NEW YORK, N. Y., PL. 7-5345. 
1129-2 


Central Florida—Complete laundry, drycleaning and rug shampooing 
plant, over $40,000 gross business. Price $39,500 with real estate. AD 
DRESS, Box 1149, STARCHROOM LAUNDRY JOURNAL. -2 


STOCKHOLDERS SAY SELL: Fine medium-size plant, in fast-growing city 
adjoining Los Angeles, Calif. Capital $10,000, doing over $6,000. Terms, 
10 years, $40,000 required. Fine for TWO partners. Write Broker— 
ADDRESS, Box 1143, STARCHROOM LAUNDRY JOURNAL. -2 


Laundry plant in New Jersey. Gross over $125,000. Completely equipped. 
Price $50,000 includes buildings, machinery, equipment and land for ex- 
pansion. ADDRESS, Box 1144, STARCHROOM LAUNDRY JOURNAL. -2 


ARIZONA—shirt and wearing apparel laundry grossing $35,000. Cash 
required $8,500. Drive-In Laundry & Dry Cleaners, 39 N. Arizona Place, 
Chandler, Arizona. 1151-2 


SALES MANAGER—experienced, for modern family laundry and dry- 
cleaning plant in fast-growing suburban New York City area. Applicant 
should be aggressive and sales minded. He should be an organizer with 
administrative ability and a record of good personnel relations. Position 
permanent with excellent outlook for a good future with a growing or- 
ganization. Salary $10,000 per year. ADDRESS, Box 1061, STARCHROOM 
LAUNDRY JOURNAL. -7 


MALE HELP WANTED—Capable working foreman for mechanical rug 
cleaning plant in Middle West. Prefer experienced man but will consider 
one with supervising experience in laundry or drycleaning. Real oppor- 
tunity. ADDRESS, Box 1092, STARCHROOM LAUNDRY JOURNAL. -7 


MANAGER, experience in family laundry, drycleaning, linen supply 
necessary, must know production, sales, etc. Old firm, permanent posi- 
tion, modern plant, northern California, excellent salary. ADDRESS, 
Box 1119, STARCHROOM LAUNDRY JOURNAL. 7 


Drycleaning superintendent for modern plant central New York, with 
working knowledge of all phases of drycleaning. Excellent opportunity 
with salary commensurate with ability. Laundry experience helpful but 
not essential. Give age and experience. ADDRESS, Box 1130, STARCH 
ROOM LAUNDRY JOURNAL. 7 


Laundry and drycleaning machinery mechanic, capable of installing 
and servicing complete plant equipment. Southern states. Must be ab- 
solutely dependable. Excellent salary and future. ADDRESS, Box 957 
STARCHROOM LAUNDRY JOURNAL. 7 


LAUNDRY SUPERINTENDENT—top-flight young man as superintendent 
in Midwest plant with laundry volume around $5,000 weekly. Prefer 
man 25 to 40 with family responsibilities. Future plans hold exceptional 
opportunities to the right man. ADDRESS, Box 1150, STARCHROOM 
LAUNDRY JOURNAL. -7 








SALESMEN-DISTRIBUTORS WANTED 


Salesmen wanted for New York's leading household drycleaning com- 
pany specializing in drapery cleaning, rug cleaning, carpet shampooing 
on premises, and flameproofing. Quality House Furniture Cleaners, Inc., 
312 E. 102nd St., New York 29, N. Y. 1016-14 


SOAP AND ALKALI SALESMAN—KNOWLEDGE LAUNDRY PRODUCTS 
AND WASHROOM TECHNIQUE, WANTED BY AAA NATIONAL MAN- 
UFACTURER. FOLLOWING PREFERRED. SALARY-EXPENSES-COMMIS- 
SION. SUBMIT RESUME. ADDRESS, Box 1131, STARCHROOM LAUNDRY 
JOURNAL. -14 


Be alive, young man! Here's an opportunity for several enterprising sales 
trainees to join a nationally known manufacturer of industrial chemicals 
Experience not necessary but must have sales personality, ability to 
learn quickly and be free to travel. Good pay while in training with 
opportunity to grow with the leader in its field. Write fully. Those who 
qualify will be interviewed in New York City promptly. Our representa- 
tives know of this advertisement. ADDRESS, Box 1132, STARCHROOM 
LAUNDRY JOURNAL. -14 











SITUATIONS WANTED 








CLEANING PLANTS WANTED 


WANTED TO BUY—Small laundry with cleaning, if possible, with vol- 
ume of $100,000 to $150,000 with possibility of growth. Could lease real 
estate with option to buy. Looking for reasonable terms. ADDRESS, Box 
1125, STARCHROOM LAUNDRY JOURNAL. “I 











BUSINESS SERVICE 


DIRECT MAIL ADVERTISING for cleaners-launderers that gets new busi- 
ness at low cost. Write for free samples. Reba Martin Advertising, 4201 
N. W. 2nd Ave., Miami 37, Fla. 607-10 





February 15, 1956 


10 years experience bookkeeping and accounting in the drycleaning and 
laundry industry. Familiar with all phases of this end of the business. 
Married, sober, reliable, not afraid to work. Best of references. ADDRESS, 
Box 1064, STARCHROOM LAUNDRY JOURNAL. 5 
LAUNDRY MANAGER—present position 11 years, 2 hotels—one 350 
guests, other 250. Excellent reference, both bundle and flatwork. Also 8 
years institutional references. Now available, year-round or Florida. C. 
Fred Snyder, Hawley, Pa. 1122-5 
LAUNDRY AND CLEANING MANAGER. Well-versed in all phases of 
laundry and cleaning management. Married, sober, reliable, able to fur- 


nish best of references. Interested in growing organization. ADDRESS, 
Box 1147, STARCHROOM LAUNDRY JOURNAL. 5 
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PROFESSIONAL NOTICES 


MACHINERY FOR SALE (Cont'd) 





CARRUTHERS’ BULLETIN—+he statistical Bulletin for the laundry and 
cleaning industries—weekly sales reports—monthly cost trends and 
articles of timely interest. 64 Bulletins—$15 annually—check in advance 
1 yr. $13.50, 2 yrs. $25. John Carruthers & Co., Inc., 909 Little Building, 
Boston—a statistical organization affiliated with John Carruthers & Com- 
pany, Accountants and Management Consultants, Boston, Hartford and 
Washington. 201-27 








SUEDE AND LEATHER SERVICE 


Wholesale leather and suede cleaning, redyeing, refinishing. Hun- 
dreds of satisfied customers in every state. Open account. Try our 
exclusive DAVOTEX process. You will become a regular customer. 
Cc. O. D. CLEANING & DYEING CO., 1430 Harrison St., Davenport, 
Iowa. 654-13 











REPAIRS — PARTS — SERVICE 


REPAIR PARTS FOR ASHER IRONERS; GEARS ALL SIZES. Expert service 
men. Full line of Asher ironers rebuilt by men who know how. 
BAEHR LAUNDRY MACHINE CO., 29 Calumet Street, Newark 5, N. J. 
S. SPITZER LAUNDRY MACHINERY SALES-SERVICE CO. New and re- 
built equipment. 556 East 94th St., Brooklyn 36, N. Y. We repair all types 
of laundry machines. Specializing on all Troy laundry equipment for the 
hospital and institutional laundries. Distributors for Huebsch tumblers, 
washers; Henrici washers; Bock extractors; Chicago ironers, washers, 
extractors; Glover's washers, extractors; Simplex and Gasway ironers 
Specialties—Bishop products, press hoses, steamtraps, valves, vee belts 
1152-37 





and parts. 








CARDING WIRE 


CARDING WIRE: For curtain and blanket stretchers. G. W. ROBINSON 
CO., 36 Pleasant Street, Watertown, Mass. 3240-38 


MACHINERY WANTED 


WANTED: 60” or 72” shakeout tumbler, hot or cold. Service Laundry, 
3320 W. Lake St., Chicago, Ill. 991-3 
WANTED, MONEL METAL WASHERS, al! sizes, and any other laundry 
equipment. Interested in buying entire plants for export, highest prices 
paid. ADDRESS, Box 874, STARCHROOM LAUNDRY JOURNAL. -3 
42 x 54” Troy washer, electromanual or electromatic; give serial number 
and price in reply. Rock Island Laundry, 1814 3rd Ave., Rock Island, II! 
SCHRAMM DOUBLE BRUSHER WANTED, 220 volt, 3 phase, 60 cycle 
The Amy Company, 10321 Jasper Ave., Cleveland 11, Ohio. 1145-3 
WANTED—Mone! metal washers, body presses and shirt presses. AD- 
DRESS, Box 1097, STARCHROOM LAUNDRY JOURNAL. -3 


POWER PLANT EQUIPMENT FOR SALE 


BOILERS FOR SALE: 1—Cleaver Brooks 125 H.P. oil fired #5 oil with 
new tubes; 1—New Steammaster 40 H.P. water tube oil-fired; 1—Used 
100 H.P. Cleaver Brooks 125 W. P. oil-fired #3 oil. Priced very reason- 
ably. Chicago Used & New Laundry Equipment Co., 3128 W. Lake St., 
Chicago, Ill 711-36 





























MACHINERY FOR SALE 








LIQUIDATED EQUIPMENT from America’s finest 


laundry plants. Several outstanding values on 
equipment in really excellent condition. 


_~wowwwwwe 


Huebsch 36 x 30”, 4-coil Tumbler; Troy No-Trux Extractor 
with 1 set of S.S. containers; Prosperity 2 roll, chest type 
return feed ironer; Hoffman 48” motor driven extractor; 
American 42 x 36” Norwood motor driven washer. 
Zephyr 30 x 120” return type ironer. 


ll i a i i i i i i i a a ae 


All items fully guaranteed. Many other leading items at 
low prices. Write, wire or phone 


_~wowowrwww 
ll i i di 


Keystone Laundry Machinery Co. 
411.N. Paulina St., Chicago 22, Ill. SEeley 8-1667. 





_wowweww. 
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AMERICAN CASCADE Mone! metal washers, 42 x 84”, belt drive, 4 
pocket, double end drive. $1,000 each. ELLIS DRIER 50” stainless steel 
extractor, extra set of baskets. All above in first class condition. McInnes 
Laundry Co., 2lst & Greenmount Ave., Baltimore 18, Md. 1133-4 





96 


2 HOFFMAN SHELL-LESS STAINLESS STEEL WASHERS, 44 x 84”, 2 
POCKET, STANDARD MOTOR SPECIFICATIONS. 1 HOFFMAN SAME 
AS ABOVE, 36 x 54”, 2 POCKET, STANDARD MOTOR SPECIFICATIONS. 
1 HOFFMAN OPEN END 50 LB. WASHER, STANDARD MOTOR SPECI- 
NO-TRUX EXTRACTOR WITH 2-SETS 


FICATIONS. 1—HOFFMAN 54” 

OF CONTAINERS. LESS THAN 8 YEARS OLD. PRICED FOR QUICK SALE. 
ADDRESS, Box 1134, STARCHROOM LAUNDRY JOURNAL. 4 
BLANKET WASHER, 42 x 42” American Hy-Lo with Monel tub and cyl- 
inder: 3-Y pockets, 3 sliding cylinder doors; thermostatic mixing valve, 
water level gauge, motor drive, 220-60-3 AC. Speed variation by gear 


The American Laundry 
1135-4 


shift lever. In A-1 condition, yours at big saving 
Machinery Co., Cincinnati 12, Ohio 


Five 42 x 84’ AMERICAN MASTER CASCADE DOUBLE END-DRIVEN 
MONEL WASHERS with 2-compartment, 2-door cylinders. IN EXCELLENT 
CONDITION. SOME EQUIPPED WITH NEW MOTORS and CONTROLS. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 6910-4 


60 x 126” LO-DOOR MAMMOTH CASCADE WASHER. Demonstration 
machine with new-machine guarantee. Priced at over $1,500 saving. 1200 
Ibs. dry weight capacity, y-pocket cylinder, with 12 pockets, 12 doors 
Double motor drive, 220-60-3 AC. The American Laundry Machinery 
Co., Cincinnati 12, Ohio 1136-4 


CUMMINGS-LANDAU NOW MAKING QUICK DELIVERIES OF NEW 
ALL-WELDED STAINLESS-STEEL CYLINDERS. REPLACE YOUR WORN 
CYLINDERS WITH CUMMINGS-LANDAU STAINLESS-STEEL CYLINDERS 
WITH OUR PINCH- AND FOOL-PROOF DOORS AND ELIMINATE YOUR 
TEARING COMPLAINTS. CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y 9706-4 


CHICAGO 8-ROLL GAS-HEATED IRONER. 110” with 7 padded pressure 
rolls and heated ironing cylinder; motor driven 220-60-3 AC. Thoroughly 
The American Laundry Machinery Co., Cincinnati 12, 

1137-4 


factory rebuilt 
Ohio. 


AMERICAN and TROY 5-Roll 100” IRONERS, ironing goods on both 
sides in single pass. Can be arranged for return feed. CUMMINGS-LAN- 


DAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y 


6766-4 
AMERICAN 100” RETURN-APRON FLATWORK IRONER. A splendid 
cylinder-type ironer, factory overhauled and in excellent condition. Has 
ribbon feed, automatic stop, motor drive, any standard current. Priced 
low for quick sale. The American Laundry Machinery Co., Cincinnati 
1138-4 


12, Ohio 


TWINRAPID ROTARY PRESS UNIT, consisting of: 51” TAPERED AS 
WELL AS 2 MUSHROOM PRESSES. CUMMINGS-LANDAU Laundry Ma- 


chinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 1118-4 
2-ROLL RETURN-RIBBON FLATWORK IRONER. American 100” chest 
type with ribbon feed, automatic stop, power raising device, all new 
padding, aprons and ribbons. Either cellulose padding or new Hamilton 
Spring padding with vacuum exhaust. V-belt motor drive, any standard 
current. The American Laundry Machinery Co., Cincinnati 12, Ohio 

1139-4 


AIR-DRIVEN PRESSES: Forse 54” square-buck linen supply press; Forse 
53” tapered garment press; Forse mushroom presses. Very reasonably 
priced. Chicago Used & New Laundry Equipment Co., 3128 West Lake 
St., Chicago 12, Ill. NEvada 8-8849. 891-4 


AIRWAY DRYERS. Completely factory rebuilt, ready for quick shipment 
2—20 lb. compartments, complete with exhaust hood. Ideal for fast, extra 


fluffy drying of bath towels, diapers and other soft work. Motor driven, 
air-circulating fan, 220-60-3 AC. The American Laundry Machinery Co., 
Cincinnati 12, Ohio. 1140-4 
HIGH-SPEED EXTRACTORS, AMERICAN 17” MONEX 15” and 17” 


HOFFMAN WITH MONEL BASKET. CUMMINGS-LANDAU 
6864-4 


BOCK 20” 
Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y 


MODEL 51 SUPER-ZARMO PRESS for use in various type wearing apparel 
units, also for nurses’ uniforms and similar garments. Has Hamilton Spring 
padded buck 5034” long, tapered from 19” wide at one end to 9%/s” at 
small rounded end. Air driven. The American Laundry Machinery Co., 
Cincinnati 12, Ohio. 1141-4 
A 4-year-old 42x84” Monel, motor-driven Hoffman washer. Double end 
drive in super-excellent condition. Glove Reconditioners, Inc., 109 
Thorpe St., Fairfield, Conn. Phone Clearwarter 9-8406. 1100-4 


MODEL 56 SUPER-ZARMO PRESS for finished bodies and sleeves of linen 
supply coats and jackets. Hamilton Spring Padded buck 54” long, 10” 
wide. 2 demonstration machines available, only slightly used. Air driven. 
The American Laundry Machinery Co., Cincinnati 12, Ohio. 1142-4 


American 8-roll, 120” ironer. In excellent running order, now operating. 
Price—$5,000 cash, FOB New Haven. Can be inspected at our plant. Fed- 
eral Textile Corp., 111 East St., New Haven, Conn. 1146-4 
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MACHINERY FOR SALE (Cont'd) 





40” TROY and TOLHURST, direct motor-driven and belt-driven ex 
tractors. CUMMINGS-LANDAU LAUNDRY MACHINERY CO., 313 Ten 
Eyck Street, BROOKLYN 6, N. Y. 4755-4 


AMERICAN 120”, 12-ROLL IRONER, THOROUGHLY REBUILT; IN NEW 
MACHINE CONDITION. READY FOR IMMEDIATE DELIVERY. CUM- 
MINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, 
N. Y 647-4 


AMERICAN TILTOR 4-GIRL SHIRT UNIT. THOROUGHLY REBUILT IN 
NEW MACHINE CONDITION. READY FOR IMMEDIATE DELIVERY. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 9014-4 


FOR SALE:—i—50” AMERICAN NOTRUX extractor with two sets con- 
tainers, stainless-steel curb; 2—AMERICAN NORWOOD 42 x 84” two- 
pocket, all-stainless-steel, motor-driven washers with American fully 
automatic washman. CHICAGO USED & NEW LAUNDRY EQUIPMENT 
CO., 3128 W. Lake St., Chicago 12, Il. 511-4 


48” HOFFMAN AMICO, FLETCHER WHIRLWIND and AMERICAN OPEN- 
TOP MOTOR-DRIVEN EXTRACTORS. READY FOR PROMPT DELIVERY. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 6983-4 


Wood cylinders and shells, replacements; any size, with new brass 
hinges and stainless-steel trim; also new wood washers, ILLINOIS LAUN- 
DRY MACHINERY MFG. CO., INC., 3124 W. Lake St., Chicago 12, Illi- 
nois. Nevada 2-2621 188-4 


For Sale: 1—Used 44 x 84” ROBOT two-pocket two-door all stainless-steel 
motor-driven washer with automatic washman, 2—used 42x 96” Ellis 
motor-driven all Monel washers, 1—used 42 x 84” American Norwood 
all-Monel motor-driven washer, 1—used 54” American Notrux extractor 
with two sets containers. CHICAGO USED & NEW LAUNDRY EQUIP- 
MENT COMPANY, 3128 WEST LAKE STREET, CHICAGO 12, ILLINOIS. 
NE-7763. 9628-4 


2-ROLL 100”, 110” and 120’ AMERICAN AND CL RETURN-FEED IRON- 
ERS. MECHANICALLY EQUAL TO NEW. CUMMINGS-LANDAU Laun- 
dry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 735-4 


PROSPERITY POWER CIRCLE 2 GIRL SHIRT UNIT CONSISTING OF THE 
FOLLOWING PRESSES:—COLLAR AND CUFF, BOSOM, YOKE AND 
TWO LAY SLEEVE PRESS. CUMMINGS-LANDAU Laundry Machinery 
Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 9942-4 


16x100” AMERICAN 41210 RETURN FEED FLATWORK IRONERS, MOTOR 
DRIVEN. PROSPERITY SUPER SPEEDSTER AND AMERICAN SUPER 
ZARMO 51” BODY PRESSES. VERY REASONABLY PRICED. CUMMINGS- 
LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 

6914-4 


AMERICAN and TROY 26” and 28” EXTRACTORS, BELT or MOTOR 
DRIVEN WITH NEW ELECTRICAL EQUIPMENT. READY FOR PROMPT 
DELIVERY. CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck 
Street, Brooklyn 6, N. Y 6868-4 


HUEBSCH 25° COMBINATION HANDKERCHIEF AND NAPKIN IRONERS 
COMPLETE WITH FLUFFER AND TABLE, 4 CISSELL MASTER HOSIERY 
DRYERS, LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y. 9943-4 


PROSPERITY POWER CIRCLE AND UNIPRESS LATEST TYPE 4-GIRL 
SHIRT UNIT FOR COMPLETE MACHINE FINISHED SHIRTS. CUMMINGS- 
LANDAU Laundry Machinery Co., 305 Ten Eyck Street, Brooklyn 6, N. Y. 

9952-4 


9 Huebsch or American Zone-Air open-end tumblers, 4-coil, AC 220 volt, 
3 phase, 60 cycle, practically new. Want to dispose of them immediately, 
special price $225 each. ADDRESS, Box 792, STARCHROOM LAUNDRY 
JOURNAL. -4 


48 x 120” ASHER FLATWORK IRONER. VERY ECONOMICAL MACHINE 
TO OPERATE. CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten 
Eyck Street, Brooklyn 6, N. Y. 4651-4 
American Cascade 42 x 84” Monel washer, 2 pockets, 2 doors, latest one 
shot doors. SPECIAL PRICE $1,795; 42 x 84” Hoffman Silvercrest Monel 
washer, less than 12 years old, SPECIAL PRICE $2,350. Above machines 
motor driven, guaranteed in good running condition, excellent buys. 
WILLIAMS LAUNDRY MACHINERY CO., Inc., 37-37 9th St., Long Island 
City 1, N. Y. STillwell 6-6666. 872-4 
48” VIERSEN HIGH-SPEED and 48” TOLHURST, DIRECT MOTOR- 
DRIVEN EXTRACTORS. Ready for immediate delivery. CUMMINGS- 
LANDAU LAUNDRY MACHINERY CO., 313 Ten Eyck Street, Brooklyn 
6, NN: ¥. 4855-4 
24x 120” RETURN-FEED SUPER IRONER, MOTOR-DRIVEN. PRICED 
RIGHT. CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck 
St., Brooklyn 6, N. Y. 9725-4 
GASWAY IRONER, LATEST TYPE GAS HEATED CYLINDER 18 x 100”, 
MOTOR DRIVEN, COMPLETE WITH AUTOMATIC CONTROLS. EXCEL- 
LENT MECHANICAL CONDITION. CUMMINGS-LANDAU Laundry Ma- 
chinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 1075-4 
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big stock, terms. Baehr Laun 
Newark 5, N. J 2240-4 


ASHER ironers 48 x 120, 32 x 120. Rebuilt 
dry Machine Company, 29 Calumet Street 


TROY and AMERICAN LATE-TYPE 6-ROLL 120” STREAMLINED FLAT- 
WORK IRONERS. READY FOR IMMEDIATE DELIVERY. CUMMINGS- 
LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y 

6618-4 


WOOD WASHERS REBUILT WITH ALL NEW WOODWORK AND 
EQUAL TO NEW IN EVERY RESPECT. 30 x 30”, 36x 54”, 42x 72” and 
44 x 84”. Ready for immediate delivery. CUMMINGS-LANDAU Laundry 
Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y 6661-4 


30 x 120” and 36 x 120” WILLEY ROYAL CALENDER FLATWORK IRON- 
ERS. Quality production machines. Very reasonably priced. CUMMINGS- 
LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y 

6767-4 


8-ROLL 120’ AMERICAN and TROY IRONERS. REBUILT IN NEW MA- 
CHINE CONDITION. CUMMINGS-LANDAU Laundry Machinery Co., 313 
Ten Eyck Street, Brooklyn 6, N. Y. 6799-4 


AMERICAN 4-ROLL 100” and 120’ STANDARD FLATWORK IRONERS, 
COMPLETE WITH VARIABLE-SPEED MOTORS. NEW MACHINE GUAR- 
ANTEE. CUMMINGS-LANDAU Laundry Machinery Co., Brooklyn 6, N. Y. 

9318-4 


48 x 126” AMERICAN MAMMOTH CASCADE WASHERS WITH NEW 
ELECTRICAL EQUIPMENT AND NEW 3-, 6- or 9-COMPARTMENT 
STAINLESS-STEEL CYLINDERS. CUMMINGS-LANDAU Laundry Machin- 
ery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 9368-4 


15 POUND AMERICAN AND HOFFMAN MONEL METAL OPEN END 
WASHERS, MOTOR DRIVEN. 36” x 30” HUEBSCH AND AMERICAN 
OPEN END TUMBLERS. GAS AND STEAM HEATED. CUMMINGS-LAN- 
DAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y 
597-4 


40’ AMERICAN OPEN TOP EXTRACTORS WITH AUTOMATIC BRAKE 
RELEASE. 40’ HOFFMAN EXTRACTOR WITH EXPLOSION PROOF MO- 
TOR. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., 
Brooklyn 6, N. Y. 598-4 


MONEL METAL WASHERS, AMERICAN CASCADE, 1 COMPARTMENT, 
1 DOOR, MOTOR-DRIVEN, 30 x 48”, 30x30”, 24% 36", 24x 24”, RE- 
BUILT LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 305 
Ten Eyck St., Brooklyn 6, N. Y 693-4 


60” AMERICAN ZEPHYR, HOFFMAN AMICO AND TOLHURST CENTER 
SLUNG OPEN TOP EXTRACTORS WITH COPPER AND STAINLESS STEEL 
BASKETS. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
St., Brooklyn 6, N. Y 600-4 


LIQUIDATION SALE OF FINE LAUNDRY EQUIPMENT of the MAY- 
FLOWER AND STATLER HOTELS, WASHINGTON, D. C. ACT FAST FOR 
BARGAINS! American 8-rol!] 120’ FLATWORK IRONER; American 6-roll 
120” FLATWORK IRONER; 42 x 84” American Norwood Cascade MONEL 
WASHERS, 2 pockets; 42 x 96”, 3 pockets; 42 x 96”, 8 pockets; 30 x 30” 
American Cascade MONEL WASHERS; 24x 36” American Cascade 
MONEL WASHERS; American 54” NOTRUX EXTRACTOR, 3 sets of 
MONEL CONTAINERS; American 48” MONEL OPEN-TOP EXTRACTORS; 
30” copper starch EXTRACTOR; all direct motor-driven, AC 220 volt, 
3 phase, 60 cycle. And a number of other items too numerous to mention 
WRITE, WIRE OR ‘PHONE: Sole liquidator: WILLIAMS 
37-37 9th St., Long Island City 1, N. Y., 

790-4 


in this issue 
LAUNDRY MACHINERY, 
STILLWELL 6-6666. 


48” TROY HIGH-SPEED SUPER MERCURY EXTRACTOR WITH STAIN- 
LESS STEEL BASKET; 48° AMERICAN OPEN-TOP EXTRACTOR WITH 
MONEL BASKET AND MONEL SHELL; IN EXCELLENT MECHANICAL 
CONDITION. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten 
Eyck St., Brooklyn, 6, N. Y. 648-4 


MODEL 75 AMERICAN VACUUM STILL, COMPLETE WITH MOTOR- 
DRIVEN PUMP. 6—NATIONAL HAND AND POWER MARKING MA- 
CHINES. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
St., Brooklyn 6, N. Y 984-4 


42x42” American 3-Y-COMPARTMENT, 3-DOOR MONEL METAL 
MOTOR-DRIVEN BLANKET, CURTAIN AND WOOLEN WASHER, COM- 
PLETE WITH AUTOMATIC WATER TEMPERATURE AND MIXING 
VALVE. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
Street, Brooklyn 6, N. Y. 9950-4 


30” EXTRA DEEP AMERICAN or TROY EXTRACTORS, with NEW 
electrical equipment. EVANS AUTOMATIC SHIRT STARCHING MA- 
CHINE. CUMMINGS-LANDAU LAUNDRY MACHINERY CO., 313 Ten 
Eyck Street, Brooklyn 6, N. Y. 4753-4 


WATERWAY COMBINATION WASHER AND EXTRACTOR WITH STAIN- 
LESS STEEL BASKET AND STAINLESS STEEL SHELL. REBUILT LIKE NEW. 
CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., 
Brooklyn 6, N. Y. 1078-4 
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YOU JUST MUST KEEP AHEAD OF THE PARADE 


Industry progress calls for the very best. 
WASHETTES are the very best for every requirement. 


THERE [S A WASHETTE FOR EVERY JOB 


There’s no “happy medium” for choosing the best washer, just as there’s no “happy 
medium” for designing the best washer. The washer you want is the one best designed 
for your work requirements. That’s why WASHETTE offers you the best selection ever 
in open-end washers. 

Cook Machinery engineers design and build WASHETTES to give you a wide 
choice of fine washers that do their jobs quickly and economically. That’s why laundry- 
men the world over prefer WASHETTES. They know WASHETTE means less expense, 
more production and greater profits. 


Look over the complete WASHETTE line yourself. You're sure to find the perfect 
machine for your job. Contact your nearest distributor, or write direct today for full 


details. 


TWIN — 25 lb. 50-60 Ib. 75-90 lb. 
Prag, J 
wa a 
=>,» 
iA 4 ‘ 
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Cook MACHINERY CO., INC. 


4122 COMMERCE STREET ° DALLAS, TEXAS 





Let your Cowles Technical Man , 


help you get a beautiful wash- 
ing job—with less hot water— 
with this simplified ESCOLLOID 
Cold Rinse Formula. s 


(owt 
ESCOLLOID 


COLD RINSE FORMULA 


A straight ESCOLLOID Break loosens a// of the soil and stains. 
One good heavy suds will pick up the loosened soil. A carry-over 


suds will scrub the load. Bleach moderately—then RINSE COLD 


This ESCOLLOID 
Cold Rinse Formula will help you... 
DO A BETTER WASHING JOB 


RINSE FASTER 
SAVE FUELgé@ 


CHEMICAL COMPAN 
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